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BOMMER BROTHERS, Manufacturers, | - (Estsblshed'876) - 256 to 276 Classon Ave., BROOKLYN, N. Y,. 



















































Tinners Find Employment 





































By advertising and using 
THE Atlas Bolt & Screw (0. 
= POWERS AUTOMATIC : 
— CHIMNEY TOPS CLEVELAND, 0. 
ey make c 
| s\ cot gamna bos ree shee Genstaebarwees 
Tinners empioy- 
D OUT MO ont making Stove Bolts 
ase IN stocks, and give 
2 NUTS, WASHERS, chip TIES, FELLOE PLATES, Tuoea'Lve thedealers profit, Stove Rods 
= nO ane INGS jane wd cerennea Stove Rivets 
CARHIAGE ORG ay rere . 
Write for our general Catalogue one RS cnet. Mica Bolts 
Ms 6 COLUMBUS BOLT WORKS, Columbus, O. Streator, - Ill. Fancy Nuts 
: (@) y 
— > . ~ This cut free to , ¥ 
cai Register Pins 
ir : : 
— ye a Some people believe in hanging up a Hinge Pins 
ee Ne sign near their establishment giving their and kindred ertistes 
ra M\' firm name, their kind of business, their 
5 a 7M \: ; woe STOVE afd RANGE 
4 Pi tam nhgaea\ brand of output. Some people believe ai ot aalad 
; . t 
>| 5] Are expensive-to repair, and if in the efficacy of a well placed adver- | | —_ 





neglected will cause a considera- tisement. The combination wins. 
ble amount of trouble. If a roof 








has some small Jeak or break, 
have it fixed at once or it -will 


give trouble in the snows ai In order to stop these Black Diamond Files and Rasps 


Elastic Oil Cement—American Seal PERFECT—ALWAYS 
brand—and apply it toany leak, small or large. It never Ay 


-_ 





hardens. Prices for “‘A Seal’’ Elastic Oil Roof- NAL 
ing Cement and Roof nt ae. vanedaitn = we feel TWELVE MEDALS AT INTERRATIO 
sure thatif e write for them they will interest you. AWARDED EXPOSITIONS 


Agencies: - L PERKINS & CO., 235 Lake St. 


HICA 
STOCKHOFF SUPPLY CO. 167 N. Main St., G. & H. BARNETT CO. 


Black Diamond File Works, PHILADELPHIA 
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with name of Jobber secures sample prepaid. 


Sole Manufacturers 
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‘‘ Simple as_ Salt.’’ 


Tremont Magazine Oak for Soft Coal 
A Successful Soft Coal Self-Feeder 


[9 Years on the Market] 





General Directions for Operating 


Put the coal ia at the top—take the ashes out at the bottom. 


Result 
The smoke is consumed. Burned gas only goes up the chimney. 
The heat stays in the house. 
General Remarks 


Anybody that can cut kindling, strike a match and lift a coal hod 


can run it. 
It burns any kind of coal—from the kinds they sell tothe kind they 





throw away. It isas economical as a miser. 





You can handle this stove without giving leétures on‘‘Frenzied”’ 





Combustion. Just tell your people to use it same as they did their old 





stove. They never owned one that was more simple. 


Pittsburgh Stove & Range Co. 
stein inaiibiaaine Pittsburgh, Pa. 


SINGLE OR DOUBLE HEATERS 


The Model Hot Blast 


Is a new Air Tight Built 
Stove, regularly supplied 
with Hot Blast Tube, but can 
be used without tube. 

Bristles with special fea- 
tures—such as inside register 
protector, substantial _per- 
forated mica protection, hand- 
some turn key, etc. 

See cut for nickeled parts. 

















. For Hard 
—, or Soft 
-. Coal. 
= Embodies 


new ideas of 
conspicuous 





merit. ye 2 fete 8 


THE PORTSMOUTH STOVE @ RANGE CoO. 


Portsmouth Ohio. Ot ae 
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Blue and Black Enameled; 
Right and Left Hand Flush 
Reservoirs Elevated Left Hand; 
23, 20 and 18-inch Ovens 


Heaviest in steel, 
iron and copper. 


Only smooth nickel on 
heavy copper plate. 


The “Silver Plated” Range 


HOME PRIDE ANGULAR OVEN 
15 1-4 Inches in Height 


This is one 
reason why 
our angular 
oven has been 
accepted by 
ALL as of 
greater utility. 
The roaster and 
the square 
oven ranges 
are not 
companions. 











ee 


¥ HOME PRIDE RANGE COMPANY § 


MARION, INDIANA 
, 3:332323323332322T Cec ecceeeceeececece 
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Sterling All-Fuel Base Heater 
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HOW IT WORKS 


HE STERLING ALL-FUEL BASE 
HEATER is a high grade parlor stove 
for hard coal. 

It also is a gas and smoke burning stove 
for hard coal. 

It also is a gas and smoke consum- 
ing and a return flue stove for soft 
coal, lignite and wood. 

In short, the Sterling All Fuel is a 
Hard Coal Parlor Stove which in afew 
moments can be turned into a Wood 
Stove or Soft Coal Stove and is a 
Return Flue Gas and Smoke Consuming Stove for each fuel. 

It is a stove that would give you an oppor- 
tunity of saying to your customer: ~ Here is a 
stove that is everything. It is good looking 
enough to go into any man’s parlor and, while 
an enormous heater with hard coal, it is fine for 
wood, and when you want to, you can burn soft 
coal or lignite; and, mind you, whatever you are 
burning in it, the heat does not go directly up the 
chimney, but around tthe base of the stove first, en 
and besides that, there is a hot air blast working iit, tense 
all the time that burns up the gases and smoke.” 

We will send you an illustrated explanation 
of the new principle of the Induced Draft and the Hot Blast as 
applied to a return flue stove, on receipt of a letter or a postal card. 


SILL STOVE WORKS, Rochester, N.Y. 


CHICAGO STOVE & RANGE COMPANY, Chicago, Illinois___ 
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Strikingly Handsome 








HE first thing that appeals to your base 
burner customer is appearance, and this must 


be right to make a seller. That MOORE'S 
BASE BURNERS are right in this respect you 


may judge somewhat from the illustration. 

The more substantial reasons why you should 
select MOORES BASE BURNERS for 
your trade are---the correctness of the plan on 
which they are constructed and their perfect oper-~- 
ation; the careful mounting; quality of nickel; 
and other practical points. 

That these also are right, we refer you to 
many of the largest retailers of base burners who 
sold Moore's last year, and who have already 
placed liberal orders for 1904. 

Do you need a better line of base burners than 
you are now handling,---befter lookers, better 
sellers, or better stoves to sell for the sake of your 
reputation? 

Write us for further information. 


JOLIET STOVE WORKS, 
Joliet, Illinois. 
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Moore's 
Stoves 
Always 





1904 Base Burner 


THE EASY LINE TO SELL 


JOLIET STOVE WORKS, Joliet, Ilinois.. 
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OUR LINE OF STEEL RANGES 
AND HEATERS 


Has been greatly improved 








during the present season, 





and you will be delighted 
with the finish and style of 


our new goods. 







581. 18 Champion Monitor 
Reservoir and High Closet. 





Our new Hot Blast Oak is a 
beauty and the price is right. 
Send for sample. If you are 
not pleased with it, it will 
belong to us. Catalogue sent 


by request. 





Monitor Hot Blast Oak 
No. 147 























THE WM. RESOR @ CO, ™@s™ 
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Weare not aad you 


*‘Hot Air” 





When we assert that 


WHITE’S BEACON 


Fills the Requirements of a First-Class Heater 





It Is Bound 
to Prove 
A Ready Seller 


You Can Make 
A Hit 
With this Stove 





Your customer will get the hot air when he fires up this superb heater. 
It is eoaty controlled, burns up all the products of combustion and 
: is as clean as a hard coal base burner. 


We will be pleased to tell you more about it. 
Let us hear from you. 


THOMAS WHITE 
STOVE CO. 


QUINCY, ILLINOIS 
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The LF MONITEUR 


and like it’s 


Great Parisian namesake, 
a leader. 


3 








Not in the front rank, but in the front of the front 
rank, leading all others. 

Order your sample—You are 
going to need the easiest selling 


steel range made, and lots of them. 


Write for prices. 


We are here to answer you. 


Ashland Steel Range & 
Manufacturing Co. 


ASHLAND, - - - OHIO 
e The Wormnest Stove & Range Co. 


Agents for Michigan, 
GRAND RAPIDS, MICH. 
\. 


233333793332 332 532333332 333:33233333233235" 
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Peerless All=Steel “Malleable”’ Ranges 


Oldest but one of the malleable race—leader of them all! 


‘ 


Malleable Top Plates ground smooth 
— Built on the foundation ef 


experience. 


Asbestes lined flue bottom saves 
heat, insures quick baking. 


Constantly improved and made better 
for ten years—means a great deal, 


jast think it over! 
Extension fire box for long 


wood. 


Why not sell a line you cam pia your 


Pan for elevating wood fire. 
faith to? 


Double braced oven top. 


Best constructed at every essential 
point. 

Largest ovens, top closets and 
reservoirs. 


Dety anyone to point out a weak 


The ealy original and strictly up-to- spet. 


date malleable range. 





Style H. H. Series No. 388. 


PEERLESS STEEL RANGE WORKS, CHICAGO 
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Patent 
Improved 
Wrought 
Steel 
Portable 


RANG 


For Hotels, Restaurants, Public 
Institutions, Boarding Houses, and 
Private Families. 





All kinds of Hotel Implements for 
Culinary Purposes. 


Manufactured and for sale by 


THE JOHN VAN & 
RANGE CO. ios 
SAN KANGE. 


419 Elm and 410, 412, 414 and 416 ¥ ein xu 
Home Streets ae: . 


CINCINNATI 33 OHIO 


i 










,. ay %s 
= 
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ERMON 













ring, the advantage of which 
will be quickly understood 
when you consider the fact 
that it is impossible to de- 
termine just how much 
coal will be put into 4 
the fire bowl, so that J 
it makes no " 
® difference 
" whethermuch 
a or little coal 
H is added, the 
hot air is 
. , always being 
™) = admitted 
ow evenly on all 
sides. 








AIR TIGHT 
HOT BLAST 


Made in four sizes, 414, 416, 418 and 420 for soft coal, slack, coke, hard 
coal or wood. Aijr tight jointless ash box. 
fire for 48 hours. THE CLERMONT AIR TIGHT HOT 
BLAST FIRE BOWL, HOT BLAST RING, is moulded in 


one piece. Narrow perpendicular slots are cast in the Anti-buckling 


A great fuel saver carrying 


GEM CITY STOVE CO., Dayton, Ohio 
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A CATALOG MEANS MONEY 


THE F OSTER STOVE COMPANY, “OHIO. 


BDD 33D 333 333 B3F 333d 3-3-3393 333333 332 DID 333333333 33333 ena em | 


ar FOSTER’S PEERLESS | 


It’s The Latest and Best. 


Our aim in designing this steel cook was to combine the best 
features of all other cooks with exclusive features of our own 
to bring together the most careful workmanship, the highest 
grade materials, the most ingenious, comfort-infusing devices— 
to produce the best cook on the market. We have succeeded. 
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RETORT 


Nos. - 166 


In the last three issues of this paper 


we called your attention to our 


SPECIAL 


heater. 


We now call your attention to our 


RETORT OAK. 


A magazine stove that 
WILL FEED 
any kind of Soft Coal. 
NO MATTER 


how sticky. 





Don’t ask us 


WHY 
it will do it. 


It is enough to know that 


IT WILL DO IT. 








A splendid ‘‘looker,”’ 
and a better operator 


than ‘‘looker.”’ 








Send for Catalogue 


and prices. 


Manufactured only 
by 


MARION STOVE CO., 


Marion, Indiana. 








An advertisement is a plat- 
form from which the manu- 
facturer or jobber can address 
more dealers than could be 
Wes) crowded into the largest hall Pigs 
| in the world, 


OAK. 




























x x& 





DR It is a long distance tele- 
S574, phone with multiplex connec- 
tions ad infinitum by which 
hG) he can talk to thousands of | 
: dealers. 


LAS 
7 . 


x x 





It is not only the cheapest 
circular that can be sent 
through the mails but it 
| carries greater prestige than 
any other. 







x =x 





It is a signboard placed 
fa) where thousands of retailers 
are congregated. 









x & 





It is a wireless telegram to 
the trade. 










x x 





It is the electric button 
which starts the complex 
system of modern business, 
causing the retailer to seek 
the jobber and the jobber 
the manufacturer. 













x x 





It is a match which when 
touched to a stock clears it 
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I Want a 
Hustling 
DEALER 


In every town where | 

















hard coal stoves are 
sold, to handle my 


“MARSHALL” 
quadruple hard coal Friends... 


heater. 


I ongesi Lasting, a = oa ~ business. 
Greatest Heater, mec — ages eng 4 
Shout Teenenstcal Willey Furnaces make warm Friends, 

cal, and keep them warm. 

For the Least Money. 


WRITE FOR PRICES. C. W. SHUMWAY 
>M. TRAVILLA, @ SONS, 


Manufacturer. BATAVIA, - ILL. 








MARSHALL. Two Sizes. For Hard Coa. QUINCY, : : ILLS. a 
EVANS & EICHNER, 85 Lake St. 


Barler Ideal Oil 
Heaters 


are easy to sell because they give satisfaction all the 
time and do not need repairs. Barler Oil Tanks and 
Burners are a// drass—everyone tested and Guaran- 
teed. Barler Heaters are better than other oil 
heaters, and your customers want the very best they 
can get. The agency for Barler Heaters has a value 
—we can prove it. Write us now. 


A. C. BARLER MFG. CO., 


104-106 LAKE ST.., CHICAGO, ILL. 


Cx Se ee 
; eX DOIN < 
———— Eee 
1 AM DE COOK, ; pe Pa ar 
Na 


= yeaa SY —— 












































100 Tinners’ 
Patterns 





Complete for 


.- $1.00 


Sent Postpaid on 
Receipt of Price. 







Any dealer looking for the best, 
most attractive, up-to-date and com- 
plete line of Ranges in America, 
should at once secure the sale of the 


HUE 


SMITH & ANTHONY COMPANY, 4 umn staser, 


Mensioctaress of Cooking and Heating Apparatus of 
very Style and Description. 

































DANIEL STERN, 
69 Dearborn St. CHICAGO. 
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Ventiduct 


Base Burner. 


The most ornamental, the most pow- 
erful, the most scientifically construct- 
ed, the most successful. 





Every stove a double heater; heavy 
solid fire-pot; duplex grates and shak- 
ing ring--fulldescription in our catalog. 





Our competitors are giving us a lot 
of free advertising. Do you know 
why?—Our prices and the quality of 
_our goods tell the story. 


THE VENTIDVCT PRINCIPLE 
IS errs eng 











AA RTA mim 


a €: 21 STAR 2 DS) itivian 


WRITE FOR PARTICULARS. 


STAR SHOVEL @ RANGE CO., Vincennes, Ind. 





Gold Coin K 





DETROIT HEATING 


AND LIGHTING CO. 
DETROIT MICH. 











Plumbing, 
Drainage, 
Water Supply 
and Hot Water 
Fitting. 
By John Smeaton, C. EB. 


CONTENTS: 


Chapter 1. Introduction. 2. Drain- 
age. $. Danger from city welle. 4. 
External plumbing. 65. Internal 
plumbing and fitting. 6. Sanitary 
plumbing. 7. Water services and 
tapping of mains under pressure. 
& Water supply. 9. Ornamental 
leadwork. 10. Heating. 11. Hot 
water work, Index. 

236 pages, 217 illustrations, 8vo., 
cloth. 


Price, 83,00. 





DANIEL STERN, 
69 Dearborn St., 
Chicago. 




















THE AMERICAN ARTISAN 


AND HARDWARE RECORD 


15 




















RICHARDSON & 











RICHARDSON md wateR DOILERS 


92 Per Cent. 


Direct Fire Surface 


Deep Return Flue near 
Exit. Most Powerful, 
Effective and Econom- 


+ . 
ical Boilers ever made. 





— 2,400 to 4,900 Sq. ft. Steam. 
FROM (3,800 to 7,800 Sq. ft. Hot Water. 





BOYNTON CO., 


CHICAGO. BOSTON. NEW YORK. 


























HANDY 


Furnace pipe is the safest made, easiest 
to put up and cheapest made. 


F. MEYER & BRO. CO., Peoria, Ill. 





Do you know there is money 


handling the all steel 


WEIR 


Gas and Soot Consuming /ur- 
nace? Let us tell you about it. 


Made by The 


MEYER 
FURNACE 
COo., 


Peoria, Ill. 
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“Low Down” Furnaces burn hard or soft coal and are very heavy, very staunchly made and very powerful heaters 








THE “LOW DOWN” 
CROWN WARM AIR FURNACE 


Kindly write for our Furnace Catalogue No. 54 








PATENTED 

















Made CIRCULAR or OVAL in form 











Manufactured only by 


THE MARCH-BROWNBACK STOVE CO. 
POTTSTOWN, PA. 























Made all-cast iron—with cast drum Also made with steel drum in rear 
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REGISTERS, 
ASH PIT DOORS, 
FURNACE PIPE 
and FITTINGS, 


CORNER MANGERS, 


VENTILATION 
GRATES, 
MAIL BOXES, 
ETC., ETC. 


Our Catalog would be a valu- 
able addition to your library. 


MONARCH 





AIR BLAST 
FURNACES 


FOR SOFT COAL 








NIAGARA 


FURNACES 


FOR HARD COAL 
AND COKE 


The Forest City Foundry & Mtg, Co. 


CLEVELAND, OFIIO 



















JOHN KONTNY 


65-67 N. Desplaines St, 
CHICAGO 


WESTERN AGENT 







CRAIG-REYNOLDS 
FOUNDRY CO. 


DAYTON, OHIO 















TRIUMPH AIR BLAST FURN " 
Five Sizes. Hard or pwd est Portabte or Betek Set. 






















If you wish the best Known 
Hot Air Furnaces 
Steam and Hot Water Heaters 























and the largest stock and varieties to 








select from, 





send for 
THE BOYNTON 
FURNACE CO’S. 
CATALOGUE, 
which is complete. 
There may be oth- 
ers, but the genuine 


BOYNTON 
HEATERS 


are sure to be right. 


Ghe BOYNTON FURNACE CO. 


147-149 Lake St., CHICAGO 207-209 Water St.. NEW YORK 
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The secret ut ‘ee grest 
success of the 


Front Rank 


lies in the furnace itself. Every 
detail of its manufacture is care- 
, fully watched by the best furnace 
@&i makers inthe United States. It 
” isa perfect furnace from start to 
finish and contains al) the latest 





improvements. 
These furnaces burn hard or soft coal or coke. We 
also make wood burning furnaces. 


Send for our catalogue, it will give you a better idea 
, of what we make. 


ky HAYNES-LANGENBERG 
MFG. CO. 


2301 to 2309 Lucas Av., ST. LOUIS, Mo. 


Ohe WISE 
WARM AIR FURNACE 


Powerful, Durable, Economical, 
Self-Cleaning, Excellent beyond 


comparison. vee") os 


Ghe WISE FURNACE CO., 4320 
























ELBOWS AND FITTINGS 


CHICAGO FURNACE SUPPLY COMPANY, - - - CHICAGO. 


vw ilO RM HIN NG 

ie = 

one ton of coal : =. 
ina Storm King 


does ~ work of two a | 


3 ui) | Made by rdinary male, 
ng sale wat THE 
Saati 2 oa ROBERTS one 
ae: ee AZ aa one VENTILATING 
———— COM PANY 
213 THIRD STREET S., MINNEAPOLIS. 
( ATALOGUES & DISCOUNTS GLADLY FURNISHED ON APPLICATION 
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Floral City Furnaces 





Are strictly up-to-date, old 
patterns have been rele- 
gated to the scrap heap, 

old methods discarded, 4 : 





but they are in no sense 
experiments. 
EVERY FURNACE IS TIME TRIED AND 
HAS BEEN THOROUGHLY TESTED 


in aclimate where the tempera- 
ture often falls to 40° and 50° 
below zero. Write for catalogue. 


Monroe Furnace & Foundry Go., Monroe, Mich, 














7 — 


GOOD MONEY 


“ The Phoenix Furnace 
GOOD J OBS has kept the small householder comfortable on 34 to 5 


tons of coal. 


Is the best basis for establishing 


trade. We help getit. Ask ushow This is for 6 and 10-room 


houses. Write us for positive 
proof, and for our system of 
assisting agents. 


Canton 
Perfect Blast Heaters 


SS 





Mr. T. Clyne, of Utica, N. Y., 
heated 11 rooms with 4 tons of 
coal. 











Mr. J. Jones, of Sauquoit, 
N. Y¥., heated his entire house 
29x32 feet on 3 tons of coal. 











== ; Beaty 


l PHOENIX IRON WORKS, Utica,N.Y. 














THE BONNOT COMPANY, Canton,0. 




































aeaniienet 
anata 








One who watches carefully the pages 
of general advertising mediums is 


Persistent struck by two things; the persistency 


with which those advertisers who are 
>. « recognized as successful maintain their 
dvertising advertising’ week after week, month 
after month, and yearafter year; they 

never seem to abate their effort, a d 
apparently the volume of their business increases steadily. The other thing 
noticeable is the large number of advertisers who thrust their announcements 
above the surface for a little while and then sink into oblivion. They either 
had not merit asa basis for their claims or they did not possess the skill to 


| teer their enterprise successfully, or else they lacked the nerve to put forth 
G, er effort.— Advertising Experience. 
147-149 
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Can you trust the Furnace you are now Selling? 






Can you guarantee the furnace you are now selling—guarantee 
that it will need no repairing for two or three years—that it 
will absolutely heat the rooms as you have planned? 







The Mueller Furnace contains known quality and efficiency 
in every detail. You can guarantee the Mue//er for durability, 
for quality of materials, for efficiency and heating pdWer, and 
for economical fuel consumption; and in every instance, your 
guarantee will be safe and within the facts. 










Can’t say that of all furnaces—because they’re not like the 
Mueller. 





Ask for the Muel/er Catalogues and Prices. 








Get our prices on Wall and Floor Registers. 


L. J. MUELLER FURNACE COMPANY 


191 REED STREET MILWAUKEE, WISCONSIN 









The Stanton Seamless Warm Air Furnace 


eo fa” 2 IS THE BEST BECAUSE 


a.—It is Seamless and cannot leak gas, smoke and dust. 

b.—It burns soft coal slack perfectly. 

c.—It requires less attention. 

d.—It will hold fire longer and keep house at even temperature. 

e.—It costs less for repairs, and will last longer. We have many which 
have been in use for ten years and have never cost anything for 












repairs. 
— £.—It is easy to sell, being different from anything on the market. 


WRITE FOR CATALOGUE, 


, THE STANTON HEATER COMPANY 


MARTIN’S FERRY, OHIO 


GILT EDGE 
FURNACES 


GILT EDGE in construction. 

GILT EDGE in up-to-dateness, 

GILT EDGE in durability. 

GILT EDGE in economizing fuel. 

GILT EDGE in ease of operation. 

GILT EDGE as money makers for the dealer, 











SEND FOR CATALOGUE 


R. J. SCHWAB @ SONS CO. 


MILWAUKEE, WIS. 
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Floral City Furnaces 





Are strictly up-to-date, old 
patterns have been rele- 
gated to the scrap heap, i 
old methods discarded, 

but they are in no sense 





experiments. 


EVERY FURNACE IS TIME TRIED AND 
HAS BEEN THOROUGHLY TESTED 
in a climate where the tempera- 


ture often falls to 40° and 50° 
below zero. Write for catalogue. 


Monroe Furnace & Foundry Go., Monroe, Mich, 

















GOOD MONEY|! The Phoenix Furnace 


GOOD J OBS has kept the small householder comfortable on 34 to 5 


tons of coal. 


Is the best basis for establishing 


trade. We help get it. Ask ushow This is for 6 and 10-room 


houses. Write us for positive 
proof, and for our system of 
assisting agents. 


Canton 
Perfect Blast Heaters 





cacwn 


Mr. T. Clyne, of Utica, N. Y., 
heated 11 rooms with 4 tons of 
coal. 











Pir Mr. J. Jones, of Sauquoit, 
To) ae N. Y¥., heated his entire house 
i a . : 29x32 feet on 3 tons of coal. 


PHOENIX IRON WORKS, Utica, N.Y. 

















































One who watches carefully the pages 
of general advertising mediums is 


| Persistent struck by two things; the persistency 


with which those advertisers who are 
_ recognized as successful maintain their 
dvertising advertising’ week after week, month 
after month, and yearafter year; they 

never seem to abate their effort, a d 
apparently the volume of their business increases steadily. The other thing 
noticeable is the large number of advertisers who thrust their announcements 
above the surface for a little while and then sink into oblivion. They either 
| had not merit asa basis for their claims or they did not possess the skill to 
steer their enterprise successfully, or else they lacked the nerve to put forth 


aper effort.— Advertising Experience. 
i 
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Can you trust the Furnace you are now Selling? 






Can you guarantee the furnace you are now selling—guarantee 





that it will need no repairing for two or three years—that it 
will absolutely heat the rooms as you have planned? 






The Mueller Furnace contains known quality and efficiency 
in every detail. You can guarantee the Mue//er for durability, 
for quality of materials, for efficiency and heating PpOWer, and 
for economical fuel consumption; and in every instance, your 
guarantee will be safe and within the facts. 









Can’t say that of all furnaces—because they’re not like the 
Mueller. 





Ask for the Mueller Catalogues and Prices. 








Get our prices on Wall and Floor Registers. 


L. J. MUELLER FURNACE COMPANY 


191 REED STREET MILWAUKEE, WISCONSIN 













IS THE BEST BECAUSE 


a.—It is Seamless and cannot leak gas, smoke and dust. 

b.—It burns soft coal slack perfectly. 

c.—It requires less attention. 

d.—It will hold fire longer and keep house at even temperature. 

e.—It costs less for repairs, and will last longer. We have many which 
have been in use for ten years and have never cost anything for 
repairs. 

£.—It is easy to sell, being different from anything on the market. 


WRITE FOR CATALOGUE, 


THE STANTON HEATER COMPANY 


MARTIN’S FERRY, OHIO 


GILT EDGE 
FURNACES 


GILT EDGE in construction. 

GILT EDGE in up-to-dateness, 

GILT EDGE in durability. 

GILT EDGE in economizing fuel. 

GILT EDGE in ease of operation. 

GILT EDGE as money makers for the dealer, 











SEND FOR CATALOGUE 


R. J. SCHWAB @ SONS CO. 


- : MILWAUKEE, WIS. 
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RIGHT NOW IS THE TIME 


to place your order for 


NEW ERA RADIATORS 


The accompanying illustration shows our new Furnace Radiator, 
designed to be attached to the smoke pipe of a furnace or boiler in 


the cellar. 


It not only saves heat that goes up the chimney, but 


makes the heating apparatus throughout 20% to 259% more efficient. 
We also make Hot Air Radiators to attach to stove pipes any- 


where in the house. 


Plenty of attractive advertising matter with your name supplied, 


gratis. 


Descriptive circular and prices mailed on application. 


WILMOT CASTLE COMPANY, 77 Elm St., Rochester, N.Y. 








WARM AIR FURNACE. 


All Cast Iron. 


Moncrief Duplex Grate. 
sacwe re Surface. 
uble Fire Pot. 
Specialties | arge Grate Surface. 
She helty. Dorabiiity Economy. 
mplicity, Dura) ° 
Cleanliness in Use. 


HENRY & SCHEIBLE CO. 


Sales Agent—J. C. KIMMEL, 6-8-10 Long St. Cleveland, O. 


$314 East 15th St., Kansas City, Mo. 











The HERO Furnace 


is the best for a cold climate 


Steel domes are made to pro- 
ject from the fire—this wastes 
fuel. 

The Hero Dome is over the 
fhre—and saves fuel. 









Some furnace 
domes are cor- 
rugated on the 
outside only. 


The Hero 
Dome is alike 
both inside and 
outside, this in- 
sures strength 
and durability. 

Economy of 
i fuel depends on 
i the amount of 
7 surface expos- 
ed to and near 
the fire. 


A corrugated 
fire-pot and 
dome has 
the greatest 
surface. 


Send for 
Catalogue 






THE 
s, HERO DOME 





The Hero Dome, Interior View 


Manufactured by CHAS. SMITH COMPANY 


OMAHA STOVE REPAIR CoO., 
Western Agents Omaha! Nep, 101 LAKE STREET, CHICAGO 











The Champion Hot 
Water Combination 


Heaters : 


They Fit Any 
Furnace, 










Base section é 
when used with-2 
out ring sections. 


These Heaters are made in five sizes diam- 
eter, and from 50 to 700 square feet radiation 
capacity. 

ill heat those cold rooms or an addition to 


the building. Will increase the capacity of any 
furnace. Are cheaper than coils and will do 


more work. 
Write for new circular. Manufactured by 


FRANK D. STOLZ 


156 Webster Avenue, CHICAGO, ILL. 


AGENTS: 
00-OPERATIVE zee. + Ly N.Y. 
KELSEY HEAT Syracuse N.Y. 
KELLOGG MAQKEY- Cai ON CO, Chicago, Ti. 
KELLOGG-MACKEY-CAM:ERON CO., Minneapolis, 


Minn. 
KEITH FURNACE CO.. Des Moines, Iowa. 
STOCKHOFF SUPPLY CO., St. Louis, Mo, 
2s oan SPENCE MFG. CO., Milwaukee, Wis 
5. B. SEXTON & SONS, Baltimore, Md. 


3 














It Will 
Pay You 


to illustrate your adver- 
tisements in your local 
papers. A sheet of comic 
advertising cuts sent on 
application. 


These cuts are furnished with 
catchlines showing their appli- 
cation to the hardware, stove 
and tinners’ trades. 


ADDRESS 


DANIEL STERN 
69 Dearborn St., - CHICAGO 
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Hart & Crouse Co. 
UTICA, N. Y. 


Royal Heaters 


235 Water St., 79 Lake St., 
New York. Chicago. 





Steam, Hot Water, 
Hot Air Furnaces, 
Radiators. 



























ALONE IN ITS CLASS 
Burns Soft Coal, Slack or Lignite 


absolutely and at all times without 


Smoke, Soot or Dirt 


Will hold a fire for 24 hours gr can be run hard for. 12 
hours with one filling. The only successful 


SOFT COAL SMOKELESS 
MAGAZINE STOVE 


We guarantee our stoves to do as claimed. Secure 
the agency now and enjoy the biggest year you have ever 
had. Catalog on request. 


DIAMOND STOVE CO., - Detroit, Mich. 




















RO 


= 


RBACHER & ALLEN, Akron, 


JAHANT 


‘HOT BLAST FURNACES 


Simple, Durable, Economical. 















Adapted for all classes of buildings. 


Made with Cast and Steel Radiators. 


> . 
- A, ° — > 
_— Ask for our catalogue. — 





= — 3 


==, 


Ohio. 

















yor 
H. A.Goold, Hiawatha, Kans., writes April 3, 1904: ““You may discontinue my ad, as I have had so many answers that I 
? surprised. Your paper is well worth the subscription price, and I cannot see how any tiriner wants to get alond without it.” 
























24 THE AMERICAN ARTISAN AND HARDWARE RECORD 








THE BEST IN THE MARKET 


STYLE “c" GIVE THEM A TRIAL 


AC ME Thermometers 





MANUFACTURED 
BY THE 


Evans 


Stamping & Plating 
COMpan 


TAUNTON : : MASS. 


C. H. MATTHEWS, Detroit, Mich. 





2%-INCH DIAL (Western Agent.) 2%-INCH DIAL 




















mm. THE FURNACE 
; FOR THE DEALER 


BECAUSE shoyrit cone creamy contig, Ri 
in operation. Dust does not collect. 
BECAUSE Sven wii iee us dea 
BECAUSE riitciiave theicleatrs w show. 
BECAUSE dealers who know us never quit us. 
BECAUSE oo Fas Se Se grows with 


He: == & BECAUSE hol church, school-house or any 


Roberts Chemical Co. THE oe amg THE LENNOX FURNA CE C0. 


MIAGARA VALS, XN. Y. A Steel Furnace through and througshhe PaRWELL, OZMUN, KIRK & CO;, St. Paul, Minn. 


ap - ap ap ap 3 Write for catalogue and testimonials. Northwestern Distributers. 


Wwe manufacture only 

two products, 
“HIGH GRADE 

CAUSTIC POTASH” 


and 
CHEMICALLY 
PURE MURIATIC 
ACID. 

But our Prices are in- 

teresting. 





























All Progressive Dealers Should Have 


The Flatiron 
Warm Air Furnace 


On Their Floor. 








The most powerful Air Heater on the market. 
Large radiating surface. 

Permanent gas and smoke tight joints. 

Diving and return flue principle. 

Long smoke travel for products of combustion. 
Absolutely self cleaning. 





WRITE FOR CATALOGUE. Manufactured by 
TEE PLATING’ = doora - yy sneer. wd oe THE ] AISKI! iEN FURNACE CO. 
tendec fac ( st iron heads. T ea r tte to the 
steel radiating sheets ond mede aheslately gas and emoke tight by LOGANSPORT, INDIANA. 


our improved asbestos ffber packed joints. 














$4 Your paper is a grand success. I believe no tinner or plumber should do without 99 


L B. HOOKER, Sturgis, Mich., writes: it. [try tokeep up with the times and the only way is to find out what other 


shops are doing and the way to do that is to take THE AMERICAN ARTISAN. 
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Emperor Furnaces 


FOR WOOD. 
Simple, Safe, Durable. Economical in Fuel. 


The Best and Cheapest Line of Wood Furnaces . , 
Furnished for either Brick or Galvanized Iron Casing. 


SEND FOR CATALOGUE, 


119 shh ne KG, 


NEENAH, WIS. 

















aT ccamn nied D 1874 


The largest and most 


reliable FOUNDRY SUPPLY 


HOUSE in the world. 
THE 


§. Obermayer Co. 


Chicago, Ill. 





Cincinnati, Ohio. 





“Everything You Need 
in Your Foundry.” 


IMPORTERS AND REFINERS 


PLUMBAGO GRAPHITE 


CATALOG Sent on APPLICATION 














STOVE- ‘BOARDS 


“DAS T 
Paper Lined 


@ Embossed Boards 


Square and Oblong. 


Price-list and discount 
sent upon application. 


The W. Hl. Sweeney Mfg. Co. 


No. 66-72 Water Street, 
BROOKLYN, N. Y. 




















best feature we have noticed in furnaces for some time. 
long years to perfect this design, but we are now fixed so as to 
be able to supply you quickly with 
You will remember that Boiler Plate Furnaces are guaranteed 
not to crack. 


Double-Door 


It is a trifle the 
It took 


Have you heard about our Feed Pouch? 


‘*Double-Doors ”’ of all sizes. 


American Furnace Co. 
1911, 1913, 1915 Pine St., ST. LOUIS, MO. 
Manufacturers of ““The American Steel Furnace.” 











US INFALLIBLE 
NW artinttie 


FOR ALL KINDS OF METALS 


Best, Cheapest, Goes Farthest. Never dries 
up orshrinks. Money makers for everybody. 
Sold by the jobbing trade. Samples free by 
mail. Address 


GEO. W. HOFFMAN, Manufacturer 
295 E. WASHINGTON ST., INDIANAPOLIS, IND. 
BRANCHES 

1 Park Row, NEW YORK CITY. 

119 EK. Madison 8t., CHICAGO, IL 

603 Montgomery Ave., SAN FR ANc1seo, CAL 
Established 12 Years. 










W. B. MILES, Barrington, IIL, 


WRITES 


“Please discontinue my advertisement 
as I have secured such position as I 
want. I have received mire answers 
than I could find time and postage to 
fill. THE AMERICAN ARTISAN is 
surely a great medium between the 
employer and employee.” 













































We 
Are Not 
Philanthropists 


We don’t pretend to 
be. You would not be- 
lieve us if we did. We 
are just up-to-date busi- 
ness men, and we know 
the best way to make our 
sales grow is to make the 
business of our agents 
grow. That is the way 
we get more business from 
the agents we have, and 
get new agents in towns 
where we haven't agents 
now. That is why we go 
to the consumer and show 
him the reasons why the 
“THATCHER” furnace 
gives more heat, burns 
less coa] and leaks no gas. 
After we have convinced 
him he wants a 
“THATCHER,” our 
agent in the town gets the 
job. We never, under 
any circumstances, install 
a furnace ourselves. 


(aw, ve GC. 


240 Water St., New York City. 
Works: Newark, N. J. 








Auer Wall Register{ 


or Warm Air Grate, 
Cast or Steel 


By using the AUER REGIS- 
TER one-half the basement 
pipes can be dispensed with. 
The necessary volume of air for 
heating a room on first floor and 
a room on second floor, instead 
of being conveyed through a 10- 
inch and 8-inch basement pipe, 
is conveyed through a 12-inch 


pipe connected to a No. 11 AUER REGISTER. 
The desired volume of air is turned into first floor room and the 
capacity of wall pipe into second floor room. 
We positively guarantee this system with the AUER REGISTER. 
CUSTOMERS prefer them and will pay more for furnaces with 


the AUER REGISTER. 


Cost of installing furnaces is reduced by the saving of piping and 
labor, giving a better profit to dealers. 


Auer Register & Manufacturing Co. 
TOLEDO, OHIO 
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WARMTH 


ON THE FLOOR 


The only Floor 
Warm Register 
manufactured. 


Cc. H. FOSTER 
3403 Bell Ave., St. Louis, Mo. 


MAKER LARGEST LINE 
OF WALL REGISTERS 























Stowell Manufacturi 


and are pleasing their custo- 
mers by offering them. 


Stowell Side 
Wall Registers 


Largest Air Capacity, 
Simplest and Best 
Adjustment. 


Look for the “Hay There” sign 


at Ohio, Indiana, Michigan, 
Wisconsin, Iowa and Minne- 
sota State Fairs and examine 
our exhibit of Side Wall and 
Floor Reyisters, Barn and 
Parlor Door Hangers and 
Hay Tools. 


ng & Foundry Co. 


South Milwaukee, Wis. 
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STOVE 2 /POLISH 
IF NOT THE BEST ¢/97 YOU EVER USED 


PUT VP i~ NICKEL PLATE STOVE POLISH CO. rFRICE Ss 
S-ib. CANS MANUFACTURERS, CHICAGO rer on N 












































WE CARRY LARGE STOCKS OF 


“Tuttle & Bailey” and ‘“ Symonds” 


STOCKHOFF REGISTERS 


SUPPLY “Perfection” Double Furnace Pipe and 


(0, FVRNACE SUPPLIES 
ST, LOUIS, MO. The BEST Goods at RIGHT Prices 
Prompt Shipments. Try Us. 











We Make a Complete Line 


of Boots, Stack Heads and Fittings, 
both Double and Single, for Tuttle 
& Bailey, Ferrosteel and Hart & 
Cooley Special Side Wall Regis- 
ters, and will be glad to mail printed 
matter and quote prices thereon, as 
well as on Hard and Soft Coal 
Furnaces, Furnace Pipe, Registers, 
Nested Stove Pipe, Stove Pipe 
Elbows and Furnace Supplies. 


» Our Goods and Prices are Right. A bs 
THE EXCELSIOR STEEL FURNACE CoO., 38 W. Monroe St., Chicago 





























“REGISTERS OF QUALITY” 
THE FERROSTEEL COMPANY, 


CLEVELAND, OHIO 
Offer two lines for 1904. 


z. Thetime tried and reliable line of Ferrosteel goods 
Ly Y a q=@= noted for accurate mechanism and perfect finish, 

- 10000-0-0-0-*< 0+ [ 2. Our new Modified Steel Register combining an abso- 
lutely rigid top with an invulnerable bottom. 


_- 
——— 
—- 


Cenuine Moorish or Plain Lattice Tops furnished with 
either line. All our goods are labeled. :None others are 
genuine. Catalogues, prices.and Special Circular illus- 
trating our SIDE WALL REGISTERS on application. 





MOORISH FLOOR REGISTER. 
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UNSOLICITED 


So. English, lowa, 
May 31, 1904. 

We have the Round Oak 
Steel Range “ Chief” 

up and agoing. 

My wife thinks it the 
best baker 

she ever saw and 


that it is well named the 
* Chief.” 

Yours truly, 
J. H. Lester. 


Listen! 
You are overlooking 
something if you 
don’t get agoing 

with the “ Chief” 
early. 

Everybody likes it. 
The price is right. 
The “* Chief” is right. 
We solicit your 
inquiry. 


Estate of 


P. D. 


BECKWITH! 


Fred E. Lee, Manager 


Dowagiac 


Mich. 


Geecertecacs 


* 
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Representative of the Stove, Tin, Hardware, Heating 
and Ventilating Interests. 
PUBLISHED EVERY SATURDAY. 


Terms OF SUBSCRIPTION IN THE UNITED STATES, THEIR POSSESSIONS, AND 
Canapa, (Invariably in advance): One YEAR, PostaGe Parp, £2.00. 
In ForeiGn Countries Excerpt Canapa, OnE YEAR, PostaGe Parp, $4.00. 


Address all Letters, communications and remittances to 


DANIEL STE RN, PUBLISHER AND PROPRIETOR, 


69 DEARBORN STREET, _ CHICAGO, ILL 


Entered at the Chicago Post Office : as Second Class Matter. 
Tuts Parper 1s A MEMBER OF THE CHICAGO TRADE PRESS 
ASSOCIATION. 


CHICAGO, AU GU ST 13, 1904. 


WE ARE distinctly in favor of postal ad- 

A Delicate Vancement and so are our readers, but 

Matter. care must be taken that the shibboleth of 

postal reform is not used as a wooden 
horse which will admit rank abuses to the postoffice de- 
partment and make Uncle Sam an underpaid errand 
boy for the trade trusts. 

There is an organization styled the Postal Progress 
League, which have started a series of monthly meet- 
ings in New York to advocate “the immediate advance- 
ment of the postoffice.” Its secretary announces that 
he has received letters from many prominent business 
men approving and praising its campaign to secure 
the election of a Congress pledged to postal reform. 

Recent literature sent out by this league covers a 
variety of points in which reform is essential which 
are outlined herewith: 

There is no department of the public service to-day 
so badly in need of betterment—indeed, of thorough- 
going reform—as the postoffice. There has been no 
appreciable improvement in the Postoffice Department 
in a dozen years. In some respects, indeed, there has 
been a retrogression. Its methods are in many things 
obsolete and outwornm. The charges for most kinds 
of mail matter are too high, and yet they are not high 
enough to meet the enormous expense of maintaining 
the department—which is to-day probably the biggest 
bankrupt in the world. According to the postmaster- 
general’s report for 1903, the excess of his expendi- 
tures over his total receipts from all sources was $4,- 
560,044.73. Still more startling is his statement that 
this deficit shows an increase over that for 1902 of 
$1,622,394.92. But that is not all. Expenses of the 
Postoffice Department charged to the Treasury De- 
partment for the fiscal year ended June 30, 1903, were 
$1,439,498.87—an increase over 1902 of $385,840.08. 
Thus the grand total loss to the government caused by 
the Postoffice Department last year was $5,999,543.60, 
which was an increase of nearly two millions ($1,978,- 





AND HARDWARE RECORD 29 


244) over the loss of the preceding year. And the 
United States is the only large nation in the world 
whose postal service is conducted at a loss! 

But despite the millions that it costs, the service is 
grossly incompetent. In a city like New York many 
possible modern facilities for quicker, safer, better de- 
livery are not availed of. Deliveries are slow. Con- 
gestion is frequent. Losses of letters or valuable pack- 
ages are of daily occurrence. Quarters are for the 
most part too small and cramped. The department 
goes lumbering along like its heavy, old-fashioned wag- 
ous drawn by poor, emaciated, old nags that look about 
ready for the “bone-yard.” One can oftentimes send 
a letter to Philadelphia more quickly than from The 
Bronx to Wall street. And this is the department at 
its best. In the country at large there are said to be 
no less than 75,000 towns and villages without any 
postal service at all! 

The advocates of postal advancement urge that the 
cost of the foreign-mail service should be reduced. 
Former Postmaster-General Thomas L. James pointed 
out in 1885 that a daily mail service was needed be- 
tween London and New York and that the rate of 
ocean postage should be two cents a letter. If that was 
needed nineteen years ago, they say, it is more urgently 
demanded now. Then, these men say, when these 
paramount reforms have been secured let us have cheap- 
er internal letter postage—the reduction of first-class 
matter to one cent an ounce. 

We agree heartily with these points. 

(1) Why should the United States be the only 
large nation whose postal service is conducted at a loss 
owing mainly to gross abuse of second class privileges 
by “serial” booklets ? 

(2) Why should not wagons, horses and all other 
postal equipment be of the highest grade? 

(3) Why should 75,000 towns be without ‘postal 
service ? 

(4) Why should not a daily mail service be inaugu- 
rated between New York and London? 

(5) Why should not the rate of ocean postage be 
two cents? 

(6) Why not reduce rates on first class matter to 
one cent? 

This is a program that should meet the hearty ap- 
proval of all business men, but at the same time we 
must caution the hardware world against aiding these 
excellent reforms. 

Our reason is a fear, perhaps an unreasoning one, of 
a disguised enemy. 

James L. Cowles, the secretary of the Postal Prog- 
ress League, is the gentleman who very nearly per- 
suaded the American Hardware Manufacturers’ Asso- 
ciation to indorse the Parcels Post. If Messrs. Bo- 
gardus and Corey had not taken the bull by the horns 
and taken a long trip to Atlantic City to checkmate 
him his design would have gone through, and the hard- 
ware trade would have been hoist by its own petard 
as far as opposition to this measure went, owing to 
Cowles’ clever machinations. 

Reread this article outlining the reforms now pro- 
posed and you catch no whisper of parcels post. 

But what guarantee has the man who subscribes 
monev or lends the weight of his influence to this or- 
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ganization that the same will not be used in fostering 
this postal abuse? 

It’s all very well to go down in your jeans in favor of 
one cent first class postage but if you turn the money 
over to Cowles and he puts it into parcels post “re- 
form” are you not retarding rather than aiding real 
postal reform? 

Let us all fight for true postal reform, but first let us 
assure ourselves of the character of the men who are 
waving the banner of postal progress. 








More than one state has reciprocal de- 


A National 

Reciprocal murrage laws which help shipper and 

Demurrage carrier alike, but the demand is growing 
Law. among shippers everywhere for a na- 


tional law on this matter. 

That the railroads will fight such a bill bitterly is cer- 
tain, so it behooves shippers to be up and doing if they 
would accomplish anything. 

The railroads declare that the only object of car 
service associations is to expedite the business both of 
the carriers and the shippers. They say they would 
much prefer to have the use of the cars rather than 
the few dollars they collect for detention exceeding 
forty-eight hours. As a matter of fact, however, ac- 
cording to complaints heard on all sides, the charging 
of demurrage does not seem to expedite the business of 
the railroads, while, if they were penalized for delay 
in delivery, it would unquestionably tend to improve 
their service. It is manifestly unjust that the railroads 
should allow to the shipper only two “‘free’’ days to load 
a car, charging demurrage for every day consumed in 
loading after the forty-eight hours have expired, and 
then perhaps consume a week’s time in moving the 
100 miles, without penalty. 


same Car, Sav, 


[In this, as in the case of other traffic abuses, the 
shipper asks only equitable treatment. If he is un- 
reasonably slow in loading or unloading, or, as the 


railroads complain, uses their property for a storage 
house, he should pay for that use; if, on the other 
hand, a railroad delays shipments unreasonably, prob- 
ably causing a large money loss to the shipper, it cer- 
tainly should be made to reimburse the shipper in 
part, at least. This is simple justice. 

One thing is certain: The railroads will never penal- 
ize themselves for delays in delivery, and the only way 
to obtain this greatly needed relief is to make un- 
reasonable delays in transportation illegal. 

An Arkansas business man, in a recent letter to 
Freight, makes a telling plea for a national demurrage 
law and shows its commercial necessity by the follow- 
ing argument: 

“A few weeks ago we loaded a boiler after waiting ten 
days for a car—hunted all over the yards and found one, an 
Iron Mountain car, and it was over fifteen days going to 
Russell, a distance of sixty-two miles on the main line. It 
was immediately unloaded and loaded with another boiler, 
and was over fifteen days coming back. The total freight 
mounted to $38; distance traveled, 124 miles: time, thirty 
days; profit, well, no one but a railroad man can figure out. 
\nother: On the 26th of February a car was loaded for us 
ind bill of lading signed at De Kalb, IIL, via C. & A. & Iron 
Mountain road this writing (July 6) it had not made 
its appearance, although vesterday we were notified that it 
was in Argenta and would be set across ‘right away.’ Every- 
thing is to be done either ‘right away’ or ‘to-night,’ and this 
Chis car has been out twenty-six 


up te 


Is repeated day after day 
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days and is still out. To show what normal time is, will state 
that fifteen days later—i. e., on the 12th inst.—another car 
was loaded at the same place and came over the Monon and 
L. & N. and reached here on the 20th—eight days against the 
other twenty-six days, and perhaps more. 

“But one man will say, ‘Why don’t you sue for damages?’ 
The trouble is, how are we going to make out actual dam- 
ages? We may know and do know that we have lost largely 
in profits by not having the goods to sell, but how can we 
prove it? It is impracticable. Some other means must be 
tried to bring the road officials to their senses. The only cne 
I can think of is to empower—by act of Congress—the Inter- 
state Commerce Commission to adjust the matter of ‘time de- 
livery at what might be called reasonable time, all things 
considered and the matter of damages; or what the railroad 
officials would call ‘demurrage,’ beyond that time. 

“Tf a railroad has a right to charge for a car kept a day 
over time and that time fixed arbitrarily by themselves, why 
has not the shipper the same right to charge for the delay of 
his goods bcyond a reasonable time? If the railroads have 
a right to keep my goods one day over time, they have a right 
to keep them indefinitely or not deliver them at all. In that 
case I can file a claim for them. I may get pay for them 
some day, the actual cost of the goods, if I live long enough; 
but under no circumstances can I recover a cent of profit on 
what I could have made, nor a cent for all my trouble, nor a 
cent of interest on the outlay. Nothing of the kind. 

“The roads make their own rules—their own laws—and 
shippers must submit. First, in case of loss or damage, one 
must surrender all the papers into their hands—they alone 
are to be the custodians of every scrap of evidence of one’s 
then the papers will start on their rounds from one offi- 
the roll gets so 


loss ; 
cial to the other, each adding a sheet until 
big that it cannot be handled, when some one will say to 
some one else, ‘Pay this,’ or ‘Decline this,’ and that is the end 
of it. 

“It is my intention to bring this matter before our next 
legislature and try to have our state commission given au- 
thority to regulate the matter within limits of the state. If 
such a law were in force, those poor fellows from Mont- 
gomery county would be reimbursed for their outlay, at least, 
caused by the negligence of the railroad. I would like very 
much to have you ascertain the facts and if satisfied that I 
have stated them correctly (in the cases of our firm, we have 
the papers to prove them), would like you to introduce a bill 
in Congress to cover the cases. 

“If the matter has not been agitated I attribute 
policy. No one wants to antagonize a railroad. It is 
of their power that deters the people, but engage merchants 
in conversation and they will talk freely.” 


it to 
lear 
and shipper 


Gmweon NOEL, a Bliss, Mich., hardware 
Priority in the dealer, calls our attention to a subject 
Payment of . ; , nee ae 
Debts. which the entire mercantile world is 
interested, viz: the enactment of a law 
insisting on priority in the payment of debts. He 
points out that there are many occasions for a man 
to have to change his place of trading, but if it is 
known to him and to the new source of supply that 
the first debt contracted has to be paid first it will pre- 
vent much dishonesty and fraud. 

The “tong time and easy payment” agents that scour 
the country with their exorbitantly high priced wares 
interfere much with all local trade, and cause much 
disappointment to both the local dealer and his custo- 
mer who has honest intentions. All tradesmen who 
extend credit should stand on the same footing and 
the laws of the land should not give any one any spe- 
cial protection over another. 

He gives his experience along this line as follows: 

I have trusted poor people, among whom are day labor- 
ers, just as liberally and indiscriminately as I have or would 
What is the result? I have on my books of ac- 


the rich 
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counts values aggregating five or more times what I have in 
my stock of goods. Here comes the pinch. Some of these 
same poor men owe me for goods bought over three years 
ago, and are not making any perceptible attempt to pay me. 
They have bought of two large lumber companies for which 
several of them have worked, and paid many times over for 
the same goods they owe me for. They have bought land on 
contract—here might come in your single tax—of the same 
companies and paid more or less on the contracts. I claim 
that these companies are using my money to do business 
with; money that should have been paid to me, if we had a 
just system of business—without my consent, and for which I 
receive no returns. And these same poor laborers, some of 
whom are no poorer, in reality, than I am, are the instru- 
ments that enable these firms to thus use my money. And at 
the same time these poor laborers hate monopoly and what 
they term oppression, and yet yield their potent forces to 
foster this same monopoly. And more deponent saith not, at 
present at least. 

There is certainly food for reflection in this dealer’s 
complaint. Credits are granted on a customer’s hon- 
esty and presumptive earning capacity and while a man 
owing hardware and other bills commits a moral lesion 
in giving seductive time payment book 
agents, and others. Still human nature is weak and 
the dealer in case he goes to law over the matter 


should have the first call. 


ear to 





RANDOM SKETCHES 





BY SIDNEY ARNOLD. 

“How do I persuade dealers to handle the Ki-Yi 
steel range,” said a. veteran steel range salesman. “In 
the first place I size up the man and under no circum- 
stances do I antagonize him by using too strong ar- 
guments with him. Agree with him on every point 
you possibly can—show him the Ki-Yi stands alone in 
a distinct class by itself. There is always a demand 
for a good article at a popular price and the demand 
is already created to a certain extent. It is human 
nature to look for the best thing that can be had at a 
reasonable price. Ask him if when he goes to buy any 
wearing apparel he does not look for the best thing 
to be had for the money he is going to invest, be it for 
clothes, shoes, etc., and want the best to be had at a 
reasonable figure. 

“The very fact of his not having Ki-Yis in stock is 
another reason why there is not a demand on him for 
it. He has not got it and, of course, can not display 
it; whereas, if he had it on his shelf, his 
trade would see it there and inquire about it and when 
they found out what it was, they would naturally be- 
come interested. 

“I believe it depends a good deal on the dealer the 
class of trade he reaches and the grade of goods han- 
dled as to how would be the best way to argue the ad- 
vantage of handling Ki-Yi steel ranges. In cases where 
a logical, sensible argument will suffice—which can 
only be judged by coming in contact with the dealer— 
what else can we do than to argue the merits of our 
goods and the advantage of, if not being the first, to 
not be the last in offering customers a superior article 
at a reasonable price? 

“T meet dealers of this kind quite frequently who are 
fully determined not to handle our goods, but by per- 
sistent calling, expiaining the merits of the goods, etc., 
I generally manage to secure an order in the course of 
time. 


I am selling our goods in a territory where the de- 
mand is in its favor by a large majority. Still I fre- 
quently find dealers who are stubborn and put just the 
same obstacle in anyway. Good nature, jollying, fre- 
quent calling and an argument of quality and prestige, 
and, when opportune, a little sarcasm on the subject 
of get-rich-quick goods, have been the only tools with 
which I could handle this class of man. When a man 
is having success pushing get-rich-quick goods, he is 
pretty hard to handle, but Bob Burdette says, “The 
April sun will smile away the mountain drift of snow 
and the granite rock will shiver at the ten thousandth 
blow’’—perhaps. If I had a cock sure formula on the 
subject I would not give it away, but, unfortunately, 
I have not.” 

2 ¢@ 

Ropert C. JAMES, a representative of the Sheffield 
Cutlery Company (Limited), of Sheffield, England, 
has been making a six weeks’ business tour of this 
country. In the course of a recent conversation he told 
the following story of a Youngstown, O., temperance 
meeting : 

“T dropped in at the meeting,” said Mr. James, “just 
to see what it was like. It was being addressed by one 
of the local temperance reformers. All went well for 
a while until one man in the audience sitting a few 
seats from me, and a good bit under the influence of 
liquor, began to interrupt the meeting by irrelevant re- 
marks. He kept it up for some time. Finally the 
speaker could stand it no longer, and pointing a finger 
at the man exclaimed in a serious tone, ‘My friend, you 
ought to be ashamed to come here in such a condition. 
Does it ever trouble your conscience what you will do 
when you come to the end of your tether and find your 
honor, home, and all the blessings that make life worth 
while lost—irretrievably lost ?’ 

“Lost? replied the man, who seemed to be just 
dimly conscious that a question had been put to him. 
‘Lost, did you shay? Gosh, then I’d advertise, sure.’ ” 

~ * x 

F. D. MiTcHELL, secretary-treasurer of the Ameri- 
can Hardware Manufacturers’ Association, has active- 
ly taken up the vexatious problem of express com- 
panies collecting at both ends, particularly in the 
matter of catalogues, souvenirs and other trade pres- 
ents and matter sent outside the regular channels of 
filled orders. He advises me in a recent favor that a 
leading manufacturer among those with whom he took 
the matter up, offers a solution to this vexed prob- 
lem at once, simple and apparently completely effective, 
as follows: 

“Get a rubber stamp ‘Express Prepaid’ and stamp 
it through the address on the package. The recipient 
always glances at the address although he may not 
note the express company’s hieroglyphics or the send- 
er’s ‘sticker.’ ”’ 

_— 

From the Carthage, Mo., Press of Aug. 8 I learn 
that “Mr. Burk, the socialist spell-binder, held a com- 
pany of men in front of Weeks’ hardware store, Satur- 
day evening, for a couple of hours, expounding in 
glowing terms the principles of socialism, claiming 
that the things which he held for was the panacea for 


the ills of life.”’ 
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ganization that the same will not be used in fostering 
this postal abuse? 

It’s all very well to go down in your jeans in favor of 
one cent first class postage but if you turn the money 
over to Cowles and he puts it into parcels post “‘re- 
form” are you not retarding rather than aiding real 
postal reform? 

Let us all fight for true postal reform, but first let us 
assure ourselves of the character of the men who are 


waving the banner of postal progress. 








A National More than one state has reciprocal de- 

Reciprocal murrage laws which help shipper and 

Demurrage carrier alike, but the demand is growing 

Law. among shippers everywhere for a na- 
tional law on this matter. 

That the railroads will fight such a bill bitterly is cer- 
tain, so it behooves shippers to be up and doing if they 
would accomplish anything. 

The railroads declare that the only object of car 
service associations is to expedite the business both of 
the carriers and the shippers. They say they would 
much prefer to have the use of the cars rather than 
the few dollars they collect for detention exceeding 
forty-eight hours. As a matter of fact, however, ac- 
cording to complaints heard on all sides, the charging 
of demurrage does not seem to expedite the business of 
the railroads, while, if they were penalized for delay 
in delivery, it would unquestionably tend to improve 
their service. It is manifestly unjust that the railroads 
should allow to the shipper only two “free” days to load 
a car, charging demurrage for every day consumed in 
loading after the forty-eight hours have expired, and 
then perhaps consume a week’s time in moving the 
same car, say, 100 miles, without penalty. 

In this, as in the case of other traffic abuses, the 
shipper asks only equitable treatment. If he is un- 
reasonably slow in loading or unloading, or, as the 
railroads complain, uses their property for a storage 
house, he should pay for that use; if, on the other 
hand, a railroad delays shipments unreasonably, prob- 
ably causing a large money loss to the shipper, it cer- 
tainly should be made to reimburse the shipper in 
part, at least. This is simple justice. 

One thing is certain: The railroads will never penal- 
ize themselves for delays in delivery, and the only way 
to obtain this greatly needed relief is to make un- 
reasonable delays in transportation illegal. 

An Arkansas business man, in a recent letter to 
Freight, makes a telling plea for a national demurrage 
law and shows its commercial necessity by the follow- 
ing argument: 

“A few weeks ago we loaded a boiler after waiting ten 
days for a car—hunted all over the yards and found one, an 
Iron Mountain car, and it was over fifteen days going to 
Russell, a distance of sixty-two miles on the main line. It 
was immediately unloaded and loaded with another boiler, 
and was over fifteen days coming back. The total freight 
amounted to $38; distance traveled, 124 miles; time, thirty 
days; profit, well, no one but a railroad man can figure out. 
\nother: On the 26th of February a car was loaded for us 
ind bill of lading signed at De Kalb, IIl., via C. & A. & Iron 
Mountain road—up to this writing (July 6) it had not made 
its appearance, although yesterday we were notified that it 
was in Argenta and would be set across ‘right away.’ Every- 
thing is to be done either ‘right away’ or ‘to-night,’ and this 
is repeated day after day. This car has been out twenty-six 
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days and is still out. To show what normal time is, will state 
that fifteen days later—i. e., on the 12th inst.—another car 
was loaded at the same place and came over the Monon and 
L. & N. and reached here on the 20th—eight days against the 
other twenty-six days, and perhaps more. 

“But one man will say, ‘Why don’t you sue for damages?’ 
The trouble is, how are we going to make out actual dam- 
ages? We may know and do know that we have lost largely 
in profits by not having the goods to sell, but how can we 
prove it? It is impracticable. Some other means must be 
tried to bring the road officials to their senses. The only cne 
I can think of is to empower—by act of Congress—the Inter- 
state Commerce Commission to adjust the matter of ‘time de- 
livery at what might be called reasonable time, all things 
considered and the matter of damages; or what the railroad 
officials would call ‘demurrage,’ beyond that time. 

“Tf a railroad has a right to charge for a car kept a day 
over time and that time fixed arbitrarily by themselves, why 
has not the shipper the same right to charge for the delay of 
his goods bcyond a reasonable time? If the railroads have 
a right to keep my goods one day over time, they have a right 
to keep them indefinitely or not deliver them at all. In that 
case I can file a claim for them. I may get pay for them 
some day, the actual cost of the goods, if I live long enough; 
but under no circumstances can I recover a cent of profit on 
what I could have made, nor a cent for all my trouble, nor a 
cent of interest on the outlay. Nothing of the kind. 

“The roads make their own rules—their own laws—and 
shippers must submit. First, in case of loss or damage, one 
must surrender all the papers into their hands—they alone 
are to be the custodians of every scrap of evidence of one’s 
loss; then the papers will start on their rounds from one off- 
cial to the other, each adding a sheet until the roll gets so 
big that it cannot be handled, when some one will say to 
some one else, ‘Pay this,’ or ‘Decline this,’ and that is the end 
of it. 

“It is my intention to bring this matter before our next 
legislature and try to have our state commission given au- 
thority to regulate the matter within limits of the state. If 
such a law were in force, those poor fellows from Mont- 
gomery county would be reimbursed for their outlay, at least, 
caused by the negligence of the railroad. I would like very 
much to have you ascertain the facts and if satisfied that I 
have stated them correctly (in the cases of our firm, we have 
the papers to prove them), would like you to introduce a bill 
in Congress to cover the cases. 

“If the matter has not been agitated I attribute it to 
policy. No one wants to antagonize a railroad. It is fear 
of their power that deters the people, but engage merchants 
and shippers in conversation and they will talk freely.” 


GIDEON NOEL, a Bliss, Mich., hardware 
Priority in the Gealer, calls our attention to a subject 
— of in which the entire mercantile world is 

interested, viz: the enactment of a law 
insisting on priority in the payment of debts. He 
points out that there are many occasions for a man 
to have to change his place of trading, but if it is 
known to him and to the new source of supply that 
the first debt contracted has to be paid first it will pre- 
vent much dishonesty and fraud. 

The “long time and easy payment” agents that scour 
the country with their exorbitantly high priced wares 
interfere much with all local trade, and cause much 
disappointment to both the local dealer and his custo- 
mer who has honest intentions. All tradesmen who 
extend credit should stand on the same footing and 
the laws of the land should not give any one any spe- 
cial protection over another. 

He gives his experience along this line as follows: 

I have trusted poor people, among whom are day labor- 
ers, just as liberally and indiscriminately as I have or would 
the rich. What is the result? I have on my books of ac- 
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counts values aggregating five or more times what I have in 
my stock of goods. Here comes the pinch. Some of these 
same poor men owe me for goods bought over three years 
ago, and are not making any perceptible attempt to pay me. 
They have bought of two large lumber companies for which 
several of them have worked, and paid many times over for 
the same goods they owe me for. They have bought land on 
contract—here might come in your single tax—of the same 
companies and paid more or less on the contracts. I claim 
that these companies are using my money to do business 
with; money that should have been paid to me, if we had a 
just system of business—without my consent, and for which I 
receive no returns. And these same poor laborers, some of 
whom are no poorer, in reality, than I am, are the instru- 
ments that enable these firms to thus use my money. And at 
the same time these poor laborers hate monopoly and what 
they term oppression, and yet yield their potent forces to 
foster this same monopoly. And more deponent saith not, at 
present at least. 

There is certainly food for reflection in this dealer’s 
complaint. Credits are granted on a customer’s hon- 
esty and presumptive earning capacity and while a man 
owing hardware and other bills commits a moral lesion 
in giving ear to seductive time payment book 
agents, and others. Still human nature is weak and 
the dealer in case he goes to law over the matter 


should have the first call. 





RANDOM SKETCHES 





BY SIDNEY ARNOLD. 

“How do I persuade dealers to handle the Ki-Yi 
steel range,” said a.veteran steel range salesman. “In 
the first place I size up the man and under no circum- 
stances do I antagonize him by using too strong ar- 
guments with him. Agree with him on every point 
you possibly can—show him the Ki-Yi stands alone in 
a distinct class by itself. There is always a demand 
for a good article at a popular price and the demand 
is already created to a certain extent. It is human 
nature to look for the best thing that can be had at a 
reasonable price. Ask him if when he goes to buy any 
wearing apparel he does not look for the best thing 
to be had for the money he is going to invest, be it for 
clothes, shoes, etc., and want the best to be had at a 
reasonable figure. 

“The very fact of his not having Ki-Yis in stock is 
another reason why there is not a demand on him for 
it. He has not got it and, of course, can not display 
it; whereas, if he had it on his shelf, his 
trade would see it there and inquire about it and when 
they found out what it was, they would naturally be- 
come interested. 

“I believe it depends a good deal on the dealer the 
class of trade he reaches and the grade of goods han- 
dled as to how would be the best way to argue the ad- 
vantage of handling Ki-Yi steel ranges. In cases where 
a logical, sensible argument will suffice—which can 
only be judged by coming in contact with the dealer— 
what else can we do than to argue the merits of our 
goods and the advantage of, if not being the first, to 
not be the last in offering customers a superior article 
at a reasonable price? 

“T meet dealers of this kind quite frequently who are 
fully determined not to handle our goods, but by per- 
sistent calling, expiaining the merits of the goods, etc., 
I generally manage to secure an order in the course of 
time. 


I am selling our goods in a territory where the de- 
mand is in its favor by a large majority. Still I fre- 
quently find dealers who are stubborn and put just the 
same obstacle in anyway. Good nature, jollying, fre- 
quent calling and an argument of quality and prestige, 
and, when opportune, a little sarcasm on the subject 
of get-rich-quick goods, have been the only tools with 
which I could handle this class of man. When a man 
is having success pushing get-rich-quick goods, he is 
pretty hard to handle, but Bob Burdette says, “The 
April sun will smile away the mountain drift of snow 
and the granite rock will shiver at the ten thousandth 
blow’’—perhaps. If I had a cock sure formula on the 
subject I would not give it away, but, unfortunately, 
I have not.” 

x* * * 

Rospert C. JAMES, a representative of the Sheffield 
Cutlery Company (Limited), of Sheffield, England, 
has been making a six weeks’ business tour of this 
country. In the course of a recent conversation he told 
the following story of a Youngstown, O., temperance 
meeting : 

“TI dropped in at the meeting,” said Mr. James, “just 
to see what it was like. It was being addressed by one 
of the local temperance reformers. All went well for 
a while until one man in the audience sitting a few 
seats from me, and a good bit under the influence of 
liquor, began to interrupt the meeting by irrelevant re- 
marks. He kept it up for some time. Finally the 
speaker could stand it no longer, and pointing a finger 
at the man exclaimed in a serious tone, ‘My friend, you 
ought to be ashamed to come here in such a condition. 
Does it ever trouble your conscience what you will do 
when you come to the end of your tether and find your 
honor, home, and all the blessings that make life worth 
while lost—irretrievably lost ?” 

“Lost? replied the man, who seemed to be just 
dimly conscious that a question had been put to him. 
‘Lost, did you shay? Gosh, then I’d advertise, sure.’ ” 

x * x 

F. D. MircHELL, secretary-treasurer of the Ameri- 
can Hardware Manufacturers’ Association, has active- 
ly taken up the vexatious problem of express com- 
panies collecting at both ends, particularly in the 
matter of catalogues, souvenirs and other trade pres- 
ents and matter sent outside the regular channels of 
filled orders. He advises me in a recent favor that a 
leading manufacturer among those with whom he took 
the matter up, offers a solution to this vexed prob- 
lem at once, simple and apparently completely effective, 
as follows: 

“Get a rubber stamp ‘Express Prepaid’ and stamp 
it through the address on the package. The recipient 
always glances at the address although he may not 
note the express company’s hieroglyphics or the send- 
er’s ‘sticker.’”’ 

-_ 

From the Carthage, Mo., Press of Aug. 8 I learn 
that “Mr. Burk, the socialist spell-binder, held a com- 
pany of men in front of Weeks’ hardware store, Satur- 
day evening, for a couple of hours, expounding in 
glowing terms the principles of socialism, claiming 
that the things which he held for was the panacea for 
the ills of life.” 
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News Siftings 


The stove factory located at Dailas City, Ill., was 
struck by lightning on August 2d last. 








J. D. Maguire, M. Stiefel and Benj. Stern are the 
incorporators of the American Stretched Metal Co., 
New York, capitalized at $10,000. 

H. H. Witherspoon, James M. Charles and F. Mul- 
lady are the incorporators of the Peat Coal Co., New 
Rochelle, N. Y., capitalized at $100,000. 

\. E. Gilberg, C. E. Fish and G. B. Lester are the 
incorporators of the A. J. Fish Rotary Oven Co., Chi- 
cago, capitalized at $10,000, for manufacturing bake 
ovens. . 

Nashville, Tenn., claims to manufacture 96,000 
stoves yearly, and form the belief that it is the fourth 
largest stove manufacturing center in the world. Per- 
haps it is so. 

Wm. Brownback, formerly manager of the Phila- 
delphia office of the Kellogg-Richmond Co., has been 
appointed manager of the Philadelphia office of the 
Prizer-Painter Stove & Heater Co., Reading, Pa. 

The Blacklock Foundry, South Pittsburg, Tenn., 
send us an enameled calendar blotter for the month of 
August, which calls attention to the fact that they man- 
ufacture grates, sad irons, sinks, country and stove hol- 
low-ware, sugar kettles and cast iron shoe lasts and 
stands. 

The Pittsburgh Stove & Range Co., Pittsburgh, Pa., 
have a very attractive stove in their Tremont Maga- 
zine for soft coal, a successful soft coal self-feeder 
which has been nine years on the market. This is 
made with steel or cast bodies, single or double 
heaters. 

The Home Pride Range Co., Marion, Ind., are meet- 
ing with a large sale of their Greater Home Pride steel 
range. This comes blue and black enameled, right and 
left hand flush reservoir. The Home Pride angular 
oven is 15% inches in height. 

The Star Shovel & Range Co., Vincennes, Ind., are 
reported to be meeting with a most gratifying success 
in the introduction of their new steel range—the Do- 
mestic Star. While they were somewhat late in get- 
ting their men in the field, owing to their new plant 
having been just completed, they are receiving orders 
from dealers who had already bought, presumably to 
cover their year’s supply, in order to get the agency 
for this range for their town. 


The Globe Machine & Stamping Co., 970-972 Ham- 
ilton street, Cleveland, O., are now filling orders in the 
following lines promptly and at low prices: Auto- 
mobile parts and fittings, steering wheels, tilting device 
for same, circulating pumps, oil guns, brake bands, 
mufflers, lamp brackets, automatic multiple lubricators, 
brake levers and quadrants, pressed steel ball races, 
sheet metal stamping, blanking and forming dies, drop 
forging dies, all kinds of special work, special ma- 
chinery, etc., gasoline engines and auto running gears. 

The Estate of P. D. Beckwith, Dowagiac, Mich., are 
sending out a clever little circular advising the trade 
to keep their eye on the Round Oak Chief steel range. 


James Cross, a Wadesville, Ind., stove dealer, states 
that the Chief is certainly the finest range on the mar- 
ket to-day beyond any successful contradiction. This 
range is a quick working range, is richly ornamented, 
is well made and fitted and the price is right. De- 
scriptive matter will be sent the trade by this firm on 
application. When writing for same, kindly add, “Saw 
it in THE AMERICAN ARTISAN.” 

The Pennsylvania Stove Co., Ellwood City, Pa., 
send us a supplement to their 1903 catalogue showing 
additions to their line of De Haven stoves and ranges. 
These include the Julia De Haven cast iron range for 
hard or soft coal or wood; Alice De Haven cast iron 
range for hard or soft coal or wood; the De Haven 
cook for coal or wood; the De Haven gas range, steel 
body full asbestos lined; the De Haven hot blast for 
hard or soft coal or coke; the De Haven Oak made of 
polished steel body with nickel canopy, top ring, swing 
top, urn and screw draft; De Haven round caboose 
stove and De Haven square caboose stove. © 

C. H. Achelpohl, Peter Miller, H. P. Behrensmeyer, 
Fred Wheatcroft, William Mills, Frank Penick and 
Edward Lahan are the incorporators of the Lahan 
Stove & Mfg. Co., Quincy, IIl., capitalized at $25,000. 
This company will make a base burning stove adapted 
for using hard or soft coal and coke. They have 
leased a building in that city on Payson avenue, be- 
tween Third and Fourth streets and will erect an ad- 
dition 60x60 feet in size, to be used as a molding 
room. C. H. Achelpohl has been elected president of 
the concern, Peter Miller vice-president, H. P. Beh- 
rensmeyer secretary and Fred Wheatcroft treasurer. 

The S. Obermayer Co., Cincinnati, Chicago and 
Pittsburgh, send us the August number of the Ober- 
mayer Bulletin. In writing about the Obermayer 
representatives at the recent Indianapolis convention 
of the American Foundrymen’s Association, E. D. 
Frohman states that this firm were represented by 
Mr. and Mrs. Adams, Mr. Fitzpatrick, Sam Johnston, 
Mr. Brunner and himself, and that it is his candid 
belief that they made the best show numer- 
ically, physically, financially, socially and _ entef- 
tainingly. While this is an _ interesting issue, 
we feel justified in saying that it will be totally 
eclipsed by the next issue of the bulletin as that able 
litterateur, Justus Thoener, will write a one-page article 
under the caption of “The Ladies at Conventions ; The 
Benefit, Luster and Edifying Influence Their Pres- 
ence Infuses Upon Both Old and Young.” 

Articles in this little bulletin treat of such subjects 
as “How Increased Tonnage of Engines Decreases 
Freight Rates” ; “The Contrast Between American and 
European Train Service” ; “The Facts of Organization 
and System in Manufacture” ; ‘“Labor-Saving Sugges- 
tions for the Foundry,” and “Iron and Coke Trade 
Report.” All foundrymen should send for a copy. 
When writing for same, kindly add, “Saw it in THE 
AMERICAN ARTISAN.” 

The Foster Stove Co., Ironton, O., have a very at- 
tractive medium-priced heating stove in Foster’s retort 
hot blast. It has two magazines, one inside the other, 
and both suspended inside the drum from top of stove 
to well down the fire chamber. These magazines are 
three inches in diameter larger at the bottom than at 
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the top. The inside magazine contains the fuel and 
holds enough to keep an ordinary fire from eighteen 
to twenty-four hours. The fuel is put in through the 
top of stove, and the magazine can be completely filled 
without, in the least, interfering with the fire. This 
magazine is slotted from near the bottom to the top, 
and all the gases that are generated pass out through 
these slots into the next, or draft magazine, which is 
not slotted but entirely surrounds the fuel magazine, 
leaving an open space of one inch all around for the 
free passage of the draft. The draft is admitted at 
the top of this second draft magazine through a circle 
of holes reaching entirely around the inside or fuel 
magazine. It then passes straight down inside the 
draft magazine, taking with it all the gases that have 
been generated in the fuel magazine and passed out 
through the slots into the draft magazine, and dis- 
charging them directly into the hot coals in the fire 
chamber, thus burning every particle without making 
any black smoke, it is claimed. The draft is controlled 
by a slide which opens or closes partially or entirely the 
holes where it is admitted. In outside appearance this 
stove is similar to “Oak” stoves, having nickeled ring, 
foot rails, name plate and a handsome urn. It is also 
fitted with a large ash pan, thus insuring cleanliness. 
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STERLING STOVES AND RANGES. 


—_—_ 


Che Sill Stove Works, Rochester, N. Y., send us 
their supplemental catalogue No. K 1 devoted to the 
Sterling stoves and ranges. Some of the Sterling 
specialties shown in the K Sterling range are the trans- 
parent double oven door, lifting hearth, Sterling flue 
system and Sterling draw out grate, lift broiler and 
feed top plate; removable nickel bands on pipe shelf- 
range top, end shelf, edge of hearth and under hearth, 
superior air circulation in oven, four water fronts and 
high closet with pivotal drop door. Other features 
are the self-locking cut center, oval fire box with 
double strength linings, commodious ash pan of gal- 
vanized iron, perfectly square oven, triple oven top, 
cemented main bottom plate for protection against 
drafts, commodious top, pipe collar at rear of pipe 
shelf, safety plunge direct draft damper, which can be 
removed without removing bolt, sectional ring cover, 
enameled iron or copper reservoir, and quick change 
from coal to wood fire box. 

The Sterling All Fuel base burner for burning all 
kinds of fuel with secondary combustion of gases and 
smoke, embraces several radical departures in stove 
construction. In the first place, the up flue is brought 
inside the combustion chamber before its connection 
with the chimney pipe. By the natural rising of the 
heated air inside the flue, this results in creating a suc- 
tion through the entire flue system. Thus the prod- 
ucts of combustion instead of being forced through 
the fiues are literally sucked around by the induced 
draft. The stove is richly trimmed with nickel, has a 
reflecting surface above the large mica illumination 
section and is decorated in the modern panel style of 
ornamental casting. 

One of these catalogues will be sent to the trade on 
application. When writing for same, kindly add, 
“Saw it in THE AMERICAN ARTISAN.” 
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EVERLASTING FIRE POT. 





The accompanying cut shows the Everlasting fire 
pot used exclusively in Moore’s airtight heater man- 
ww ufactured by the Jo- 

: liet Stove Works, Jo- 
liet, Ill. The material 
is a high carbon cast- 
ing especially selected 
for great heat-resist- 
ing power. The side 
5a, ‘ We bi walls of the firepot 
& a — consist of a series of 
‘ —_ os vertical flues or cham- 

bers leading from the 
ash pit to the top of 
Everlasting Fire Pot. the fire, each flue 





opening into the firepot along its entire length by a ver- 
tical slot or passage way. This construction prevents 
cracking by allowing the free expansion and contrac- 
tion of the pot, it is stated, and at the same time pro- 
vides ready access of the draft to the upper part of 
the coal and produces perfect combustion of the gases 
which otherwise would be lost. 


——— oo a 


THE WALKING DELEGATE. 


John J. Whirl of the Ideal Mfg. Co., 570 Franklin 
street, Detroit, who is well known to the western hard- 
ware trade, is secretary of the Employers’ Association 
of Detroit, and is the author of the following interest- 
ing article in Vol. 1, No. 1, of the Detroit Industrial 
Review : 

“So much is, from time to time, written and said about 
the walking delegate and his methods of transacting the busi- 
ness of his union, and so much evil is charged to his account, 
that a few suggestions from one who has had to deal with 
him may not be out of place in this journal. 

“The walking delegate is the ‘business agent’ of his union 
and very often he is the very worst ‘business’ with which 
his union has to contend, and the public has seen so many 
instances of aggressive graft on the part of walking delegates 
that many people have come to associate the term with selfish 
aggressiveness and desire for strife. This is not, however, 
the real light in which he should be viewed. The walking 
delegate, like every other class of people, is of various assort- 
ments, sizes and shapes. Some walking delegates are good, 
some bad, and some indifferent. 

“There should, however, be tolerated in the unions only 
one kind of walking delegate, the kind that is both honest 
and intelligent and that works for the good of the members 
of his union along the lines of peace and peaceful solution 
of difficulties rather than the kind that is looking for strife 
at every opportunity merely to ‘show the bosses what he 
can do.’ 

“The writer has come in contact with all sorts of walk- 
ing delegates and can assert that there are in the city of De- 
troit men filling that position who are thoroughly honest, 
intelligent men, who fully realize their responsibilities and 
seek to honestly serve their unions. And whenever he has 
been called upon to transact business with such a one he has 
had little difficulty in adjusting matters on a basis of fairness 
to toth employer and employe. And it is to be sincerely hoped 
that all unions will speedily recognize the necessity of entrust- 
ing their affairs to men of only the highest integrity and 
inteliigence, as that is not only one of the steps in the ad- 
vancement of their own welfare, but a duty which they owe 
to the public as well.” 
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The nardwaré Record. 








American Hardware Mnfs. Assn. 
Pres., J. C. Birge, St. Louis, Mo. 
Vice - Pres., F. S. Kretsinger, 
Cleveland, Ohio; Harry B. Lupton, 
Pittsburgh, Pa.; Geo. W. Corbin, 
New Britain, Conn. 
Secy.-Treas., F. D. Mitchell, Phila. 
Ex. Com., C. W. Asbury, Phila- 
delphia, Pa.; Chairman; Robert 
Garland, Pittsburgh, Pa.; N. A. 
Gladding, Indianapolis, Ind.; Geo. 
P. Hart, New Britain, Conn.; Wm. 
M. Pratt, Greenfield, Mass., W. S. 
McKinney, Allegheny, Pa.; E. G. 
Buckwell, Cleveland. Ohio; E. B. 
Pike, Pike Station, N. H. 
Arkansas Retail Hdw.Dealers’Assn 
Pres.. Hamp Williams, Hot 


Springs. 
Ist. V. P., T. B. Stewart, New- 
port. 


2d V. P.. R. P. Graham, Fordyce. 

Sec.-Treas.,.C. E. Taylor, Little 
Rock. 

Ex. Com., J. E. Maxey, Ozark: 
J. A. Plummer, Marianna; R. P. 
Allen, Van Buren; J. L. Davis, 
Magnolia, one year each; Frank B. 
Gregg. Little Rock; C. T. Rosen- 
thal, Batesville; J. M. Pittman, 
Prescott, two years each. 

Chicago Retail Hdw. Dealers’ Assn. 

Pres., H. E. Gnadt. 

V.-P., G. A. Neeb 

Sec., G. R. Lott. 

Collector, John Hora 

Treas. J. L. Smith 
Mardware Merchants’ and Manu- 

facturers’ Assn. of Philadelphia. 

Pres., Thomas Devlin 

V.-P., John R. Griffith. 

S.-Treas., T. James Fernley. 

Directors, W. W. Supplee, John 
R. Griffith, E. S. Jackson, W. C 
Peters, S. Disston, E. Fisher, J. H 
Ritter, T. Devlin, T. J. Fernley. 
Iadiana Retail Hdw. Dealers’ Assn. 

Pres., E. M. Bush, Evansville. 

Ist. V.-P., A. Shidler, So. Bend. 

2d V.-P., T.J. Lindley, Jeffersonv’! 

Sec.-Treas., M. L. Corey, Argos 

Members Ex. Com., W. P. Lewis, 
New Albany; Chas. E. Hall, Indian 
apolis; J. L. Fulton, Portland. 
Illinois Retail Hdw. Dealers’ Assn. 

Pres., Charles H. Williams, 
Streator. 

V.-P., W. T. Gormley, Chicago 

Sec., L. Nish, Elgin 

Treas., Geo. A. Englehardt, Chi 
cago 

Ex. Com., Charles H. Williams, 
Streator: W. T. Gormley, Chicago, 
L. Nish, Elgin: Geo. A. Engelhardt, 
Chicago; Frank McKinney, Rock 
ford: Chas. Johnson. Peoria: L. D 
Ray, Belvidere; F. F. Porter. Chi 
eago: Wm. Bittel, Peoria: H. G 
Cormick, Centralia. 


indian Territory Retail Hdw. Assn. 
Pres., A. L. Severance, Durant 
ist V.-P.,.Geo.W. Mowbray, Tulsa 
2nd V.-P., W. J. Pettee, Okla 
homa City 
Secy., W.G. Johnston, Oklahoma 
City 

lowa Retail Hdw. Dealers’ Assn. 
Pres., S. R. Miles, Mason City. 
V.-P., H. S. Vincent, Ft. Dodge. 
Treas., A. C. Vieth, Oakland. 
Members Ex. Com., T, A. Nichols, 

Burlington; D. A. Stauffer, lowa 
City; W.B. Baumgardner, Dubuque; 
U.S. Johnson, Tama; F. W. Rit- 
ter, Hedrick: Thomas Gadd, Des 
Moines; F. F. Botlinger, Afton; 
Chas. Swaine, Council Bluffs; Wm. 
H, Millard, Cherokee. 

Kansas Hardware Dealers’ Assn. 
Pres., Oscar Roehr, Topeka. 
V.-P., E. J. King, Logan. 
Sec.-Treas., J. A. Cole, Topeka. 
Ex. Com., F. W. Bartlett, Kansas 

Caty; T. H. Kiniry, Beloit; J. M. 
Walters, Robinson; J.H. Hamilton, 
Arkansas City; T. J. O'Neill, Osage 
City. 
Kentucky Retail Hardware and 
Stove Dealers’ Association. 
Pres., J. C. Frederick, Owen- 


ro. 

Ist V.-P., J. C. Mahon, Lawrence- 
burg. 

Sec., John R. Sower. Frankfort 

Treas., J. Steitler, Owensboro. 


Michigan Hardware Association. 

Pres., J. B. Sperry. Port Huron. 

V.-P., Geo. B. M. Towner. Mus 
kegon 

Treas., Henry C. Weber. Detroit. 
Sec., Austin J. Scott. Marine 
City 

Ex-Com., S. Winchester. Jack- 
son: J. G. Patterson, Detroit: E 
B. Standart, Holland: E. S. Roe, 
Buchanan; John Popp. Saginaw; 
W. P. Culver, Portland: K. S. Jud 
son, Grand Rapids: J. H. Whitney. 
Merrill; E. J. Morgan. Cadillac; T. 
Frank Ireland, Belding 


Minnesota Retail Hardware Assn. 
Pres., A. T. Stebbins, Rochester. 
V.-P., George Evenson, St. Peter. 
Sea..M.S. Matthews, Minneapolis. 

Treas., G. F. Duerre, Plain View. 
Ex-Com., W. H. Tomlinson, Le 
Sueur; J. H. Smith, Minneapolis; 

H. R. Schroeder, St. Paul; J. A. 

Roehl, Owatonna; W. T. Cowing, 

Alexandria; C. H. Casey, Jordan; 

Louis Gewalt, Breckenridge; Chas. 

F. Ladner, St. Cloud; J.F. McGuire, 

St. Paul; A. T. Stebbins, Roches- 
ter; Geo. M. Evenson, St. Peter. 


Missouri Retail Stove and Hard- 
ware Dealers’ Association. 
Pres., Tayler Frier, Louisiana. 

.-P., E. L. Wachter, St. Louis. 

Sec., F. N.. Neudorff, St. Joseph. 

Ex. Com., J. W. Poland, Carroll- 
ton; F. N. Kannsteiner, St. Louis; 
W. T. Shoop, Richmond. 

National Hardware Association. 

Pres., S. A. Bigelow, Boston. 

Ist V.-P., John C. Koch, Milwau- 
kee. 

2nd V.-P., Brace Hayden, San 
Francisco. 

Ex. Com., F. Barker, Elmira, N. 
Y.; J. D. Moore, Birmingham, Ala.; 
John Freeman, Detroit; P. E. 
Strouss, Boston: R. M. Dudley, 
Nashville: W. S. Wright, Omaha. 

Advisory Board, W. W. Supplee, 
Philadelphia; H. H. Bishop, Cleve- 
land: John Bindley, Pittsburg; R. 
A. Kirk, St. Paul. 

Nebraska Retail Hdw. Dealers’ Asn. 
Pres. J. C. Cornell, Ord. 
Vice-Pres., F. D. Kees, Beatrice 
2d V.-P., Max Uhlig, Holdrege. 
Sec.-Treas., H. J. Hall, Lincoln. 
Ex. Com., W. J. Jukway, Lin 

coln: Theo. Sinbold, Omaha: Alex 

F. Meyer, Hastings. 

National Retail Hdw. Dealers’ Asn. 
Pres. W. P. Bogardus, Mt. Ver- 

non, O. 

V.-P.,.W. H. Tomlinson, LeSueur, 
Minn 

2d V.-P., F. C. Moys. Boulder, Col 

Sec., M. L. Corey, Argos, Ind. 

Treas., A. T. Stebbins, Roches- 
ter, Minn. 

Ex. Com., T. Frank Ireland, Beld 
ing, Mich.; James N. Kline, Wil- 
liamsport, Pa.; Frank F. Porter, 
Chicago: S. E. Jones, Richmond, 
Ind.:A.H.Abbe, New Britain, Conn. 


N.Dakota Retail Hdw.Dealers’ Asn. 
Pres., H. F. Emery, Fargo 
ist V.-P., G. W. Wolbert, Bis- 

marck 

2d V.-P., A.C. McNiven, Langdon. 

Sec.. C. N. Barnes, Gand Forks. 

Treas., H. T. Heigesen, Milton. 

Ex. Com., E. E. Elliott, Sanborn; 
H. F. Strehlow. Casselton; Hurbert 
Harrington, Fargo. 

Ohio Hardware Association, 
Pres., John F. Baker, Dayton. 
V.-P., C. S. Johnson, Barberton. 
Cor. Sec., Frank A. Bare, Mans- 

field. 

Fin. Sec., W. C. Jones, Columbus 

Treas., L. F. Stahler, Waverly. 

Ex. Com.,John C. Fuhr, Williams- 
burg; John Kramer, Dayton, C. W. 
Jewell, Utica: W. A. Perry. Zanes 
ville; Frank W. Ingalls, Byran. 

Pennsylvania Retail Hdw. Assn. 

Pres.,Geo. L. Moore Brownsville. 

V.-P., Geo. J. Rudolph,Pittsburg. 

Sec., J. E. Digby, McKees Rocks. 

Treas., B. A. Maggine, Braddock. 

Ex. Com., E. E. Lyon, Greens- 
burg: C. N. Savage, California; B. 
A. Maggine, Braddock: C. O 
Shroyer, Dawson. 

St. Louis Stove Dealers’ Assn. 

Pres., R. H. Myers. 

Ist V.-P., E. L. Wachter 

2d V.-P., G. M. Rinie. 

Sec., Louis Boehl. 

Treas., F. A. Kannsteiner. 
Southern Hardware Jobbers’ Assn. 

Pres., W. M. Crumley, Atlanta, 
Ga. 

ist V.-P.. John Donnan, Riech- 
mond, Va. 

2d V.-P., E. A. Peden, Houston 
Texas. 

Ex. Com,, Bruce Keener, Knox- 
ville, Tenn. ; Chas. Ireland, Greens- 
boro, N. C.; O. B. Barker, Lynch- 
burg, Va. 

Texas Retail Hdw. and Imp. Assn. 
Pres., S. L. Erwin, Honey Grove. 
ist V.-P., W. M. Gunnell, Marlin. 
2d V.-P., J. D. Carroll, Quanah. 
Sec. & Treas., J. W. McManus 

Waxahachie. 

Wisconsin Hdw. Dealers’ Assn. 

Pres., H. L. McNamara, Janes 
ville. ; 

V.-P., Ralph Burtis, Oshkosh. 

Sec.-Treas., C. A., Peck, Berlin. 

Ex. Com., W. H. Busse, Milwau 
kee; E. R. Ramm, New London; H. 
S. Scofield, Sturgeon Bay; R. 
Murdoch, Beloit. 
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THE AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing western 
hardware and metal prices corrected weekly. You 
will find these on pages 68 to 72 inclusive. 





The King Gas Engine Co., Iola, Kan., will shortly 
start building a plant. 

John Parizek has traded his hardware store at 
Clarion, Ia., to A. C. Ryan. 

C. H. Barthell has sold his hardware store at Wau- 
kon, Ia., to Jonathan Barthell. 


A recent fire at Mora, Minn., destroyed the hard- 
ware store of August Enstrand. 

The Dunham Hardware Co. are a new Lansing, 
Mich., concern, capitalized at $20,000. 

The Anderson, Ind., branch of the American Steel 
& Wire Co. will open on September Ist. 

C. V. Ferguson will open up with a new stock of 
hardware at Glenburn, N. D., on Sept. 1. 

The Bayonne Knife Co., Bayonne, N. J., filed a 
schedule on August 4th last, with liabilities of $69,616 
and assets of $42,849. 

C. V. Ferguson, Chatfield, Minn., has sold out his 
hardware business to T. E. Halloran, who will take 
possession Aug. I5. 

Charles Hogenson, W. D. Barber and R. A. J. Shaw 
are the incorporaters of the Haynes Razor Strop Co., 
Chicago, capitalized at $2,500. 

W. J. Murray and G. W. Painter are the incorpo- 
rators of the Southern Paint Manufacturing Co., Co- 
lumbia, S. C., capitalized at $100,000. 

G. W. Garvens is president and R. C. Pickering is 
secretary and treasurer of the Iowa Adjustable Gate 
Co., Des Moines, lIa., capitalized at $10,000. 

Warren C. Holmes, an Austin, Minn., hardware 
dealer, died in that city on August Ist last in the 49th 
year of his age. He leaves a wife and one son. 

The Ridgeland Hardware Co., Ridgeland, Wis., 
were victims of fire on August 2d last. Their loss is 
$10,500, $5,000 of which is covered by insurance. 

F. M. Lyon, J. W. Bradshaw and E. P. Lyon are 
the incorporators of the Bradshaw Hardware & Im- 
plement Co., McGregor, Tex., capitalized at $10,000. 

Francis Seiberling, L. D. Brown, C. M. Brown, Fred 
E. Smith and S. H. Miller are the incorporators of the 
Acme Wire Co., Cuyahoga Falls, O., capitalized at 
$150,000. 

Henry S. Ames, L. V. S. Ames, M. A. Cushman, 
A. S. Turner and Oscar Bradford are the incorporators 
of the Ames Steel Lath Co., St. Louis, Mo., capitalized 
at $50,000. 

Ott & Boden, West Baden, Wis., hardware dealers, 
were visited by a burglar recently who helped him- 
self to 50 razors, 6 revolvers, 100 pocket knives and 
$4.00 in cash. 

Wm. W. Warfield, for a number of years in the 
hardware business at Pullman, Wash., died on July 
30th from cancer of the stomach. He was in the 44th 
year of his age. 

George Turner, Margaret Turner, Nellie Turner, B. 
H. Pettes and H. J. McAllister are’the incorporators 
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of the Turner Hardware Co., McKeesport, Pa., capi- 
talized at $70,000. 


E. W. Lowell, for over thirty years in the hardware 
business at Janesville, Wis., has sold his interest in 
the Lowell Hardware Co. of that city and will retire 
from active business. 

Benjamin Hobart, Artemas H. Hobart and F. H. 
McKenney are the incorporators of the Benjamin Ho- 
bart Co., Whitman, Mass., capitalized at $25,000, for 
the manufacture of nails. 

J. M. Mossman, F. F. Keating and James Hopkins 
are the incorporators of the J. M. Mossman Co., 
New York, capitalized at $60,000, for the manufac- 
ture of combination locks. 

Andrew G. Kelly, John Kelly and Bertha Kelly are 
the incorporators of the Homelite Co., Minneapolis, 
Minn., capitalized at $25,000, for the manufacture of 
novelties and hardware specialties. 

Geo. H. Babcock and Wm. H. Kenney have pur- 
chased a controlling interest in the Waterville Cutlery 
Co., Waterville, Conn. Mr. Babcock has been elected 
president and treasurer and Mr. Kenney secretary and 
general manager. 

Henry Schade has assumed full ownership and 
charge of the Brooklyn Lock Co., 54-58 Ainslie street, 
Brooklyn, N. Y., which he originally established in 
1873. He will give it his full attention, and will as 
heretofore manufacture a complete line of patent 
latches and locks, roller skates, Common Sense repair 
kits and plugs, metal specialties, etc. 

The Southern Wire & Iron Mfg. Co., Dallas, Tex., 
recently incorporated with a capital stock of $40,000, 
are erecting a two-story factory and warehouse and are 
installing machinery for the manufacture of office rail- 
ings, fire escapes, elevator enclosures, iron canopies, 
awnings, etc. H. A. Grove is president and general 
manager and T. J. Leterlee is superintendent. 


-— 
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GUN NOTES. 








At Wilson, N. C., July 13, E. H. Storr, the popular 
representative of the Peters Cartridge Co., Cincinnati, 
O., won high average in the gun shoot, keeping up the 
great work which he has recently been doing. 

Trap shooting at Duluth, Minn., has become quite 
popular. The gun club of that city is in a flourishing 
condition, and has a number of beautiful trophies to 
shoot for during the summer. At a recent shoot the 
Class ““B” medal was won by Frank Heimick, and the 
Class “C” medal by George W. Welles, both using 
Peters shells, manufactured by the Peters Cartridge 
Co., Cincinnati, O. 

C. A. Young, who is well known as an expert with 
the rifle, and who was for a number of years president 
of the Young Repeating Arms Co., Columbus, O., is 
now following the principal tournaments in the Mid- 
dle West, representing the Peters Cartridge Co,, Cin- 
cinnati, O. He has done some shooting that is highly 
creditable, as at the recent Springfield, IIl., tournament 
he won high average over all professionals and ama- 
teurs with a score of 96 per cent. 

J. W. Hightower, representing the Peters Cartridge 
Co., Cincinnati, O., in Georgia, has also been doing 
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some inarvelous work with the gun. At Atlanta re- 
cently he shot 94 per cent at targets, and at the Warm 
Springs, Ga., tournament made a record of 98 straight 
targets and 40 straight live birds, shooting the latter 
from 33 yards. At the Atlanta shoot referred to, H. 
D. Freeman lost only g targets out of 225, and W. E. 
Gates went straight in the 25 live bird event, both 
using Peters shells, made by this firm. 

J. I’. Mallory, one of the popular Mallory Bros., 
of Parkersburg, W. Va., and an enthusiastic follower 
of trap shooting sport, has been doing some very cred- 
itable shooting recently. He has broken 983 out of the 
last 1,050 targets shot at, comprising the Consolation 
Handicap at Indianapolis and tournaments at Parkers- 
burg and Sistersville, W. Va. This is an average of 
93-6per cent, which is not only a credit to Mr. Mallory’s 
marksmanship, but also a convincing tribute to Peters 
Ideal shells, which he uses exclusively, and which are 
made by the Peters Cartridge Co., Cincinnati, O: 


> 
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WILL BE PRESENT AT STATE FAIRS. 








The Stowell Mfg. & Fdy. Co., South Milwaukee, 
Wis., have made arrangements for a series of attract- 
ive exhibits at various state fairs. 

Their exhibits will consist of a complete line of hay 
tools, Ajax barn door and Acme parlor door hangers, 
side wall and floor registers. The company will be 
represented by M. J. Evans at the Illinois State Fair, 
Lot 67, Machinery Hall. 

John J. Dalton will exhibit at the Minnesota State 
Fair at Hambline, Section 44 in Machinery Hall; also 
at the Des Moines Fair in Power Hall. 

James H. Dosser will be at the Indianapolis Fair in 
the east end of Section 22; also at the Ohio State Fair 
at Columbus in Power and Farm Implement Hall, 
Section 29. 

W. L. Bigelow will be at the State Fair at Pontiac, 
and at the West Michigan State Fair at Grand Rapids. 

secceneuiciiiiiiaiaaiaiamdion 

MEETING OF BADGER STATE HARDWARE 

OFFICIALS. 





A combined meeting of the directors of the Hard- 
ware Dealers’ Mutual Fire Insurance Company of 
Wisconsin and the members of the Executive Com- 
mittee of the Wisconsin Retail Hardware Association 
was held at Green Bay, that state, August 2d, and the 
reports of committees and of the secretary were most 
encouraging. The trade of the state are taking most 
enthusiastically to the insurance feature and the mem- 
bership of the association is steadily increasing. The 
Republican House, Milwaukee, was selected as the 
place of meeting for the next annual in February, 
1905. 

It was also decided that all new members coming 
into the association should for their annual dues have 
a receipt in full until February, 1906. 

The insurance company have written, or have ap- 
plications to write, $323,000 of insurance, which ap- 
pears to be very satisfactory for four months’ work. 
There was a full attendance of both bodies and a pro- 
gram was prepared for the next annual meeting that 
will be attractive and profitable. 
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WEDNESDAY MORNING SESSION. 

The tenth annual convention of the Michigan Retail 
Hardware Dealers’ Association at the Pantlind Hotel, Grand 
Rapids, on Wednesday and Thursday of this week, was in 
many ways, if not in every way, the most successful meet- 
ing which the organization has ever held. 

There were over a hundred hardware men present, 
the papers and addresses were all of them of extraordinary 
interest, the discussions were freely indulged in by the dele- 
gates and a vast amount of important business was taken 
care of in a manner which shows that the members are per- 
fectly in touch with the conditions for the rectifying of 
which the association was formed. 

The first meeting was called to order by President John 
Popp of Saginaw at 11 o’clock on Wednesday morning. After 
enjoining the members to attend all meetings promptly, the 
president appointed the -following-committees : 

Credentials—A, Harshaw, Delray; Henry Stadt, Grand 
Rapids, and M. A. Benson, Saranac. 

Constitution and By-Laws—E. J. Morgan, Cadillac; V 
C. Wattles, Battle Creek; Arthur Shoeneberg, Saginaw. 

Question Box—Frank Mulholland, Potterville; J. 
Patterson, Detroit; Karl S. Judson, Grand Rapids. 

Nominations—H. C. Minnie, Eaton Rapids; F. Brockett, 


G. 





President J. B. Sperry, Port Huron. 


Battle Creek; Henry C. Weber, Detroit; Geo. W. Hubbard, 
Flint; S. Winchester, Jackson. 
Resolutions—O. H. Gale, Albion; C. M. Alden, Grand 


Rapids; Geo. Towner, Muskegon. 

Sergeant-at-Arms—C. E. De Clement, Detroit. 

The secretary then read the minutes of the last regular 
meeting and also the minutes of a meeting of the executive 
committee held in Detroit on April 20, which were accepted 


as read. The secretary also read communications from M. 


L. Corey, Argos, Ind., secretary of the Indiana Retail Hard- 
ware Dealers’ Association; H. L. McNamara, Janesville, Wis., 


president of the Wisconsin Retail Hardware Dealers’ Asso- 
ciation; A. T. Stebbins, Rochester, Minn., president of the 
Minnesota Retail Hardware Dealers’ Association; A. R. Sale, 
Mason City, secretary-treasurer of the Iowa Retail Hard- 
ware Dealers’ Association; Charles S. Johnson, Barberton, 
Ohio, vice-president Ohio Hardware Association; John 
F. Baker, Dayton, Ohio, president Ohic Hardware 
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Association; Sharon E. Jones, Richmond, Ind., _treas- 
urer the National Retail Hardware Dealers’ Asso- 
ciation; E. M. Bush, Evansville, Ind., presidert the Indiana 
Retail Hardware Dealers’ Association, and Frank A. Bare, 
Mansfield, Ohio, secretary of Ohio Hardware Association. 
All of the above communications extended best wishes to 
the members of the Michigan association, and expressed the 
hope that the convention would be a success in every way. 
On motion, these letters were ‘accepted and the secretary was 
instructed to thank the senders for their expressions of 
good will. 
The meeting then adjourned until 2:00 p. m. 


WEDNESDAY AFTERNOON SESSION. 


After calling the meeting to order at 2:00 p. m., Presi- 
dent Popp introduced the Hon. Edwin F. Sweet, Mayor of 
Grand Rapids, who, in his cordial manner, delivered an 
address of welcome which convinced the delegates that their 
stay in the Furniture City would be a pleasant one, and that 
they might expect to be the recipients of every hospitality 
while in Grand Rapids. The president responded briefly to 
the address of welcome, and thanked the Mayor for his cor- 
diality. 

The credentia! committee made its report, recommending 


_that all hardware dealers who had signed the roster be given 


a seat in the convention and this report was adopted. 
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President Popp then delivered the following: 
PRESIDENT’S ADDRESS. 


AN INCREASED MEMBERSHIP. 

I greet you to-day at this our tenth annual convention, 
and it is a pleasure for me to say, upon looking over the 
representative hardware dealers throughout the state, that 
our membership has increased, perhaps not to the extent that 
we could wish and had reasons to expect, but, compared with 
other states, our ratio of increase has been such that we see 
no reason for discouragement. 

ORGANIZERS ARE STILL ENTHUSIASTIC. 

It is not always well to review the past, but, in this case, 
I must, for the reason, I am pleased to say, that I am one of 
the charter members of the Michigan Retail Hardware Deal- 
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ers’ Association since its organization, and on looking over 
this gathering to-day I am pleased to see before me a ma- 
jority of the organizers still active and enthusiastic members. 
There is due these gentlemen a credit which shall never be 
forgotten, for through the combined work of associations 
the hardware business to-day is on a higher basis than it 
has been for the past number of years, and I do personally 
believe that if there had not been association protection the 
catalogue houses would be doing one-half of all the hardware 
business that is being done in Michigan to-day, but, as it is, 
I estimate that they are only doing about one-fifth, and that is 
a drop in the bucket compared with what they would have 
done if it had not been for the protection we have gained 
through association work. You know in union there is 
strength, so let us each and every member take hold and lift 
and not stop until we have secured every retail hardware man 
in Michigan to become a member of the association. 
UNDEVELOPED POWER. 

We lave in round numbers 1,400 hardware dealers in 
Michigan. Think, for a moment, gentlemen, of the undevel- 
oped power within our ranks that only awaits the magic 
touch that will bring us to a full realization of our strength. 

WHAT IS THE ASSOCIATION DOING? 

We are sometimes asked, What is the association doing? 
I confess that to give a satisfactory answer to a dealer who 
has never attended an association meeting is sometimes a 
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puzzie; tut give us anywhere near the membership to which 
our work entitles us and this question would never be asked. 


ORGANIZATION IS GENERAL, 


If any merchant is not satisfied with existing hardware 
conditions, let me tell him there is a remedy and that remedy’s 
name is “Organization.” This is an age of organization—the 
jobbers, the manufacturers, the catalogue houses and in many 
localities even our customers are organized. Can we success- 
fully combat single-handed this array of organization? A 
great deal has been accomplished along association lines and 
yet I am sure it is only in its earliest infancy and that the 
next two or three years will witness a great increase in mem- 
bership and general interest in association work. 


BENEFITS OF ORGANIZATION. 


No doubt you have often heard hardware men say, “What 
benefit do we derive from the Michigan Retail Hardware 
Dealers’ Association ?” 

Here are your lien laws, your garnishee laws and one of 
the greatest dangers that threatened the retail interest in 
this country was the parcels post movement, fathered by the 
catalogue and mail order houses, 


DEFEAT OF PARCELS POST. 

You will all agree that if it had not been for the good 
work of the hardware associations throughout the United 
States the catalogue houses would be distributing a parcel 
weighing 50 pounds to a farmer’s house for 15 cents and 
money returned without any extra cost; in other words, our 
mail cars would be turned into freight service cars. But as it 
stands to-day I think this will not occur in the next genera- 
tion. When it came up before Congress the catalogue houses 
found that there were other business men in the field besides 
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themselves, when they ran up against the different associa- 
tions throughout the United States. The defeat of the parcels 
post bill is largely due to our national president, Mr. Bo- 
gardus, and Secretary Corey, who so ably presented this sub- 
ject before the National Hardware Jobbcrs’ Association at 
Atlantic City. 
MUTUAL INSURANCE. 

While we are talking about benefits, here is the simplest 
of all, and that is our insurance protection. That alone will 
save you many times the cost of belonging to this associa- 
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tion, besides all the other benefits which I have already men- 
tioned. 
DIRECT SALES TO CONSUMER. 

One of the greatest evils that have been overcome to a 
great extent is the manufacturers and jobbers selling direct to 
the consumers. The jobbers to-day are looking after the 
merchants and. the merchants after the retail trade. This 
makes it pleasanter for both the jobber and retailer. 

JOBBER IS RETAILER’S BEST FRIEND. 

In speaking of the jobber, the jobber is the retailer's best 
friend. How many retailers would there be in business to-day 
if it had not been for the support of our jobbers? We can- 
not get along without the jobbers no more than they can get 
along without us, and while there are those who are willing 
and anxious to help us, there are others who hurt our trade 
and furnish goods to the mail order houses. 

ADVERTISING ENEMIES. 

Now, brother hardware men, begin to wake up and do 
not talk so much about Sears, Roebuck & Co., and Mont- 
gomery Ward & Co., towards what they are doing in your 
territory. If you will talk one-half as much about the Michi- 
gan Retail Hardware Dealers’ Association as you do of these 
catalogue houses, you would be making money instead of 
advertising some one else. The more my competitors talk 
about me, the more I will be advertised. 

SECRETARY AND OTHER OFFICERS EFFICIENT. 

During the past two years the success of the association 
has largely been due to the faithful services of our secretary, 
Mr. A. J. Scott. As president of the association, it has been 
a pleasure for me to assist him in his work. I wish to extend 
my most hearty thanks to all the officers of the association 
for the kind assistance which they have given us to help put 
the association where it stands to-day. 
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We have before us a long and interesting program, to 
which there is attached labor and pleasure which awaits our 
attention. I ask for your prompt attendance at all of these 
sessions. 

Gentlemen, I thank you for your kind attention and now 
the meeting is yours. 

Treasurer Henry C. Weber then gave his annual report 
as follows: 

Balance on hand last year............. $ 306.78 
Received from secretary............... 714.00 


ee eee 
a ere rere ore rete 841.30 
ee a ere ee ae S$ 179.48 


The treasurer requested that an auditing committee be 
appointed and the chair appointed as such committee, J. H. 
Whitney, Merrill; J. B. Sperry, Port Huron, and J. G. 
Patterson, Detroit. 

The secretary was then called upon and gave a complete 
summary. of the work which was done by the associa- 
tion during the past year in the following 


SECRETARY’S REPORT. 





1903 AN UNUSUALLY SUCCESSFUL YEAR. 
When I was called upon as secretary a year ago to give 
a report of the work accomplished during the preceding year, 
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[ did so, feeling that our efforts toward the accomplishment 
of those purposes for which this association was formed, had 
been unusually successful during that period. 


1904 A CRACKERJACK YEAR. 


In preparing my report this year I could not help but feel 
even more enthusiastic over the outlook. While I know that 
there is an endless amount of work still to be accomplished I 
realize that we are approaching the solution of several prob- 
lems, which have been a thorn in the side of the retail hard- 
ware trade in past years, and which would always remain as 
such if the hardware dealers were forced to battle with them 
individually, instead of collectively through the Association. 


POWER OF ASSOCIATION NOT FULLY REALIZED. 


If every hardware man of the state could realize as thor- 
oughly as do our officers and a large number of our members, 
the place which the Association occupies, as a power for good, 
we would soon become so strong as an Association, that any 
grievances which we might have, would be readily adjusted, 
but inasmuch as the attendance at these conventions is not 
a very large percentage of the number of dealers in Michigan 
and the report of the work when imprinted or conveyed 
through correspondence is not as effective as when personally 
explained, there are a large number of retail dealers who do 
not feel obligated to become associated with the work and 
lend their moral and active support by taking out a member- 
ship with the organization. 

A JUSTIFIABLE EXPENSE. 


Last year, immediately following our convention in De- 
troit, on the advice of the officers of the Association, an 
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effort was made to secure a competent canvasser to under- 
take the work of explaining the benefits of the Association to 
those who are not members, and interesting them in our or- 
ganization. As the work requires the possession of more than 
ordinary canvassing ability and the number of men upon 
whom the canvasser may call in each town is limited, it was 
decided to offer $3 for each new member received. This 
would leave $1 to pay to the National Association and while 
the Association would derive no revenue from each new 
member the first year, the receipts from dues in subsequent 
years and the necessity for getting new members into the 
fold, justified the expense. 
CANVASSING A FAILURE. 


During the first nine months of the present fiscal year 
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three different men were engaged by the secretary to take up 
this work, and two of them were furnished with literature 
and the necessary blanks; but after a trial they either con 
sidered themselves unsuited for the work or could not see 
that there was sufficient remuneration in it for them, for the 
results of their work amounted to absolutely nothing. I still 
think, however, that if we can secure the right man to carry 
on this work, that we will secure more new members through 
this agency than through any other method and at the proper 
time during this convention I am sure that the new officers 
will appreciate it if any delegate present who is in a position 
to suggest the name of some one for the position will do so. 
A REDUCED RATE. 

The officers, realizing the necessity for extending the 
work, decided recently to offer a rate of $2.00 for member- 
ship up to December 31, 1904. It is felt that some might be 
induced to join at the present time, who otherwise would pre- 
fer to wait until the first of the year, so as to secure a full 
year’s membership for $4 and I hope that before this conven- 
tion is over, will have secured a great many applications as 
a result. 

PAYMENT OF DUES. 


Before I depart from the membership question I would 
like to say one word to the members in regard to the pay- 
ment of dues. Some of us are careless about this matter and 
several letters are sometimes needed to remind us that the 
Association, like any other business enterprise, needs the 
money to successfully carry on the work. I am sure that a 
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great many of us are much more careless about this matter 
than we would be about the payment of any other indebted- 
ness. The dues, as we all know, are payable in January, and 
I hope that when the next incumbent of the secretary’s office 
sends out his bills next year that we will treat the matter 
with the same promptness that we show in meeting other 
obligations and save him a great deal of time, which could 
be more profitably employed than writing members for their 
dues. 
COMPLAINTS. 

Now in regard to complaints. I take it that our friends 
in the manufacturing and jobbing business during the past 
year have been very good, for only six times since the last 
convention have complaints been filed with the secretary. Four 
of these complaints were settled in a manner entirely satisfac- 
tory to Loth parties. One other against a stove company for 
allowing their goods to be quoted at a low rate by a large 
catalogue house, has not been definitely settled, but I believe 
that in the light of recent events we will be able to show 
the manufacturer the necessity for withdrawing his goods 
or having them listed at higher prices and the sixth com- 
plaint, which was against certain jobbers for selling to con- 
tractors, was carefully gone into by a committee appointed by 
the president of the Association, and while at that time 
1 thought that the complaint was merely temporarily settled; 
as we have not heard from the complaining party since then, 
[ hope that concessions made by both parties, left no further 
cause for complaint. 

GLASS SALES. 


In December, upon the request of one of our members, 





Member Executive Committee, E. J. Morgan, Cadillac. 


the glass jobbers of this state were interviewed and requested 
to refrain from selling glass to any but legitimate dealers. 
An agreement to this effect was signed by all the glass job- 
bers and a provision inserted in the same that, provided it 
became necessary for any glass jobber to sell direct to a 
contractor, he would give a commission on the sale to the re- 
tail hardware dealer doing business in that territory or to his 
nearest customer. I have since heard of several sales of 
glass that have been made to contractors, but in every "case 
that has been brought to my attention some hardware dealer 
has been given a commission as agreed upon. 
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MEETING OF NATIONAL ASSOCIATION. 

March 22-23-24, your secretary, with Vice-President F. 
M. Brockett and T. Frank Ireland, a member of your 
Executive Committee, attended the fifth annual convention 
of the National Retail Hardware Dealers’ Association in 
Indianapolis and found the affairs of our parent body in ex- 
cellent shape. Various ways and means for increasing the 
interest in the various states affiliated with the National 
\ssociation were discussed, and we derived a great deal of 
benefit from the experience of the other states represented. 

PARCELS POST. 

The Parcels Post Bill was given a great deal of atten- 
tion and as a result the fight was renewed in each state and 
no action was taken on the bill at the last session of Con- 
gress. The bill is not killed, however, and we will need to 
continue our efforts at the next session, as the Postal Prog- 
ress League (in other words, the representatives of the mail 
order houses) will undoubtedly be on hand in their efforts 
to force this obnoxious piece of legislation down the throats 
of the people of the country. 

NATIONAL FIRE INSURANCE 

The officers of the National Mutual Hardware Fire In- 
surance Company, made a very favorable report at the above 
meeting, in regard to the business of the company, and stated 
that applications for policies were being received from every 
state in which there is a retail hardware dealers’ association 
ONE OF THE MOST IMPORTANT MEETINGS OF HARDWARE MEN 

EVER HELD. 

While the delegates will probably hear a more complete 
report of a meeting held at St. Louis, at which representa- 
tives from both the retail and wholesale hardware associa- 
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tions were present, I cannot refrain from mentioning this 
meeting ut the present time. It was undoubtedly one of the 
most important gatherings of hardware men which has ever 
yet been held and was only made possible by the rapid in- 
crease in the strength of the organizations of dealers in this 
and other states. 

FERMANENT COMMITTEE WAS FORMED. 


‘ Our past president, Mr. T. Frank Ireland of Belding, 
as 2 member of the Executive Committee of the National 
Association, was in attendance at that meeting and I believe 
will be with us to give the details of what was accomplished. 


A permanent committee was formed, comprised of members of 

both branches of the hardware business, who will, in conjunc- 

tion with the National and State Retail and Wholesale Hard- 

ware Dealers’ Association, carry out plans for offsetting the 

competition of catalogue houses which has become such a 

vital question with so many retail hardware dealers. 
JOBBERS AND RETAILERS HAND IN HAND. 

With the strength of the retailers and wholesalers com- 
bined, it should not be long before the manufacturers realize 
that their interests do not lie with the catalogue house, and 
I understand that already several manufacturers of standard 
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lines have taken steps which will result in their goods being 
entirely withdrawn from the next issues of these catalogues. 
This committee has a great deal of work cut out for it and 
they are going to require considerable assistance. They have 
the names of all the members of each state association and 
occasionally different members will receive communications, 
asking them to comply with certain requests. 


WISHES OF COMMITTEE SHOULD BE CARRIED OUT. 

It is unnecessary for me to give the details of these re- 
quests, but I would like to urge every one here to carry out 
the wishes of this committee when appealed to, for if we are 
careless about the matter, it is unreasonable for us to expect 
any results. We have gotten to a point where we see a solu- 
tion of the catalogue house problem in sight and it devolves 
upon us to follow up this advantage in every way possible. 

THANKS FOR ASSISTANCE. 


In closing my report I wish to take advantage of this oppor- 
tunity for thanking the other officers of the association for 
the assistance which they have given the secretary during 
the past vear. I have frequently appealed to them for advice, 
and never have yet been disappointed in the result. I hope 
that the same spirit of co-operation will continue in the future, 
and that the man you select to perform the duties of secre- 
tary during the coming year will enjoy the same assistance. 
My correspondence with members of the association has 
been very pieasant, and I have felt that I could rely upon 
them in any emergency which might arise. 

DESIRES INCREASED ENTHUSIASM. 

I hope that this convention will be the most interesting and 
profitable which we have ever had, and that after we return 
to our various cities, we will not forget about the great work 
which is being carried on, but that we will enter upon the 
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new year with increased enthusiasm and a determination to 
increase the strength and prestige of our association. 

The reading of the secretary’s report elicited a round of 
hearty applause from the delegates, as it showed clearly that 
during the past year the association had gained much ground. 

J. H. Whitney of Merrill then delivered an address upon 
the subject 


THE RETAIL DEALER AS AN EDUCATOR. 


A RESTRICTED SUBJECT. 


I have taken the liberty of changing the subject assigned 
to me, somewhat, for the reason.that as this is a convention 
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of hardware men, the same would cover too much scope and 
would apply to all retail dealers. Therefore, I will treat the 
subject from a retail hardware dealer’s standpoint and will 
consider the same under the head of “The Retail Hardware 
Dealer as an Educator.” 


INDUSTRIAL DEVELOPMENT. 

The first industry in which we found mankind engaged 
was that of agriculture. Man, with his flocks and herds, was 
placed upon the earth, in the midst of the beauties of nature, 
and it was from its bounties that he was enabled to sustain 
himself. In his primitive state we found him roaming the 
fields and the forests, subsisting on the things provided by 
the bounties of nature, with no covering for his body and no 
shelter, save the canopy of heaven. As the time passed on, 
and the earth became more thickly populated, he gradually 
arose from his primitive condition and found that his needs 
were far greater than could be obtained from the things found 
about him. Hence the great industries of manufacturing and 
commerce were developed. Man, by his ingenuity, has ultilized 
the things provided by nature for his benefit and comfort. 

EVOLUTION. 


The products of the forest he has converted to his use 
in the construction of houses and barns for shelter He has 
tilled the soil and has caused it to bring forth food for his 
sustenance. He has dug into the bowels of the earth and 
has brought forth the minerals deposited therein, for his use. 
By evolution he has arisen from the primitive condition that 
he has occupied and to-day we find him an intelligent being 
with his faculties developed, a useful member of society, and 
the noblest part of the handiwork of an all-wise Creator. 
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THE RETAILER AS A DISTRIBUTOR. 


In my opinion the retail hardware dealer has done as 
much, if not more, to bring mankind up to the high state of 
civilization it has attained as any other agency. All over this 
broad land cf ours we have immense factories, with millions 
of dollars invested, employing thousands of skilled workmen 
and producing articles for the use and benefit of mankind. 
Factories producing refrigerators, sewing machines, cutlery, 
tinware, enamelware, agricultural implements, house furnish- 
ings of improved type, and labor-saving appliances for the 
farm, workshop and the household. These immense institu- 
tions are employing master minds in bringing out new ideas 
and inventicns, and expending large sums of money in per- 
fecting and improving their products. The retail hardware 
dealer is the distributor of the products of these great fac- 
tories and is the one who teaches the people how to use them, 
thereby educating them in the art of living in a modern way 
and consequently lessening the burdens of life. Every hard- 
ware dealer and salesman should inform himself thoroughly 
in regard to articles that he sells, that he may intelligently 
instruct his customers as to the quality and use. As far as 
possible, he should have a technical knowledge of the ma- 
terials of which his wares are composed, and be able to ex- 
plain in a clear and intelligent manner the methods of their 
construction. 

SPECIALTIES. 

Every staple article, commonly found in a hardware store, 
was at one time a specialty. Some master mind had con- 
ceived an idea, thought about it, dreamed about it, experi- 
mented, and finally had brought out an article of merit; crude 
perhaps at first, but by patient industry, perfected it and 
placed it on the market. It may have taken years of energy 
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and patient toil to bring the article to perfection, but it re- 
mained for the retail hardware dealer to bring the same into 
general use, for the benefit of all mankind. When the specialty 
man calls on you with his wares, do not “turn him down,” 
but thoroughly examine what he has, and if, in your judgment, 
the articie has merit and you see where it might be useful 
to any of your customers, order a sample, familiarize yourself 
with its construction and use, and before you realize it your 
specialty will become a staple article with which you will not 
have any competition and upon which you may realize a living 
profit. 








RETAILER EDUCATES THE FARMER. 


Ii is in this way that the retail hardware dealer has be- 
come one of the greatest educators of the day. He has edu- 
cated the farmer into the use of improved machinery on the 
farm, thereby doing away with the drudgery of farm life, 
and giving himself and family better opportunities of improv- 
ing their minds in the attainment of useful knowledge. He 
has educated the housewife, so that instead of using the old- 
fashioned fireplace of our grandparents, with its swinging 
crane and cumbersome iron pots and kettles, her kitchen now 
shines with the elegant, planished steel range, with its shining, 
nickel trimmings, handsome enough to grace a parlor. 


CATALOGUE HOUSE COMPETITION. 


At the present time it is up to the retail hardware dealer, 

to a certain extent, to educate his customers to abstain from 
There is not any greater 
of the agricultural districts 
than the present catalogue 
are to be supplied by these 
agencies, it smeans to a certain extent the depopulation of 
the thousands of populous villages of our country, which have 
become Leauty spots upon the face of the earth, and are filled 
with an intelligent and happy people who are engaged in the 
business of supplying the people the necessities and luxuries 
of life. It is our duty to impress upon the minds of our cus- 
tomers the importance of purchasing their goods at home 
The question arises as to how we can do this. In answer I 
Talk quality, get the reputation of selling good 
get the reputation of buying goods for cash 
and keep it; get the reputation of being a good collector and 
keep it; get the reputation of being honest in your dealings 
with your customers, and keep it; get the reputation of 
taking an in the public affairs of the community in 


patronizing the catalogue houses. 
menace to the industrial welfare 
and smaller towns and villages 
house competition. If the people 


would say: 


goods, and keep it; 


interest 
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which you live, and keep it; and last, but not least, provide 
yourself with the latest catalogues of your great competitors, 
keep them on your desk and familiarize yourself with their 
contents, and when your customers spring Sears, Roebuck & 
Co.'s or Montgomery Ward & Co.’s prices, be ready to combat 
their argument, using for your defense the weapons of our 
enemies. 


INFERIOR QUALITY OF CATALOGUE HOUSE GOODS. 


Our customers need to be educated to the fact that the 
largest part of the stock in trade of our enemies is goods of 
an inferior quality; such as job lots, seconds, and goods of 
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While the descriptions of them may 


imperfect manufacture. 
be perfect, the prices asked for them are much more than they 


are worth. They should also be educated to the fact that if 
their trade is to be diverted from their home town to the 
larger cities, we must necessarily abandon our occupations 
and homes, and many of us become their competitors as tillers 
of the soil. inasmuch as the catalogue houses are educating 
the peopie in the use of cheap, shoddy goods, of an inferior 
quality, which in time will tend to lower the high state of 
civilization ts which we have attained, let us take it upon 
ourselves to counteract their baneful influences and educate 





Ex-President, Geo. W. Hubbard, Flint. 


our people in the use of goods of a higher quality and of 
standard manufacture, and purchased from the home mer- 
chant, who is always ready to make every wrong right and 
who, when called on, is always ready to respond to the de- 
mands of charity, pay his taxes, maintain the schools and high- 
ways, and supports every possible enterprise which tends to 
improve the community, and who has done his part towards 
making this country the grandest and noblest country in the 
universe. 

Mr. Whitney was followed by a new member of the 
association, C. L. Glasgow, Nashville, who gave a stirring 
address on the subject 


OUR SOCIAL RELATIONS. 


HARDWARE MEN HAVE CLAIM. 

I would certainly be lacking in appreciation of the honor 
conferred did I neglect to thank the committee for their kind 
invitation to speak to this intelligent gathering of business 
men representing the members of the Retail Hardware Deal- 
ers’ Association of Michigan. 

While I tried to be excused from rendering this service, I 
later decided if there was any class or body of men to whom 
I was bound, or who had a reasonable claim upon my time, 
it was the hardware men, for while I am engaged in other 
lines of trade that I enjoy, and that furnish the lighter 
courses in the great business meal, I must rely upon the 
hardware business for the substantials of life, and without 
which my material welfare would be greatly reduced. 

AN ATTEMPT AT ENTERTAINMENT. 

In selecting my subject for this informal talk, I felt that 
before entering upon the serious consideration and discus- 
sion of the many important trade questions which will engage 
your attention at this meeting, you might prefer listening to 
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an attempt at entertainment from a new member, rather 
than a business digest or exposition of imaginary wisdom. 
OPPOSING FORCES MULTIPLY. 

While T have not been actively associated with you in 
the past, I have not failed to notice the multiplication of op- 
posing forces which attempt to divide again and again the 
volume of our trade and with you have studied long and 
hard how their influence might be overcome. 

I have read with ever increasing interest reports of the 
many valuable papers presented and the intelligent discussion 
that has taken place at your annual meetings. 
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A UNION MIGHT PROVE BENEFICIAL. 

I am president of a kindred organization, composed of the 
implement and carriage dealers of this state, an association 
whose membership list contains many of the names of the 
members of this association and whose task is the solution of 
the same great problems with which you have wrestled, and I 
have often thought a union of the two forces might prove of 
mutual benefit. By reason of this experience I have some 
knowledge of the arduous labor performed at such meetings, 
and it is with all these facts in mind that I decided to speak 
to you on the subject of “Our Social Relations,” with the 
hope that the consideration for a short time of something less 
serious than strictly business relations, would meet with your 
approval. 

A SOURCE OF INSPIRATION. 

I believe that one of the influences that bring us together 
aside from the general desire to carry forward this great 
work in which we are engaged and so deeply interested, is the 
pleasure of meeting each other, of becoming better acquaint- 
ed, enjoying the vigorous hand shake, of getting away for a 
day or two irom those surroundings which though familiar 
and pleasant, yet are suggestive of hustle and worry, and 
laying aside for a time the consideration of those cares that 
weary us, enter into those relations which humanity natural- 
ly seeks in its escape from the more weighty things of life, 
not that we should let the pleasure of our social gatherings 
become of paramount importance, or that pride in the institu- 
tion and the successful workings of the organization should 
become a more important factor in the lives of our members 
than the achievement of its purpose, but from these meet- 
ings we may get an inspiration that will send us home with 
a determination to exercise a more kindly feeling toward each 
other and make our fellow tradesmen our personal friends. 
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MAN HE KEEPS. 

If I read correctly, it was determined shortly after the 
creation, that it was not best for man to live alone, and 
while the results of his companionship proved disastrous in a 
measure, and gave reasonable excuse for the oft repeated 
statement “that a man is judged by the company he keeps,” I 
have always sympathized with Adam, believing he made the 
very best selection possible under the circumstances. 


IS JUDGED BY COMPANY 


WHEN KINDRED SPIRITS MEET. 


While we gladly concede the refining and elevating influ- 
ence of women in social life, and the tendency their pres- 
ence has to keep us watchful in our every speech and action, 
man’s intercourse and association with men, broadens him, 
increases his determination to do things and builds him up 
and strengthens him in those qualities that enable him bet- 
ter to overcome resistance and win success. Especially is this 
helpful when kindred spirits meet that find pleasure in de- 
vising new ways and means and discussing the trials and 
tribulations incident to the conduct of the same business 
enterprise. 

WORK 


CLIMBING UPWARD IS SLOW 


We find by comparing notes that other streams than those 
we navigate have their whirlpools and hidden rocks, that our 
competitors’ employes exercise no greater care, nor evince 
deeper interest than our own, that humanity the world over 
does not, in its individuality, glorify the golden rule beyond 
allowing greed and avarice to unduly influence them in their 
financial deals. There are conditions we must accept for 
mankind is slow in his upward climb in departing from natu- 


ral tendencies. 


THE GREAT BALANCE WHEEL IN HUMAN INDUSTRY. 


We rejoice that the hardware business occupies such a 
prominent position in the list of commercial pursuits, that it 
is recognized as the great balance wheel in human industry, 
barometer indicating the prosperity or depression 


the sure 





Ex-President H. C. Minnie, Katon Kapids. 


of business life, that in its conduct there are fewer failures 
and less loss, than in most any other requiring as large an 
investment, that its successful operation demands and re- 
ceives the attention of the very best executive ability in the 
commercial world, and it should be our ambition to continue 
this record, making the business still more honorable and 
successful, by adding thereto the impress of our personality. 


ALL SHOULD BE FRIENDLY. 


This cannot easily be done under twentieth century con- 
ditions, if each dealer remains a lamp unto himself, deluded 
by the thougl.t that his skillful management and superior abil- 
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ity challenges criticism and produces the very best results 
possible under all circumstances, and therefore any conference 
or exchange of ideas to which he might contribute would re- 
sult in his loss and the others gain, or, possibly not being in 
touch with the true spirit of the times, he feels that his com- 
petitor, be he of his own or neighboring town, drinks at the 
fountain of his wisdom only to use the added knowledge 
against him, or awaits an opportunity to do him an injustice 
or injury, thus going on from day to day, and year to year, 
nursing those false conclusions that keep forever locked the 
truer and nobler emotions of his life, the full play of which 
brightens the eye, enlivens the step, throws a dash of color 
into the picture of life, clarifies and enlarges our vision, giv- 
ing us truer conceptions of our duties and responsibilities, 
enabling us to take a more accurate measurement of our fel- 
low man, and see in him many good traits worthy of com- 
mendation, and that makes of him a good companionable fel- 
low. Other things beimg equal, we like those who show a 
kindly feeling for us, and if we desire a continuance of those 
relations, we must exhibit a likable character and disposition 
in return. We will not voluntarily injure a friend and if the 
proper conditions exist, we will all be friendly. 
BEST FEELING SHOULD OBTAIN. 

The larger number of us reside and do business in small 
cities or villages, where the conventionalities of social life 
bring us ofter in contact and we cannot afford for social or 
financial reasons, to permit any but the best of feelings to 
obtain. 

INDIVIDUAL SACRIFICES ARE REQUIRED. 

To continue these conditions, and maintain the high 
standard of our business often requires sacrifices on the part 
of the indiviaual and we cannot, if we would, relieve our- 
selves of this responsibility of our personal influence, it can- 
not successfully be shifted, and each must bear his share, and 
therefore we should not allow ourselves to participate in any 
action that would tend to lower public or private estimate. 

PERSONALITY AND SUCCESS. 

To what extent personality enters into success is often 
overtooked er underestimated. 

ESSENTIALS TO SUCCESS. 

Character and ability are among the essentials, and with- 
out which success in business is but temporary at best, there 
should be coupled with these a genial warmth of good will 
towards our associates in order that we should be fully de- 
veloped in our business qualifications. 


ALL CONDITIONS ARE NOT ALWAYS UNDERSTOOD. 


We may feel at times that trade is gained and held solely 
by the magnetism of price and this feeling may be intensified 
when we see our business or social friends patronizing our 
less genial or close-fisted competitor, but we may not always 
understand all the conditions. 


GOOD FELLOWSHIP SHOULD NOT BE CHIEF ASSET. 


We must not make our good fellowship our chief asset in 
trade, it will not take the place of quality, price and good 
display, but other things being equal, humanity seeks those 
relations most congenial, and your efforts toward friendliness 
and an active interest in the social conditions surrounding you 
will net you a good return in pocket, mind and heart, and 
make for you lasting friendships which may prove of ines- 
timable value at some supreme moment in later life, and it 
is those experiences and memories that temper many of the 
adverse winds with which we contend that renews our faith 
in God and humanity, keeps the fires of hope burning, bring- 
ing to our rescue that warmth of heart, and strength of mind, 
that stimulates action and goes far toward insuring success. 


SHOULD BE CATHOLIC IN VIEWS. 


Let us always remember that it should be easier for us 
to lift up, than to pull down, that in our creation was em- 
bodied a power for good and a misuse of it does not produce 
satisfactory results. Let us be catholic in our views, charit- 
able in our criticisms and generous in our sacrifices, feeling 
thankful if thereby we have strengthened confidence or al- 
layed suspicion in a brother dealer’s mind, to the extent that 
with faith in us he may not be mislead by the statements of 
a customer whose personal gain through misrepresentation 
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has dulled his conception of honesty and integrity. I believe 
a great loss is sustained yearly by the sale of goods at a cut 
price, resulting from a lack of confidence in or the wrong im- 
pression of the intents and purposes of our competitor, and 
this can largely be avoided by closer social relations, beget- 
ting better business relations, eventually ending in a thorough 
understanding and mutual agreements whereby our respective 
interests are protected. 

POLICY SHOULD BE ADOPTED THAT PRODUCES THE BEST RESULTS. 


This life is too short and too full of extreme warm or 
extreme cold days, too exacting in its requirements, demand- 
ing a higher rate of speed and better equipment each day, for 
us to adopt any other trade policy than that which will pro- 
duce the best results, for the largest number, in the shortest 
possible tim2, and in order to accomplish these desired, yes, 
necessary results, it has passed beyond the time for lone 
handed and self-centered action, and yields only to that larger 
and stronger force represented in combination or organiza- 
tion, and in order that these may be truly successful, we must 
join hands, not alone in that larger sense represented in or- 
ganization, but brother with brother in like trades and make 
of this hardware association one grand fraternity. 

SHOULD LIVE TOGETHER. 


Admitting the influence of good social relations upon our 
business and that as progressive business men we are desir- 
ous of bringing into its management every influence repre- 
senting an element of strength, let us go a little farther and 
recognize the fact that the world at large has a right to a 
portion of our time, enough at least in which to discharge 
those duties that belong to good citizenship, and we may well 
put the general question, “What are we in this world for?” 
Certainly something beside making a success of a particular 
business that absorbs the ripest fruit of mind and body, and 
in return gives nothing but food and clothing. Are we here 
simply to wear these clothes, and eat and sleep; be counted 
by the enumerator, work and pay taxes, buy and sell, and 
through wise investment of the profits, be denominated suc- 
cessful? If in these days of mental research and scientific in- 
vestigation of abounding prosperity and colossal fortune, all the 
munificent endowments with which we have been blessed, are 
to be turned to personal account, then indeed have we fallen 
far short of living up to the full measure of our possibilities, 
The Divine power back of our creation designed that we 
should live together, and in order to make us congenial has 
made us largely responsible for each other’s joy and sorrow, 
failure and success, by creating us dependent creatures. 


THE BECKONING ANGEL. 


We are here to help and be helped, some are burdened, 
we must live, some are sorrowful and we must sympathize, 
some are in want and we must minister, and through this all 
we can see the angel of hope standing far up the mountain- 
side of promise, applauding and beckoning us forward, while 
duty walks beside us to direct and encourage. 

; A GREAT REWARD. 


In these things well done, there is great reward, for in 
their doing is real living found. One person by himself and 
for himself, robed in garments of selfishness, wanders alone 
through the valley, seeing more of shadow and less of sun- 
shine. with ever lowering horizon and limited vision, while 
he who is with another, of another, and for another, experi- 
ences that fuller measure of joy that differentiates him from 
the former, by the very nature of the active forces of his 
being, tfie natural sequence of which is a broad mind, a kind 
heart and a tolerant spirit. 


WILL BECOME INTERWOVEN IN MAN'S EXISTENCE. 


I cannot believe that cultivating good social relations, in- 
spiring men to be more honorable and trustworthy, increas- 
ing their confidence in each other, will tend to weaken our 
mentality, or render us less able to grapple with and solve 
the great business problems that confront us, but with this 
enriched experience, this broader and deeper education, this 
higher ideal of business life, we will bring still greater honor 
to cur business, and prove ourselves uSeful and worthy citi- 
zens of our respective communities, holding ourselves in readi- 
“ness to accept any responsibility that business or society may 
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impose, determined at all times to get from life the very rich- 
est blessings it has in store, for I believe, with Richard Jef- 
fries, that ultimately the sunshine and summer, the flowers 
and the azure sky, shall become as it were interwoven into 
man’s existence, he shall take from all their beauty and enjoy 
their glory. 

A slight change in the program was made, as a result 
of which A. F. Sheldon of Chicago gave an address on 


SALESMANSHIP AS A SCIENCE. 





AN AGE OF KEEN COMPETITION. 


We are living in an age of keen competition, an age 
which is indeed one of “the survival of the fittest.” We are 
living in a scientific age, an age in which all branches of 

The business world is divided into two great parts; first, 
the making or manufacturing world; second, the distributing 
or selling world. While their functions are distinct, their 
relationship is most intimate. 

Science has long entered extensively into the work of 
the making world. The science of mechanics, chemistry and 
many other sciences go to the very vitals of the economies 
and productiveness of the manufacturing world. 

Philip B. Armour said a short time before he died that 
in the manufacture of hog products to-day there is nothing 
wasted but the squeal, and the same is relatively true of 
almost every other line of manufactured products. 


DISTRIBUTION. 

The manufacturing end of the business world has until 
recently received much more attention than the distributing 
end of the business. For a while the world depended upon 
natural demand and natural born salesmen to distribute man- 
ufactured products. From the financial standpoint of the 
business world, there is no use making things unless they are 
well sold. The ever narrowing margin of profits make it 
necessary to employ method, system and order in selling 
goods in order to secure the best results, and this is but one 
way of saying that the proper selling of goods demands 
science. . 


SALESMEN ARE OUR COMMERCIAL INSTITUTIONS. 


It is my happy privilege to speak before your honorable 
body to-day on the subject, “The Science of Salesmanship.” 
Let me first inquire, Who are the salesmen cf the world? 
They are our commercial institutions, both great and small. 
The object of the institution as a whole is the selling of 
goods for profit. And how great that item of profit is! At the 
end of the year depends more than many realize upon how 
well each and every one, from the head of the business down 
to the office boy or humblest clerk, has done his or her 
work. There must be that harmony born of a liberal use of 
the milk of human kindness to bring about the result. 


WHAT IS SALESMANSHIP? 


The next question is, What is salesmanship? It is-not 
the mere disposing of goods; they must be disposed of at a 
profit, or good salesmanship has not been exercised. To 
insure that element of profit we need a broader definition, the 
one which seems to most thoroughly define the meaning of 
the word is that “salesmanship is the power to persuade 
others to purchase at a profit that which the salesman has 
to sell.” 

Is this power to persuade others a purely natural gift, 
or is it something that can be developed? Many possess 
it naturally, but no one is so strong that he cannot become 
stronger. Any natural gift can be developed and improved 
by scientific cultivation. This is eminently true of persua- 
sion or salesmanship in the abstract. 


SCIENCE. 

The next question is, What is science? Herbert Spencer 
tells us that science is only organized knowledge. If, there- 
fore, we can organize the knowledge pertaining to the selling 
of goods, we have a science. It is possible to organize the 
knowledge pertaining to selling, because, whether the trans- 
action be great or small, there are just four elements which 
enter into the deal. First, the salesman; second, the cus- 
tomer; third, the article sold, and, fourth, the sale itself. 
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THREE FACTORS, 

Now the question is, What is the key to this power to 
persuade? Search as you may, you will find but three factors 
or natural elements entering into the question of that power 
to draw, attract and persuade others. The first of these 
is sterling character. But what is character? !t means much 
more than being good. Character is a composite thing. 
Reason, judgment, intuition, memory, love—in the sense of 
brotherly kindness—courage, faith, industry, perseverance, 
tact, courtesy, concentrated economy, the power of initiation, 
and many others enter into it. Do not tell me that man 
cannot build and develop these latent powers. Every positive 
has its corresponding negative, and every negative its posi- 
tive. The positive may be deeply covered by the negative, but 
it is present in every normal man or woman, and that side 
of man’s nature can be nourished and made to grow. 


HEALTH. 

This is done by an understanding of the science of 
character building, which is a science of itself, and is included 
in the science of salesmanship. The second block of founda- 
tion material is health—perfect health—which enters most 
powerfully into the power to persuade others. Many say 
that they are healthy, when they have never known the glow 
of its perfection. It means to eat right, think right, breathe 
right and exercise right, along with other things which enter 
into the science of health building. By health I mean the 
harmonious conditions of the three departments of man— 
body, mind and soul. 

EDUCATION. 

The speaker then explained how these two foundation 
stones, sterling character and perfect health, rest upon the 
bed rock of true education, making plain that education con- 
sists of two things; first, the filling-in process of useful knowl- 
edge, which can be dohe in the great school of daily life; 
and, second, the drawing-out process of latent powers, rep- 
resented by the natural faculties and qualities of the normal 
man. 

THE CUSTOMER. 

Taking up the subject of the customer, the speaker made 
it plain that one of the great elements of success in business 
life is the ability to read human nature quickly and accurately, 
and showed how character reading is a science in itself and 
included in the science of salesmanship. 


THE ARTICLE SOLD. 


Taking up the next factor, the article to be sold, he 
showed the value to the business man of being a logician. It 
is not alone in what one says, but how he says it. There is 
much in so putting things that they naturally appeal to the 
human mind. A business man must practice consciously or 
unconsciously the basic principles of the science of logic, 
and it is much better to see them clearly and practice them 
consciously. 

THE SALE. 

The same is true of the fourth factor; the sale. The 
science that can aid us most then is the study of the human 
mind—the science of psychology. 

Mr. Sheldon made it plain that the mind of the customer, 
always in making a purchase, travels along the mental path 
of four steps, attention, interest, desire and resolve to buy, 
and entered into the discussion of the best means of creating 
these mental processes. 


VALUE OF HUSTLING. 


In conclusion, the speaker spoke earnestly for the good 
old-fashioned virtues of work and hustle, claiming that genius 
is only energy intensified. He championed the cause of 
honesty and justice in business, and believed that natural 
law of compensation brings to each his own, that success is 
born of obedience to natural laws, mental, moral, spiritual and 
physical, and that while success includes money making, it 
means more than that, as it includes making the life of a 
real man. 

At the close of Mr. Sheldon’s remarks he was tendered 
a vote of thanks for his kindness in preparing the able ad- 
dress which he had just delivered. 
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The secretary then read the following letter of invita- 
tion: 

“Members of the Michigan Retail Hardware Dealers’ Asso- 
ciation: 

“Gentlemen :—The following jobbers and manufacturers 
extend to you all a cordial invitation to a banquet at the 
Lakeside Club Thursday evening at 7 o’clock. Arrangements 
have been made to take cars after your adjournment to-mor- 
row, and after giving you a bird’s-eye view of our city, will 
leave you at the club in plenty of time to get ready for the 
evening's festivities. 

(Signed) “Clark-Rutka-Weaver Company, 

“H. Leonard & Sons, 
“Wm. Brummeler & Sons, 
“Hopson-Haftenkamp Company, 
“H. M. Reynolds & Co., 
“Miles Hardware Company, 
“Grand Rapids Supply Company, 
“Grand Rapids Hardware Company, 
“Grand Rapids Paper Company, 
“Studley & Barclay, 
“Michigan Stove & Caster Company, 
‘Bissell Carpet Sweeper Company, 
“Michigan Barrel Company, 
“Hardware Supply Company, 
“Wm. Reid Company, 
“Brown & Sehler, 
“Harvey & Seymour Company, 
“W. B. Jarvis Company, 
“Foster, Stevens & Co.” 
On motion, this invitation was accepted and placed on 

file. 

A letter was then read from the Acme White Lead & 
Color Works, Detroit, asking the delegates for the privilege 
of taking a flashlight photograph of the meeting from which 
the company desired to prepare souvenirs of the convention 
for the members. The consent of the meeting was readily 
given, and it was decided to have the photograph taken on 
Thursday at the close of the mornnig session. 

The meeting then adjourned. 


THURSDAY MOKNING SESSION. 
President Popp ‘called the meeting to order about 10 


o'clock and announced as the first thing on ‘he program a 
paper by A. K. Edwards of Kalamazoo on the subject 


CAPITAL AND CREDIT—ITS USE AND ABUSE 
IN OUR DAILY BUSINESS. 


METHODS OF BUSINESS ENEMIES HANDLED WITHOUT GLOVES. 


In a retrospective view of the discussions which have ta- 
ken place in the hardware conventions in our own as well as 
in Our sister states, we have seen the methods of our business 
enemies handled without gloves and have had many opinions 
expressed as to the best means of successfully subjecting, if 
not of exterminating, them. Some of the knowledge so 
gained we have applied with profit to our own business, some 
of it we applied without profit to our neighbor’s business, and 
it has been applied without profit because applied to our 
neighbors instead of to our own business. These enemies are 
not imaginary. They are real and have deserved all the atten- 
tion that has and can be given to them. The opinion naturally 
formed after listening to a free discussion by business men, 
whom personal experience has given knowledge, cannot but 
be of direct and lasting benefit, not only to the participants, but 
to all who carefully study the reports as given in our several 
very able trade journals, as well as in the bulletins issued by 
the national association. 


CAPITAL AND CREDIT. 


It is not to belittle these troubles which we have had and 
are still having, but to call your attention to other and fully 
as serious ones which we are called upon to fight as individ- 
uals, rather than as an organization, and which organizations 
as organizations cannot remedy, that I have chosen for the 
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subject of this paper, “Capital and Credit, Its Use and Abuse 
in Our Daily Business.” 


INDIVIDUAL INTERESTS NEED ATTENTION. 


While I appreciate the necessity of continuing unabated 
the fight we have undertaken, and while I realize the fact that 
our enemies will appear in new places and in new garb with 
the intention of deceiving us into the belief that they are now 
our friends, I sincerely believe that if we each carefully ex- 
amine and strengthen our individual business we shall be 
better able to lend valuable assistance to the great mass of 
merchants whose interests are identical. I feel that there is 
often a greater enemy to our ultimate success in our own 
business, one which, if it is not absolutely sucking our life 
blood, is badly crippling us, one which we fully recognize and 
resolve almost hourly to strangle, but continue to postpone 
from day to day the disagreeable task, until circumstances 
over which we have no control compel us to face it, some- 
times tco late, in the astonishing footings of our profit and 
loss and expense accounts. 

PROFIT AND LOSS. 

As a rule each of us charges to the profit and loss ac- 
count such items as an entire or a portion of an account un- 
collectable, while the time lost in attempting to collect, the 
postage, the profit the money should have earned had we had 
the use of it in our business, and often an attorney’s fee have 
naturally drifted into the expense account, as methods under 
which most of us do business have not been so systematized 
as to make it easy to correctly divide the various entries upon 
vur books, and for these reasons the profit and loss account of 
itself does not fairly represent our actual losses. 

FAILURES AND THEIR CAUSES. 

In the mail with the invitation from our secretary to pre- 
pare a paper to be read before this convention was a copy of 
an address delivered before the National Association of Credit 
Men by F. W. Yale, a member of that association, which ap- 
pealed to me so strongly that I have since had occasion quite 
frequently to refer to it in order to refresh my memory upon 
some of its many good points. The subject of Mr. Yale’s ad- 
dress was “Failures and Their Causes,” and I would suggest 
to any member who has not likewise been favored that he 
write the secretary of that association, 29-31 Liberty street, 
New York, and request a copy. If it is not out of print l 
have no doubt that such request would be cheerfully complied 
with, as one of the objects of that association is educational. 


VALUABLE IDEAS. 

Mr. Yale discusses the causes that have led up to failures, 
looking at them from a credit man’s standpoint, in 1 very 
clear and concise manner. His article suggested to me ideas 
which might be applied with profit by those of us who have 
neither reached perfection in our methods nor failure in our 
business, and it is with the idea that we may be able to better 
guide our several crafts so as to avoid these dangerous shoals 
that I undertake to draw your attention to them. 

I am fully aware of my incapacity for the task I have 
assumed, but appreciate the fact that our members realize 
fully that we are none of us critical as to scholarly methods, 
but that we are here for the purpose of exchanging views 
and having an enjoyable time, are good natured and will 
submit to considerable imposition without grumbling. I have, 
therefore, no fear in leaving my fate in your hands. 


TROUBLE CAUSED BY OVERANXIETY. 


Many of the troubles which we have are of our own 
making through our overanxiety to increase sales too often at 
the expense of those of our competitors, by taking chances of 
making coilections beyond those which common prudence 
would dictate, and in attempting to cover too much ground by 
competing in price with the catalogue house, and in time with 
the installment dealer. We are, in doing this, practically 
burning our candles at both ends. We must either choose one 
or the other method, or adopt a system that will allow us to 
do business upon both. In our business we have been quite 
successful in meeting cash prices with cash prices and install- 
ment prices with installment prices. At first we feared it 
might be the cause of much annoyance and many difficulties, 
and it probably has been, but the annoyance and the difficul- 
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ties have been so greatly overbalanced by the advantages 
gained that we have increased the line of goods upon which 
we are naming special prices for cash, and I firmly believe 
that this increase will continue until much of the line is so 
covered by us. We have already applied it to stoves, ranges 
and refrigerators. 

TWO VITAL ITEMS. 

Capital and credit are the two vital items in our business 
life. Our capital and our credit, as well as our customers’ 
capital and our customers’ credit, are linked and interlinked 
jn such manner as to make it difficult to separate them. Our 
capital is money of our own which we have invested in busi- 
ness. If we borrow money to increase our capital it is then 
not capital but credit which we have added. We may in- 
crease in this manner our credit to a small extent by deceiving 
our creditors with the idea that our capital is the sum of both 
our capital and our credit, but the advantage gained is only 
temporary, as the modern methods of commercial reporting 
are almost sure to locate, approximately at least, the amount 
of our capital and fix our credit unbeknown to us, and after 
we imagine that our inflated report has been taken as an 
actual fact. The larger and more prosperous a business is 
the nearer to the actual facts are the commercial agencies 
able to secure correct information from the managers of such 
business interests. Therefore, when replying to inquiries, 
either from our creditors or from the commercial agencies 
representing them, it behooves us to be frank and honest, as 
such a statement will certainly increase to the fullest extent 
possible with good business judgment our credit, even if it 
does not inflate our capital, while an attempt to deceive will 
tend to arouse a suspicion that we are worse off than we are 
in reality, and the report will likewise be so colored. 

KNOWLEDGE OF CUSTOMERS’ CREBITS. 


Nearly as important a matter to us as our own credit is 
the knowledge of our customers’ credit. The man who relies 
upen the fact that he is a well-to-do farmer. a well-paid 
mechanic or a prosperous professional man to obtain unlim- 
ited credit, and by unlimited credit I mean credit without a 
positive time stated for payment, and not unlimited as to the 
amount, and who feels insulted or at least injured when 
pressed for payment, is a good customer for our competitor to 
have. Regarding this oversensitiveness upon the part of the 
debtor community, there appears to be a growing sentiment 
that it is no longer a personal insult to be asked to settle an 
account that is due or past due, nor to have a pay day named 
when the account is made. This to us is an encouraging sign. 
When our customers realize that their personal friends are 
entitled to the same treatment as the stranger who is supply- 
ing them with artistically worded and too ofzen untruthful 
advertisements regarding the goods he has for sale, then and 
not until then will a disagreeable feature of business be elim- 
inated. 

POSITIVE PAY DAYS. 

In our business we have endeavored to arrange each and 
every credit with a positive pay day. We have tried to instill 
into the minds of our customers and employes that the only 
means we have of maintaining our credit is to meet our obli- 
gations promptly, and the only way in which we could do 
that is to realize promptly from our sales; that while our 
purchases aggregate hundreds or even thousands of dollars 
where theirs are only dollars or tens of dollars, our creditors 
do not consider it obligatory to notify us that the account had 
matured, but made sight drafts which must be honored, or 
time drafts with invoices which must be accepted. We have 
endeavored to convince our debtors that there was nothing 
so valuable to a business man, whether that man was en- 
gaged in the farming or mercantile business, as his credit; 
nothing of which we were so jealous as our own, and that 
there was no way so sure of building it up and maintaining it 
as by sacredly meeting obligations made. 


EDUCATION. 


Education has much to do with this, and we feel that we 
are much indebted to our enemy, the catalogue house, for 
educating the masses to the fact that cash transactions were 
not only desirable but necessary in conducting successful 
business operations. To the customer who asks for an ac- 
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commodation until after wool shearing, after haying, after 
harvest or after hog killing we ask when he is going to shear 
his sheep, mow his hay, harvest his grain or kill his hogs, 
and base our reply to his request upon such positive data. If 
we consider the customer responsible and the time asked is in 
excess of the time that we feel that we can safely grant, we 
so state, explaining our reasons, then offer the credit upon 
cash terms upon his giving his note bearing interest until 
such date. If we do not consider him responsible we decline 
the account and allow another dealer, if he can find one, to 
take the chance. We keep in mind two facts which we learned 
years ago from men older in business than ourselves. One is 
that we owe no man an apology for requesting a settlement of 
an account which is due, and the other that if a man is to take 
offense upon having plain business facts frankly stated to him, 
we prefer to have him take such offense before rather than 
after he has an account with us. 


NOTES. 





If we take a customer’s note, and he is a man who keeps 
a bank account, we have this note made payable at such bank, 
otherwise at our office. lf the note is not discounted we see 
to it that he is notified some days in advance of the date that 
it becomes cue, that he may have no excuse for neglecting it. 
If discounted, we leave this for the bank. We do not hesitate 
to say no to the customer who wants credit and whom we 
either do not know, or know is irresponsible or careless in 
meeting his obligations. If he is a stranger we ask for and 
investigate his references before granting the accommodation. 
If he has had credit with us we refer to our books before 
again extending it, if there is a doubt as to his responsibility. 
If such reference shows the time taken was longer than 
agreed upon we do not hesitate to call his attention to the fact, 
and if his excuse is not satisfactory we tell him so and decline 
to accept promises no better than the ones he previously failed 
to keep. We do not accept as an excuse for non-payment the 
one so generally offered that we can charge interest, remem- 
bering that we are not bankers, have not the capital to be 
bankers and are under too much expense for the capital we 
have to make it profitable to do a banking business. We real- 
ize that we must turn our money over several times each year 
to do a profitable business,-which we can only do through do- 
ing either a cash business or one with very short time credits. 

NO TICK FOR BOOZERS. 

We unhesitatingly decline credit to the man who always 
finds cash to purchase liquor, credit seldom goes there, but 
who wants credit with us. We advise him to first buy for 
cash his necessities, then get credit for his luxuries. 

We do not hesitate to refuse credit to a man for fear 
that he will injure us by having his friends withdraw their 
patronage, as is often threatened by people inexperienced in 
the affairs of life. We have learned that the majority of 
men cannot control the business of their own families, much 
less of their neighborhood, and that the neighbors of such 
people more often than otherwise wonder how they obtain any 
credit. 

A BUSINESS CHANCE. . 

We find it much easier to say yes to a request for credit, 
so cultivate the habit of looking a man in the face and saying 
no, and if necessary explaining our reasons. We endeavor to 
do this without giving offense, but being human we sometimes 
do, and have no doubt that occasionally we refuse credit to 
people who would make good and profitable customers, but 
this is a business chance which we are obliged to take. 


LOSSES THROUGH UNPROFITABLE ACCOUNTS. 


Unprofitable accounts bring losses considerably greater 
than the loss of the account itself, They bring the loss of our 
time, our bookkeeper’s time, and often with an attorney and 
court fee added. If these could be done away with the ex- 
pense of doing business would be greatly reduced and the net 
profits would be much larger, and the worry of business that 
shortens the life of many a man would be greatly lessened. 
Do not for one moment think that we are conducting our 
business so systematically, and with such accurate knowledge 
of our customers that we have only good accounts upon our 
books. While we are avoiding as far as possible the whole- 
sale making of undesirable accounts, we find too many succee:! 











48 THE AMERICAN ARTISAN AND HARDWARE RECORD 


in getting into us, through either our poor judgment, the care- 
lessness or indifference of our employes or misfortune coming 
to the customer after his name and many items of charges 
have become thoroughly dried upon the pages of our ledger. 
We live in hopes, however, that some bright mind will con- 
ceive of a plan where the reports upon personal credits will be 
as easy to obtain as it is to-day easy to obtain prices upon the 
commodities in which we deal, but we realize that before this 
is brought about personal animosities and jealousies between 
rival business houses must be put aside, and that the parties 
directly benefited must be willing to pay their full share to- 
wards such necessary expense. The present method of holding 
an account until it becomes hard or worthless and then turn- 
ing over to a foreign collecting agency whose only object is 
to worm out of the debtor a payment does not accomplish the 
purpose and often works a hardship upon the persons they 
brand as “dead beats.” 
A PAPER ON COLLECTIONS. 

I learn from our program that we are to have a paper 
upon Collections. I have therefore dealt as lightly as possi- 
ble with this subject, knowing that it would be interestingly 
handled, but of necessity have had to encroach somewhat upon 
it, in order to illustrate the points I am endeavoring to make. 
I wish to add just a few words upon a subject which is of a 
more delicate nature, as it may be considered strictly per- 
sonal, as it applies to ourselves rather than to our customers. 
In our endeavor to educate our customers to greater prompt- 
ness in their business relations, let us not forget that we are 
under the same obligations to our creditors that our customers 
are to us, and that in order to establish and to maintain a 
credit at the highest point possible, compatible with the 
amount of capital invested in our business, we must meet our 
obligations promptly, or where circumstances over which we 
have no control make this impossible, take up the question at 
once with our creditors and arrange for any necessary ex- 
tension. 

SHOULD NOT IGNORE A SIMPLE DUTY. 

Let us not ignore the fact that an account is due and 
trust to the good nature of our creditor that he will grant 
without the asking all the extra time required. Often he will 
do this, but he appreciates the fact that we realize the obliga- 
tion, and this acknowledgement accompanied with the request 
often places a much more favorable light upon our request 
and our supposed condition. If we ignore this simple duty 
and it becomes necessary to call our attention to this matter it 
is to him an exceedingly unpleasant duty to perform and usu- 
ally to us a very mortifying request to receive, and often 
leads to the loss of a good customer by one and the loss of a 
good business friend by the other, simply because plain busi- 
ness obligations have been neglected. 

A CARELESS AND EXPENSIVE SYSTEM 

While I have laid much stress upon our careless and ex- 
pensive credit system, I realize that there are other dangers to 
be avoided by us, in order that our capital may not be im- 
paired and our credit weakened. One of the hardest to avoid 
is overbuying, which causes thousands of merchants to tax 
their credit to the utmost, to worry themselves into premature 
old age, if not the grave, even when not the cause of disas- 
trous failures. It is a self-gratifying pleasure to realize that 
this jobber or that manufacturer holds us in such high esteem 
that he or they would fill any order we might send them 
without a question until such time as we neglected to meet 
our payments with reasonable promptness. Then an investi- 
gation would be put on foot to find out the whys and where- 
fores and what was our actual worth and responsibility. 
Possibly we would hear nothing of it, but it would be made 
just the same. Oftentimes payments are made promptly, but 
it is through the financial assistance of our banker or our 
friend, at the expense of our profits, or of a large proportion 
of them, by added interest charges. 

INTEREST NEVER SLEEPS. 

Let us keep in mind that this interest works all the time— 
days, nights and Sundays—is not a member of any union and 
never demands shorter hours, although when times get hard 
and money tight it often asks increased pay. It is this inter- 
est that too often more than eats up the amount we had sup- 


posed that we had saved by increasing our orders to a specu- 
lative quantity. Let us avoid the flattery of our friend, the 
commercial traveler, who talks to us about carloads as if it 
was our habit of buying carloads of his wares every week, 
every month or every season. Let us rather go carefully 
over last season’s purchases and sales and see if we did not 
then purchase too largely of this or that article, if the people 
for some reason did not change their minds and leave upon 
our hands or shelves a lot of goods we felt confident of sell- 
ing, and which we would not have purchased had we known 
we were to have had a backward spring, a dry summer or a 
wet fall. If conditions should prove favorable, couldn’t we 
sort up often at a very small additional expense much less in 
reality than the loss forced upon us by having to carry at an 
expense or to dispose of at a loss our overpurchases? This is 
a serious proposition which each of us must face and decide 
for himself, but I am of the opinion that the money lost by 
carrying overstocks, causing the additional interest, rent, in- 
surance charges and loss by shrinkage in values, is many times 
greater than the amount originally gained in lower prices by 
swelling quantities beyond those normally required in our 
business. Some of the most successful retailers are men who 
are so attentive to business that their daily shortages have 
been reduced to a minimum by frequent buying in moderate 
quantities rather than by attempting to carry extreme stocks 
or to astonish traveling men with the size of their orders. 


INSURANCE AND CREDIT. 

Another very important question for us to consider is that 
of insurance in its application to credit. The concern that 
carries an insurance upon their property to from 75 to 90 per 
cent of its actual value adds to his credit value with the 
conservative creditor. There is no gainsying this, and while 
we miay sometimes feel that in paying premiums upon insur- 
ance policies we are paying for “dead horses,” such is not the 
fact. We are really thereby not only assuring ourselves that 
in case of a fire loss we will not be wiped out of business, 
and possibly for all time, but we are assuring our creditors 
that in case of such loss their accounts against us are still 
good. The value of each of these assurances is of too great 
importance to be either overlooked or ignored. 

Many of these questions if intelligently settled by each of 
us as individuals would bring about the natural settlement of 
others to which we give more time and which we feel are a 
serious menace to our business interests. 


SHOULD WATCH LEAKS. 


Times are constantly changing, and it behooves us to see 
that we change our methods to keep in harmony with the 
times, and not allow ourselves to become so infatuated with 
the idea that we alone are right and the world is all wrong 
that we follow in the rut made for us by our predecessors or 
by ourselves, until the. same becomes so deep that we have 
not the strength to get out, and our friends see the hopeless- 
ness of attempting to lend assistance. The result is that busi- 
ness failure overtakes us or business rivalry passes us so far 
that we are no longer looked upon as either a iactor or com- 
petitor in business. Let us carefully watch the leakages in 
our business and stop them, aim to find out our own errors 
and shortcomings and correct them, and keep our hands upon 
the public pulse, and I believe that the best of us would see a 
decided improvement in our profit account, which is in re- 
ality the one object the great majority of us have for being in 
business. 

The above paper was well received by the delegates, 
after which E. J. Morgan of Cadillac announced that on 
account of the sickness of his partner, J. H. Murray, the 
latter had been unable to be present, but he had prepared his 
paper on the subject “Collections,” and Mr. Morgan read 
as follows on 


COLLECTIONS. 


EACH CASE IS STUDIED SEPARATELY. 


What I may be able to say on the subject of “‘Collections” 
will be based wholly upon my own observation, and from a 
retailer’s point of view. 

I am nor sure that any set rule or system can be applied 
to the collection of accounts; but, rather, the conditions, sur- 
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roundings, and necessities of each case must be studied, and 
dealt witn as developments may require. 

As we all know, the laws of our state do not afford us 
much protection in cases where the debtor is inclined to evade 
payment. 

GOOD FELLOWS. 


In many cases the retail dealer must extend credit to 
customers from whom it is well-nigh impossible to collect. 
One of these is the “good fellow” who buys freely without 
a thought of pay day, and is always a good fellow with the 
selling end of the business, but despises the bad man who 
does the collecting. 

THESE DON’T PAY. 

Anouer is the careless, indifferent fellow who always 
promises well but does not fulfill. 

Then there is the fellow who intends well, but can never 
make his affairs come just right to meet his obligations. 

Still another is the fellow who buys with no intention 
of paying if he can avoid it. 

IN CASES OF MISFORTUNE. 


As a contrast to these, we have the honest man to deal 
with, from whom collection is usually a pleasure. 

In addition to the difficulties met with in making col- 
lections from the above mentioned customers, we are often 
confronted with the misfortunes which are strewn along the 
pathway of life, making, apparently, valid excuses for long 
extensions of credit or even for non-payment. 

CONDITIONS MUST BE MET. 


Now, all these conditions must be met and dealt with in 
their various phases in a manner that will still retain the 
confidence and good will of the debtor; for along this line 
would seem to be the only avenue to a successful accomplish- 
ment of the end in view—namely, the collection of the ac- 
count. 


GOOD JUDGMENT NEEDED IN OPENING ACCOUNTS. 


In my opinion, good collection must begin with good sell- 
ing, or, rather, with good judgment in the opening of ac- 
counts. To do this successfully it is a good policy for the 
collector to have control of this branch of the business, and, 
when application is made for credit he should familiarize 
himself, so far as possible, with the circumstances and general 
reputation of the prospective debtor, where he has traded 
heretofore, and, in fact, all the information about him that 
can be obtained. 

USE A BLANK. 


In this connection we have a blank which we have filled 
out, stating the name, residence, real estate and personal 
property, if any, where employed and for how long a time, 
former employer, age, married or single, salary and time of 
pay. 

BLANK IS A GREAT HELP. 

We have found this a great help in determining the ad- 
visability of extending credit. This method gives an oppor- 
tunity for quite a talk with him, and a chance to draw out 
many facts which otherwise might never become known. If, 
after this, we decide to give the credit, he signs the state- 
ment, which we place on file in our office. 


CUSTOMER KNOWS YOU ARE CAREFUL, 


One great advantage with this is that at the very outset 
the customer is given to understand that you are careful in 
extending credit, that it is purely a business transaction and 
that you are accommodating him simply because he has given 
you a good impression of himself. 

Above all, he always remembers that he has signed 
something, which often conveys an idea that it might be some- 
thing binding. 


GOOD CONTRACT NOTES ARE HELPFUL. 


Another great aid to collections is the use of a good 
contract note There are many kinds of goods in the hard- 
ware business upon which this may be successfully used, and, 
when they are used with part payment down, nearly always 
make good security for the remaining balance. If no pay- 
ment is made at time of purchase even then they are much 
more easily collected than a book account. 
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When a man approaches you with a request for credit, 
ascertain how much he desires and about when he expects 
to be able to pay the account. When the time agreed upon 
has expired, the real work of collection begins. 


THREE KINDS OF PAYERS. 


At this time we are confronting what we may term three 
divisions of our accounts. Prompt payers, slow payers, and 
woithless accounts. For I believe no one can do a credit 
business without sometimes making the mistake of passing 
out goods for which it will be very hard to secure pay- 
ment. 

PROMPTNESS IS VITAL. 


In all cases where there are accounts, whether good, slow 
or worthless, I think that a great measure of success in their 
collection must depend on our promptness. A statement should 
be sent out the first or last of each month whether the ac- 
count is due or not. It should be worded in such a manner 
that no offense can be taken by the recipient if the account 
is not due; and if the account is due, the customer’s atten- 
tion should be called to the fact that he must settle in order 
to make his own agreement good. 

COLLECTIONS BY MAIL. 


After this statement has been sent to a slow payer and 
no response has been received, a second or third should be 
sent, together with a polite note, each being more urgent than 
the former. Copies of the letters should be kept for reference. 
A printed form of letter may be used. These are easily filled 
out and i think answer the purpose very well, saving a large 
amount of time and labor. 


PERSONAL VISITS. 


When these fail, good results are often obtained by a 
personal visit. Much more may be accomplished if the debtor 
1s approached in a spirit of friendship. Right here the good 
collector must call to his aid all the sagacity and cunning 
at his command; for he may be confronted with all the ex- 
cuses which a possible expert in the art of evading payment 
can produce. 

WEIRD TALES. 

There may be harrowing tales of misfortune and dire 
distress calculated to move the hardest heart; or there may be 
a heaping of abuse upon your own head and a volume of ter- 
rible charges against your firm, which, no matter how unjust, 
cannot fail to destroy some of your complacency. Here, as 
I said in the beginning, no set of rules can be used—the 
collector must be governed by the conditions surrounding the 
case and use his best judgment in dealing with them. The 
only two rules that I know to be of any avail are to be per- 
sistent and retain your good nature. For if a collector be- 
comes angry the debtor has him at a disadvantage; but, if 
he remains unruffled, oftentimes he may turn the tide and go 
away with some kind of satisfaction. Failure at this point, 
however, usually develops what will later be considered 
worthless accounts. It is therefore important that every ef- 
fort be made to obtain a settlement in which your customer 
shall still have a feeling of good will toward yourself and 
the firm. 

DEBTOR’S GOOD WILL SHOULD BE RETAINED. 


It is highly important to retain the good will of the 
debtor, cven though a settlement cannot be made, for pos- 
sibly the collector will have to approach him again and again 
on the same errand and for the same account; or it may be 
that some other member of the firm or some one in the 
firm’s employ can succeed where you have failed. 


SHOULD NEVER BE FORGOTTEN. 


If ail efforts fail at this time, and the account has to be 
put into the profit and loss column, it should by no means be 
lost sight of. A record of such accounts should be kept and 
an effort made to collect them whenever a favorable oppor- 
tunity occurs to call the debtor’s attention to them. 

CALLED EVERY HALF HOUR. 

If nothing better can be done, perhaps you can obtain a 
note for the amount, and, later, trade it or turn it into cash. 

At this point I am reminded of an account which an ac- 
quaintance of mine once had. It had been running for years, 
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and all his efforts, coupled with those of an attorney, proved 
futile. Finally he decided to make one more effort and con- 
ceived the idea of calling on the debtor at regular intervals 
during the day and politely requesting payment of the bill. 
On the morning of the day set for the supreme effort, my 
friend went to the office of the delinquent debtor and asked 
for an adjustment of the account. He was told that payment 
at that time was impossible, to call again. At the end of 
thirty minutes he made his second appearance, somewhat to 
the surprise of the man who owed the bill, but again without 
avail. Nothing daunted, he persisted in his half-hourly calls 
throughout the day, always courteous, in spite of the abusive 
language he was sometimes met with. Not wishing to forego 
any of his calls, during the noon and supper hours, he used 
the telephone. Finally, late in the evening, the man was per- 
suaded ta a reluctant settlement of the account and my friend 
went on his way rejoicing. 

In many cases such a method as this would undoubtedly 
prove an utter failure, but it serves to show that diplomacy, 
good nature, and promptness will do much for the successful 
collector. . 

In conclusion, I would suggest that one idea be borne in 
mind—collect, as far as possible, without recourse to legal 
action, never allowing your customer to think that you have 
lost confidence in him 

A vote of thanks was extended to Mr. Murray for pre- 
paring the above paper in spite of his illness. 

Henry C. Weber of Detroit commented briefly upon the 
many excellent pointers which he had received through lis- 
tening to the above two papers and felt that all the delegates 
had derived some benefit from them. 

W. P. Bogardus of Mount Vernon, Ohio, was called 
upon and delivered a masterly address on 


THE CATALOGUE HOUSE QUESTION. 


THE DARKEST CLOUD ON THE RETAILERS’ HORIZON. 

Last summer, when I had the pleasure of meeting you, 
the great subject of interest was the post parcels question. 
To-day the darkest cloud on the horizon of the retailer, and I 
may say the jobber as well, is the catalogue house question. 
During the last fifteen years there has come up a class of 
men who have acted on the idea that the way for them to do 
business was to advertise through catalogues, scattered broad- 
cast over the country, the goods they had for sale. And to at- 
tract the buyer’s attention they used some of the best known 
trands of goods as baits, and offered them at a price so near 
cost that the retail trade would not meet the price. In this 
way they sought to create doubt in the minds of the buying 
public, and arouse suspicion that their home merchants were 
charging too much profit. These people freely admit that on 
equal terms they could not hope for trade as against the local 
merchant, but that they must rely on being able to undersell 
the 1etailer, or at least create the impression that they are 
doing so. During the early years of their existence they 
bought of the jobbers, but lately they are going to the manu- 
facturers for their supplies and their avowed intention is 
ultimately to own their own factories, or control the output 
of such factories as sell them goods, as in some cases they 
have already done. The evil effect of this way of doing 
business is forcing the subject on the attention of both job- 
ber and retailer, and a solution of the question is being sought 
for. 


A RANDOM WAY OF SELLING GOODS. 


The fact that goods are quoted in the catalogues in a 
good many instances as low to the consumer as they are to 
the retail trade, and in some cases lower, would indicate that 
some retailers, and that is what catalogue houses are, are be- 
ing favored to the injury of the balance. That manufactur- 
ers or jobbers should engage in this random way of selling 
goods has always been a surprise to me. Especially when the 
low prices are given to people whose purchases will not ex- 
ceed 20 per cent of the manufacturers’ output, and who 
come in direct competition with the manufacturer’s custom- 
ers who buy the 80 per cent or balance of the manufacturers’ 
product. 


NO JUSTIFICATION. 

If the manufacturer were selling to a trade that was 
opening up new territory, if he was sending his goods to 
consumers who had heretofore never used them, there would 
be some justification for his course, but he is supplying goods 
for additional competition in territory that is already covered, 
and is encouraging a competition that is bound to react on 
the manufacturer disastrously. 


AN UNFAIR COURSE. 


The thiiugs we did yesterday have an influence on the acts 
we commit to-day and the work of to-morrow will be more 
or less influenced by what we do to-day. The manufacturer 
who sells to catalogue house and jobber at the same price is 
doing an unfair thing, and discriminating against the jobber. 
He may say, as some do, that a catalogue he@use buys more 
than any ove jobber and further justify himself by saying 
that the catalogue house is better pay that 75 per cent of the 
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jobbers are, but he should remember that the jobber sells to 

the retail trade who handle much the largest per cent of his 

output; that the jobbers are over two hundred in number 

while the catalogue houses are less than a score. 


MANUFACTURER IS AFFECTED. 


There is an injustice to the largest per cent of a manu- 
facturer’s trade, when he takes the position that he will con- 
tinue to supply the catalogue houses at the same prices that 
he asks the jobber to pay. Or when he says that the quan- 
tity shall regulate the price regardless of other conditions, and 
will give the catalogue house, that is but a large retail store, 
the same price that he gives the jobber who must rely on the 
retail trade to help him dispose of the goods he has bought of 
the manufacturer. It is absurd on the part of the manufac- 
turer, who says that he will sell to all who come at such 
prices as he pleases, when he finds the jobber and retailer de- 
clining to further buy his goods to cry “boycott” and seek to 
get sympathy from the public. The manufacturer who treats 
the subject of catalogue house competition as a matter of 
small moment and who is inclined to be amused at what the 
jobbers and retailers say, and contemptuously puts aside any 
consideration of their wishes, may wake up some day to the 
fact that there is more in the proposition than he had any 
idea of and that it vitally affects him, as well as the jobber 
and retailer. 

RESPONSIBILITY CANNOT BE SHUNNED. 


There is a responsibility in this matter that he cannot 
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escape. Especially when he remembers that at least 80 per 
cent of his goods must be sold through the legitimate chan- 
nels of trade—the jobber and retailer. It becomes a rather 
serious question to the manufacturer how to dispose of the 
80 per cent of his goods, if he disposes of the 20 per cent 
at prices that make it unprofitable for the jobber to buy of 
him. 
COMMERCIAL EQUITY. 

There 1s an equity in business that cannot be disregarded 
There is a fair dealing that all men demand. And the man 
who ignores these conditions, and refuses to be bound by them 
loses public confidence and ultimately digs his own business 
grave. 

COMPETITION IS THE LIFE OF TRADE. 

Competition is good and is the life of trade, but a com- 
petition that is based on favoritism—the giving of special 
prices to one competitor to the detriment of the others— 
means ruin and disaster and is unfaif in every way. 

INTERESTS OF JOBBER AND RETAILER ARE IDENTICAL. 


During the decade of Association work there has been 
some advance. At first Association work was looked upon as 
antagonistic to the jobbers, but a closer inspection showed 
that their interests were identical. Last year in May we—a 
committee from the National Retail Association—met by 
invitation a similar committee from the Jobbers’ Association 
to discuss some phases of business competition. Last fall 
at our suggestion representatives were permitted to present 
their views frgm the retailers’ standpoint to the manufactur- 
ers and jobbers at their convention at Atlantic City. This 
year in May representatives of the National Association were 
invited to address the jobbers and manufacturers at Atlanta. 
Later on they were invited to meet the jobbers in commit- 
tee at St. Louis, and a permanent committee with members 
irom the jovbers’ associations and the National Retail Asso- 
ciation, was formed to consider the question of catalogue 
house competition. What will be the results of their study 
remains to be seen. 

INDIVIDUALS ARE HELPLESS. 


Now comes the practical question for you and me to con- 
sider. How can we help on the work? I know of no better 
way than to join our state association, so that we can stand 
unitcd against the evils with which we are confronted and 
have to deal. As individuals we are helpless. United we 
have a strength that we little comprehend, which, if used 
wisely, will be for our mutual good. To-day little Japan is 
fighting against great odds that she might have room in which 
to grow, and a “fair competition.” An armed commission of 
Englishmen is marching into heretofore inaccessible Thibet 
to make a commercial treaty that will open up the trade of 
that hermit nation to the world. Shall not we, as retail hard- 
waremen, stand united and present a solid front, so that some 
method :nay be devised to mitigate some of the evils under 
which we labor? 

UP TO THE TRADE. 

Gentlemen, it is up to us to take some action that can- 
not be taken, unless we stand shoulder to shoulder. A fair 
competition, and no favors and a reasonable chance to live 
by our business, is what we want, and is what we will fight 
for. 

Mr. Bogardus spoke of the success which has so far 
followed the officers of the National Mutual Hardware Fire 
Insurance Company and said that although that concern had 
only been established for a short time it has already written 
policies in nearly all the states affiliated with the National 
Retail Hardware Dealers’ Association, and would undoubted- 
ly return the policy holders a good dividend on its first 
year’s business. He felt that the mutual fire insurance propo- 
sition would ultimately solve the membership question for the 
various state associations, as nobody who is not a member of 
some state association can take out a policy with any of the 
mutual companies now in business. 

Geo. W. Hubbard of Flint, one of the past presidents of 
the association, spoke on the salient points of the papers 
which had been delivered Thursday morning. He dwelt 
strongly upon the evils of overbuying and considered that 
the buying end of the business was, after all, the most im- 
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portant part of it, and the one which should receive the most 
attention. He felt that the collecting of accounts was next 
important and stated that the best time for the merchant 
to make a collection is when he makes the sale. He felt that 
the hardware associations are already having a serious effect 
upon the business of the catalogue houses. He was in a 
position to state that fewer goods are being sold by them in 
the territory which he covers than was the case a year ago. 
This, he thought, should act as an inspiration to the members 
of the association and he hoped that all the delegates would 
return to their homes prepared to interest outside dealers 
and get them to join the association. 

C. E. Pipp of Otsego spoke briefly and acknowledged 
that while the association is accomplishing a vast amount of 
good in the interests of the hardware trade of Michigan, the 
possibilities ahead of the organization were large and that its 
usefulness could be enhanced in many ways. 

E. S. Roe of Buchanan was then called upon and read a 
paper upon the subject: 


SOME POINTS WHICH CONTRIBUTE TO THE 
SUCCESSFUL RETAILING OF HARDWARE. 


S aeeneenel 
CLEANLINESS. 


To my notion one of the most important factors in re 
tailing goods is cleanliness. “Cleanliness is next to Godli- 
ness.” Comparatively few of us, perhaps, are godly, but 
with a little effort exercised daily and in many cases hourly, 
we can all be clean. To be neat and clean yourself and keep 
your stock neat, clean and orderly is a resource that is within 
the reach of every merchant; and to have your place of 
business open promptly and in shipshape, and be ready to 
meet every prospective buyer with a smile, will make a 
good start toward a day's business. 

CHEERFULNESS. 

Too much stress cannot be laid on cheerfulness, for it 
is “catching” and needs only a little good free open-hearted 
optimism to put everybody around you in good humor and 
in a mood to buy. You all recall the old quotation: 

“Laugh, and the world laughs with you; 
Weep and you weep alone; 

This poor old earth must borrow its mirth, 
For it has troubles enough of its own.’ 

The sentiment of this little quotation is a good example 
of my idea of the correct way of doing business. If you 
have troubles—and we all have them—don’t tell anybody 
about them and try to make them miserable, but if you have 
anything pleasant to offer, tell it and you will live in a con- 
genial atmosphere and your business will improve and in- 
crease, for everyone enjoys looking into a pleasant, happy 
countenance. 

Some might say that this is hard to do unless your dis- 
position is sunny, and of the right sort, but I will give it as 
my opinion, based on experience, that this disposition can be 
successfully cultivated and made easy, even by the dyspeptic 
yr the man with a torpid liver, if he will-try hard enough and 
iong enough and “put his soul into the work.” 

Get control of yourself first, get happy, or get so you 
can impress others with the idea that you are full of good 
cheer and ready to meet every difficulty with a smile and as 
though you were aware that it was only another one of those 
incidents that go to make up a life, and in the end is all for 
the best. 


THOROUGH UNDERSTANDING OF BUSINESS. 


To this cheerful disposition I would add a thorough 
understanding of the business. Not only know the name, cost 
and selling price of every article in the store, but, so far 
as possible, know how and for what they are used, so that 
you can show a customer the particular application of the 
article for the purpose in hand and in this way make com- 
parisons of utility and values and make many sales and some 
customers who will become a permanent resource to the busi- 
ness. 

KEEPS POSTED. 


I always make it a point to keep posted, not only on the 
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varying conditions of the market, but also to know the weight 
of sheet iron, zinc and bar iron; the weight, length and 
strength of rope, cordage and wire; to know the number of 
nails to the pound; the weight of staples needed to the 100 
pounds of barbed wire, smooth wire, American field fence, 
poultry netting, and many kindred things that an observing 
man can have at his tongue’s end if he will pay close atten- 
tion to his business day after day. 

It is a pleasure to me to make this fund of knowledge free 
to my friends and customers, very many of whom ask these 
questions, and I am glad to have them do it because if there 
is any new work in prospect it puts me next tc the proposi- 
tion and in a better position to get the business than I would 
otherwise be. 

I have many customers who have traded with me so 
long that when an article of hardware is needed their first 
thought is of E. S., “the hardware man,” and an inquiry 
usually results in a sale or an impression that leads up to 
one later on. 


GOODS SHOULD BE MERITORIOUS. 


If we are successful hardware dealers we in a measure 
are deputized by our friends and customers as their buyers, 
and, as such, we must study every need and purse in order 
to please the varying notions, always selecting goods that 
have merit in proportion to their cost and keep a good assort- 
ment and a reasonable quantity on hand and ready for deliv- 
ery at a moment’s notice. I do not advocate the idea of 
buying six months’ stock ahead, but I do believe that it pays 
to keep enough goods on hand at all times to supply any 
ordinary demand that would be likely to be made upon you, 
and, above all, keep plenty of the staple sizes and kinds of 
goods that are everyday sellers. One of the surest signs 
of weakness on the part of a merchant is to be habitually 
“Just out” of staple stock. 


PROPER AMOUNT OF STOCK. 

The size of the town and the surroundings, the size of 
a man’s capital and the breadth of his ljines of goods should 
make it clear to a careful man about the proper amount of 
stock to carry; but it is my opinion that one of our com- 
monest weaknesses is a disposition to buy too much and 
allow our stocks to gradually increase from year to year, 
and in this way keep our profits tied up in merchandise and 
often prevent our taking a pleasure trip that would repay us 
several times the cost by giving a change and rest that every 
human being demands, to say nothing of the pleasure that 
we and our families might enjoy. So, I say, keep good as- 
sortments, buy often, but keep your stock down and your bank 
account and promises to pay will be up. 


PROFIT. 

Profit is a point on which many of us wonld differ, but 
we will all agree that this important factor is the only thing 
that keeps us behind the counter or in the office from early 
morning until late at night six days out of the week, and 
sometimes seven, and this is the only reason why details annoy 
and make black hair gray. We know that it costs about 10 
per cent to do business, and to this must be added 1 per cent 
for bad debts, 2 per cent for accidents and things unlooked 
for, and you find that about 13 per cent is absorbed in mar- 
keting hardware under ordinary conditions, and this must 
be paid before there is any actual profit in sight, so that on 
general principles 20 per cent is as little as goods can be sold 
and leave a fair return for the money and labor employed. 
If we can turn the stock three times in a year, this would 
net about 20 per cent on the investment, which, with the 
risk of loss by fire and other ways, is plenty small enough. 

WIDESPREAD COMPETITION. 

The great diversity of lines handled in a hardware store 
Naturally puts us in competition with a great variety of 
business, and to meet these different competitors correctly is 
a problem. Grocers and bazaar stores perhaps handle more 
goods in direct competition with the regular line of hard- 
ware than any other class of trade, and while they handle 
cheap goods, as a rule, yet this country demands a certain 
percentage of cheap goods, and the only reason that a hard- 
ware store does not get this class of trade is simply because 


the dealer, as a rule, doesn’t have the class of goods carried 
by his competitor in the cheaper lines. Butler Brothers is- 
sued a little pamphlet recently that was aimed directly at the 
catalogue houses, in which they give some pretty good point- 
ers to a good many of us, especially those of us who chance 
as old timers and who have been accustomed to sell nothing 
but goods that represent a high standard of quality. They 
think that the large business of the catalogue houses and the 
g9-cent stores, bazaars, etc., could be shared liberally with 
the legitimate hardware stores, and at no extra expense to 
them, by simply putting in a line of the cheaper quality of 
goods and selling them for what they are worth and for 
just what they are, and I believe they are right. They say 
that there is no legitimate reason why a man should pay any 
more for an article because he buys it from a hardware 
store than he would if he bought it from 2 racket or a 
bazaar store, and without the cheap article for comparison it 
is hard to show them the difference. 


CHEAP TRADE. 


It appeals to me as perfectly rational that if we cater to 
this cheaper trade, we not only increase our own business 
and profits, but we steal the thunder, to quite on extent, of 
the cheap stores and catalogue houses, and gradually stop this 
evil of sending away for supplies, by giving them the same 
goods at the same prices at home, where exchanges and re- 
turns can be made without cost to any one. I have not yet 
tried the experiment, but I mean to do it very soon. I no- 
ticed an article on the subject in the last of the National 
Hardware Bulletin, which I think is perfectly correct, under 
the title, Meet the Price. 

THE NIMBLE NICKEL. 

We know that it is pretty hard to put up much of a 
fight without soldiers, and so it is to try to become competi- 
tors in a class of goods which we do not keep, and conse- 
quently have no means of even making comparisons. The 
Nimble Nickel is the correct principle of merchandising, 
and, with Grover Cleveland, we must admit that it is a con- 
dition and not a theory that confronts us, and if we meet 
these changed conditions in this way I believe we will all be 
benefited directly and indirectly. 


GUARANTEES. 

It has been my policy for a good many years to make 
good every promise to a customer as to quality and all kinds 
of guarantees, and to meet and satisfy every grievance that 
a customer might have, either real or imaginery, for the 
good will of a customer is usually worth much more than 
the cost to keep him in that frame of mind. I would never 
haggle or chew the rag with a customer, but redeem ever) 
pledge freely and promptly and make it appear to him that 
it was a pleasure to make him happy. 

SUMMARY. 

In conclusion I might summarize and say: 

Keep clean; keep your stock clean and orderly and prop- 
erly displayed; know your business and be prepared to meet 
all kinds of competition; practice eternal vigilance, for we 
know that keeping everlastingly at it brings success. And 
remember : 

“Wives and daughters all remind us, 
We must make our little pile, 

And departing leave behind us 
Cash to keep them all in style.” 

A representative of the Acme White Lead and Color 
Works oi Detroit then announced that his company had a 
photographer in the lobby who was prepared to take a photo- 
graph of the delegates. A flashlight was then taken, after 
which the meeting adjourned. 

THURSDAY AFTERNOON SESSION. 

The president called the meeting to order at 2 p. m. and 
announced that the session would be an executive one for 
retail hardware dealers only. 

The committee on constitution and by-laws was called 
upon and reported as follows: 

Mr. President and Gentlemen: Your committee begs to 
report as follows: 

We recommend that the constitution and by-laws stand 
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as adopted by your last convention with the following 


amendment : 

A committee of two, composed of the president and sec- 
retary, shall be delegates to the National Hardware Dealers’ 
Association convention, and provided they cannot go, the 
president shall have power to appoint this committee from 
the executivé board. Their actual expenses shall be paid by 
the association. 

All of which is respectfully submitted. 

Signed: E. J. MORGAN, 

V. C. WATTLES. 
ARTHUR SHOENEBERG. 


The auditing committee then reported as follows: 

Your committee appointed to audit the treasurer’s books 
and accounts beg leave to report that they have examined the 
same and find them to be correct. 

Signed : J. H. WHITNEY, 
J. G. SPERRY, 


J. G. PATTERSON. 


A delegate reported a case where a jobber persists in sell- 
ing goods to contractors and architects and an animated dis- 
cussion followed in which several of the delegates offered 
various suggestions as to the best method of getting the of- 
fending jobber to discontinue the practice. 

On motion it was decided that all the members should 
take the matter up with this jobber and convince him that it 
would be to his interest to conform to the wishes of the retail 
hardware dealer. 

The nominating committee was then called upon and sub- 
mitted the following names to the convention: 

President, J. B. Sperry, Port Huron. 

Vice president, George B. M. Towner, Muskegon. 

Treasurer, Henry C. Weber, Detroit. 

Secretary, Arthur J. Scott, Marine City. 

Executive committeee for two years, S. Winchester, Jack- 
son; j. G. Patterson, Detroit; E. B. Standart, Holland; E. S. 
Roe, Buchanan; and John Popp, Saginaw. 

The secretary was instructed to cast the unanimous vote 
of the meeting for each of the candidates with the exception 
of the secretary, and the treasurer was instructed to cast a 
similar vote for the secretary. 

This was done and the above list of officers was declared 
duly elected. 

H. G. Mulholland, chairman of the question box commit- 
tee, was called upon and submitted several questions that had 
been placed in the box by delegates, over some of which con- 
siderable discussion arose. The first question which elicited 
considerable interest, was, “Are Trading Stamps of Any Bene- 
fit to the Hardware Merchants?” Mr. A. Harshaw of Delray 
said that he thought no one but promoters derived any benefit 
from them and stated that an organized effort is being made 
by the Board of Commerce in Detroit to have trading stamps 
abolished in the city. A delegate from Battle Creek said that 
the merchants in his city had tried trading stamps, had be- 
come dissatisfied and had ultimately discarded them, and 
none of the merchants handles them at the present time. 
Delegates from Cadillac and Kalamazoo reported that similar 
conditions existed in those cities and that after the dealers had 
found them expensive, as well as being a nuisance, they had 
discontinued their use entirely. 

The question was submitted as to whether it is advisable 
for the association to sell advertising space in ‘ts annual pro- 
gram. A motion was made and carried that this matter be 
left entirely with the president and secretary of the associa- 
tion. 

The question was submitted as to the advisability of 
joining a certain buying company, which on the co-operative 
plan is endeavoring to secure memberships in their proposi- 
tion among the retail hardware dealers of Michigan. Several 
of the delegates discouraged the idea, feeling that nothing 
could be gained in the long run by cutting out the jobber and 
buying from the manufacturer through any such agency. The 
consensus of opinion was that co-operative or syndicate buying 
by retailers is‘a “frost” and all such schemes are bound to 
meet with failure. 

The president: then appointed Henry C. Weber and A. 
Harshaw to escort the new officers to the chair. The retir- 


ing president, Mr. Popp, spoke feelingly of the pleasure which 
he had derived during the past year from meeting and work- 
ing with the other officers of the association. He said that 
the new president could depend upon him at all times to assist 
him in every possible way. 

The new president, J. B. Sperry, in taking the chair, 
acknowledged that the action of the association in electing him 
to the highest executive office was a complete surprise to him, 
and stated that he would to the best of his ability fulfill the 
duties of his office. 

Mr. George B. M. Towner of Muskegon, as vice presi- 
dent, said that he would support the president in anything 
which might be undertaken in the interests of the association. 

Henry C. Weber of Detroit, who succeeded himself as 
treasurer, stated that he hoped that this office would have 
been tendered to some one else at this meeting, but signified 
his willingness to again fulfill the duties which evolve upon 
him as treasurer. 

A storm of applause greeted Secretary A. J. Scott when 
he arose to thank the members for the confidence which they 
had bestowed upon him by electing him for the third time to 
the office of secretary. He was glad to feel that the member- 
ship had been materially increased during the past year and 
hoped that by the time of the next convention he would be 
able to report a still greater increase in membership. 

Mr. George B. M. Towner then moved that a vote of 
thanks be extended to the manager of the Pantlind Hotel and 
the jobbers and manufacturers who had contributed to the en- 
tertainment of the delegates. 

The secretary then read a letter from the convention bu- 
reau of the Detroit Board of Commerce inviting the associa 
tion to hold their next convention in Detroit. He also read a 
letter of similar purport from John Popp on behalf of the 
Saginaw Retail Hardware Dealers’ Association urging the 
association to meet in Saginaw in 1905. 

C. J. Gower of E. Bement’s Sons, Lansing, extended a 
cordial verbal invitation to the association to meet in Lansing 

Considerable discussion arose over the merits of the three 
cities mentioned above, after which a standing vote was ta- 
ken as a result of which Saginaw was chosen and the next 
convention will be held in that city upon the second Wednes- 
day in August, 1905. 

The president then impressed upon the members the ne- 
cessity for carrying their present enthusiasm home with them 
and hoped that each delegate present would secure at least 
one new member before the next meeting. 

The meeting then adjourned. 


CONVENTIONALITIES. 





W. D. Sanford, A. J. Carson and S. M. Perrigo were 
on hand as representatives of E. C. Atkins & Co., In- 





dianapolis, Ind., who kept up their reputation of “At- 
kins Always Ahead” at room 107 at the Pantlind 
Hotel, where they were showing a full line of their 
celebrated silver steel hand, panel, cross cut and one 
man saws; also a full line of small saws and sundries. 

They also had three very handsomely designed sam- 
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ple boards and also exhibited one of their new electric 
signs which is the cacumen of their brilliant and unique 
advertising schemes. This is a very handsome and ex- 
pensive glass sign showing a handsaw with the name 
“Atkins” in jeweled letters on the blade. The dimen- 
sions of the sign are 23% inches in height, 1614 inches 
in width and 6 inches in depth. They were distribut- 
ing their popular high grade playing cards and their 
celluloid combs as souvenirs to the trade. 

W. F. Bigelow, representing the Stowell Mfg. & 
Foundry Co., South Milwaukee, Wis., had headquar- 
ters in the Green Room of the Pantlind Hotel. He 
was showing an attractive line of Ajax barn door hinge 
hangers, Ajax hay carriers, Acme parlor door hangers 
and wall registers, and was giving away an attractive 
souvenir in the shape of a pen wiper. Attractive ban- 
ners along the corridors of the hotel made the route 
to this room an easy one. 

H. H. Seeley and W. D. Royce had an attractive 
exhibit of the Superior Mfg. Co., Ann Arbor, Mich., 

















makers of the Ann Arbor lamps. They were distribut- 
ing a souvenir catalogue describing this line of goods 
to visitors. 

Michigan is the home state of the Estate of P. D. 
Beckwith, who are located at Dowagiac, and they kept 
house in the genuine Round Oak way in room Io! of 
the Pantlind, where they were represented by W. T. 





Leckie, John A. Howard and J. O. Becraft. The lat- 
ter gentleman deserves special credit for being present 
at this convention, as on Wednesday he served as one 
of the judges at the picnic of the Chicago Re- 
tail Hardware Dealers’ Association and was just 
able to make connections in order to be pres- 
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ent at Grand Rapids on Thursday. This firm 
were distributing some of their Doe-wah-jack steins 
which occupy a premier rank among convention sou- 
venirs and were greatly sought after by the Michigan 
dealers. Their stove stick pins were also much in 
evidence in the corridors of the Pantlind Hotel and 
the convention hall. 

O. C. Harrison, who is an experienced convention 
follower, had a very attractive exhibit of the Home 
Pride ranges made by the Home Pride Range Co., 
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Marion, Ind., and was kept busy in explaining their 
points of superiority to visiting dealers. He gave 
away an unusually attractive souvenir in the shape of a 
stove lid lifter. 

H. M. Kipp had space in the Green Room to rep- 
the Frohlich Glass Co., Detroit and 


resent Edward 


Toledo. 

J. Van Dyke, Jr., and W. J. Feddery were among 
the exhibitors in the Green Room, where they had 
charge of the display of the Simonds Mfg. Co., Chi- 
cago, and Fitchburg, Mass. They had an attractive 
souvenir in the shape of a morocco stamp and court 
plaster case, containing court plaster in various colors. 

J. R. Sackett was present as representative of the 
Rochester Stamping Co., Rochester, N: Y. 

F. A. Tower was showing the Pittsburgh Perfect 
fence made by the Pittsburgh Steel Co., Pittsburgh, 
Pa. 

R. P. Searle and A. F. Victor made quite a hit with 
their chance tickets for a White Lily washer, made by 
the White Lily Washer Co., Davenport, Ia., with east- 
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ein branch at Toledo, O. Every hardware dealer 
who registered was given a ticket, giving him a chance 
to secure a White Lily washer. 

Cigar cutters were given as souvenirs by the Acme 
White Lead & Color Works, Detroit, Mich., who were 
represented by A. M. Woodward, C. F. Pulfer, G. C. 
Burnham and H. F. Whittaker. 

F. H. Conant and Ira Van Valkenburgh represented 
Freeman, Delamater & Co., Detroit, Mich., whole- 
salers. 

The Cole Mfg. Co., Chicago, were ably represented 
-by F. E. Wooley, H. L. Bangs and H. A. Cole, who 
had on hand a plentiful amount of the attractive lit- 
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erature of this company, and were giving away some 
puzzle bill book souvenirs. 

T. A. Saylor, C. E. Moore and A. C. Pendell were 
representing Morley Bros., Saginaw, Mich., and were 
showing a nice line of fishing tackle, cutlery and plated 
ware. 

G. T. Hood had an exhibit of the adjustable stove 
pipe, made by the Dunlap Mfg. Co., Dunlap, Ia., 
which attracted considerable attention from the Michi- 
gan dealers who were favorably impressed with its 
many points of superiority. 

A. H. Gillespie J. G. Cooper and W. J. Shannon 
were showing Patton’s Sun Proof paints made by the 
Pittsburgh Plate Glass Co. Pittsburgh Pa. and also a 
line of paint brushes. 

C. S. Kennedy E. K. Springer and W. G. Bittner 
were representatives of Lowe Bros. Co. Dayton O., and 
were giving away handsome watch fob souvenirs. 

OQ. C. Shults was showing the full line of sleds made 
by the Kalamazoo Sled Co., Kalamazoo, Mich., repre- 
sented by L. Gould & Co. Chicago, their selling agents. 

W. S. Jackson and C. O. Wheeler, the suave repre- 
sentatives of Cribben & Sexton Co., Chicago, were on 
hand with an attractive line of hard coal heaters. 

The Wormnest Stove & Range Co., Grand Rapids, 
Mich., had an attractive line of stoves and ranges, in- 
cluding those made by the Ashland Steel Range & 
Mfg. Co., Quincy Stove Mfg. Co. and Prizer, Painter 
Stove & Heater Co. 

W. D. Herdershott and W. H. Scott were present 
as representatives of the Sill Stove Works, Rochester, 
N. Y. They interested a large number of dealers in 
the striking points of the Sterling stoves and ranges, 
which have a deserved popularity with the discrimin- 
ative dealers of this state. 

Immediately following the adjournment of the meet- 
ing on Thursday evening, at the invitation of the job- 
bers and manufacturers of Grand Rapids, the dele- 
gates proceeded in a body to street cars, which had 
been provided for the occasion, and made an extensive 
tour of the city, arriving at the Lakeside Club at about 
7 o'clock, where a banquet had been prepared. Sidney 
F, Stevens, of Foster, Stevens & Company, was toast- 


imaster. 
-7-er — 


PICNIC CHICAGO RETAIL HARDWARE DEAL- 
ERS’ ASSOCIATION. 





In spite of the heavy storm shortly after midnight, 
the tenth annual picnic of the Chicago Retail Hard- 
ware Dealers’ Association, held at Northwestern Park, 
{the location of their last year’s picnic], on August 
10th, was most successful in every respect and there was 
not a cloud to mar its being a perfectly enjoyable oc- 
casion in every respect. While the threatening weather 
kept a few away, and the attendance at this yearly 
function was not quite as large as that of last year, 
there were at least 700 present. 

In spite of the rain, the grounds were in magnificent 
condition, and the day was all that could be desired. 
Instead of two trains leaving the Northwestern depot 
at 9:30 and 10 o'clock, but one train was utilized, the 
members arriving at the grounds at 10:40 a. m. 
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The principal object of interest in the morning was 
the search for the thousand circular tags cunning], 
concealed throughout the grounds a few minutes be- 
fore the train arrived by a representative of TH 
AMERICAN ARTISAN, that paper giving prizes of a five 
dollar gold piece to the gentleman and the lady, re 
spectively, turning in the largest number of these tick 
ets up to 1:30 p.m. The search through the grounds 
for these was very active and animated, and as the hou 
for turning in the tags approached, the less fortunat: 
ones in many cases sold out their gatherings at various 
prices. The lady’s prize went to Eva Engelharct. 
whose industry succeeded in securing 245 of the tags 
or within 5 of a quarter of all those distributed; 1&4 
of these tags were turned in by Mrs. John Dasso and 
102 by Miss Jeanette Schanze. The gentleman’s priz 
was won by E. Mittlestadt, who turned in 52, while 
17 tags were turned in by Harold Hagen. 

John Dasso, who carried off the prize in Vs 
\MERICAN ARTISAN guessing contest last year, failed 
to duplicate his winning feat owing to his chivalry. as 
he turned in the 184 tags which he had gathered in his 
wife’s name. Had he turned them in in his own name, 
he would have been easily the winner of the gen‘le 
man’s prize. 

After dinner the various contests were taken up 
Walter Gielow was winner of the first prize in the 
20-yard dash for boys and girls six years and unide1 
with Albert Krogh second and Anna Peterson third. 

The winner in the 50-yard dash for boys 15 years 
and under, was J. M. McBride, with Fred Thoma sec- 
ond, mil Griebel third and Harry Slater fourth. 

in the bag race for boys, Harry Kennicott was first, 
Clarence Thoma was second, Richard Blank was third 
and Harry Moston was fourth. 

In the 50-yard dash for men, open race, Harry Bach 
proved the fleetest of foot, with John Nolan second, 
Claud Denvenirtz third and Perry Clutterham fourth. 

In the potato race for the benefit of the Daily News 
Fresh Air Fund, Bryant Bennett was first, Mark Ferz 
iow was second and George Walsh finished third. 

The salesmen’s race of 50 yards was a hot affair, 
George Hurd being the winner, with George Fitzpat- 
rick second, G. Ruhling third, O. S. Norsworthy 
fourth and C. L. Dillon fifth. 

In the 50-yard dash for members only, J. Bartholdy 
won the gold watch, with G. A. Neeb second, H. ©. 
McClure third, Andrew Hoffman fourth, Martin Fn- 
gelhardt fifth, S. J. Koehler sixth and J. H. Powers 
seventh. 

In the egg race for wives of members only, Freda 
Armbuster finished first, Mrs. A. J. Engelhardt sec- 
ond, Mrs. Siewert third, Mrs. F. A. Schanze fourth 
and Mrs. Bartholdy fifth. 

The 50-yard dash for young ladies was run in two 
heats. Anna Shapiro, Anna Geiger and Rose Berns 
qualifying in the first heat, and Katie Wertz, Hazel 
Schaefer and Elsie Herzog qualifying in the second 
heat. In the finals, Anna Geiger was first, Hazel Schaef- 
er second, Anna Shapiro third, Katie Wertz fourth and 
Elsie Herzog fifth. 

The tug-of-war between the north side and the south 
side was an exciting affair, each side using their utmost 
exertion to secure the razors offered by the Bullard & 
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Gormley Co. The northsiders were lined up with 
Martin Engelhardt as anchor, H. E. Gnadt, J. L. 
Smith, H. Fehr, Wm. Tresselman, W. F. Siewert and 
\V. Kasten. The southsiders were represented by W. 
\[. Powers as anchor, H. Clutterham, H. O. McClure, 
S. Koehler, T. Engelhardt, W. B. Costello and R. 
Clutterham. It was won by the southsiders. 

\n interesting ball game was played between the 
salesmen and thé clerks. The former being represented 
by Gus. Laemmar, R. Bigelow, Gus. Ruhling, John 
Spies, H. Odell, Wm. Cutler, J. Wahl, J. Kehm and 
Chas. Engelhardt, while the clerks’ team consisted of 
r. Krueger, Jr., short stop; J. H. Smith, Jr., center 
field; A. Pettitt, catcher; A. Porter, right field; H. E 
Clutterham, third base ; B. Porter, pitcher; A. Krueger, 
second base; L. Sherlock, first base; A. Norsworthy, 
left field. S. J. Koehler officiated as umpire. The 
clerks toiled with the salesmen as they pleased, white- 
washing them by the decisive score of Io to 0. 


TWIGS. 





Carl J. Vollrath of the Chicago office of the Jacob 
J. Vollrath Mfg. Co. was among the “fringe’’ at the 
picnic, He has been suffering for some time from an 
accident to his foot, but is now practically as active 
as ever. He was giving away as a souvenir a pretty 
circular in colors showing a maiden in red drinking 
tea from the “Ware of Quality.” 

Joseph C. Miller represented the Simonds Mfg. Co., 
Chicago, and was giving away a series of assorted 
court plaster in a neat red morocco case. 

\mong the welcome visitors to the picnic was Chas. 
LL. Williams of Streator, the president of the Illinois 
Retail Hardware Dealers’ Association. 

Z. T. Miller, ex-president of the National Retail 
Hardware Dealers’ Association and the Illinois Retail 
Hardware Dealers’ Association, was among those 
present. He was kept busy greeting his many friends 
among the Chicago hardware trade. 

We doubt if J. J. Sinzich of the George H. Bishop 
Saw Co., Chicago, ever missed a hardware picnic. 

J. O. Becrait and R. R. Elhott of Round Oak fame 
were among the popular out-of-town visitors present, 
both gentlemen officiating as judges of the various 
contests and exchanging greeting with the numerous 
friends of the [state of P. D. Beckwith among the 
local trade. 

J. D. Warren of the J. D. Warren Mfg. Co. was 
among the prominent hardware manufacturers on the 
grounds. 

Harry J. Searles, the popular stove repair man, has 
returned from the Manufacturers’ Stove Repair Co. 
to his old love, the J. L. Morris Stove Repair Co. He 
was on the grounds greeting his many friends in the 
trade. 

rhe following fringe were present : 

R. R. Elhott, Estate of P. D. Beckwith, Dowagiac, Mich 
J. O. Becraft, Est-te of P. D. Beckwith, Dowagiac, Mich 
“Pop” Bennett, Reading Hardware Co., Chicago 

H. E. Bullen, Bullard & Gormley Co., Chicago. 

C. L. Dillon, The Bullard & Gormley Co., Chicago. 
Sidney P. Johnston, THe AMERICAN ArtTIsAn, Chicago 
W. F. Wallace, THe American ArtISAN, Chicago 

Chas. G. Newell, Cribben & Sexton Co., Chicago. 
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G. Ruhling, The Channon Co., Chicago. 

W. W. Rusco, The Abram Cox Stove Co., Chicago. 

F. E. Sladden, The Allith Manuiacturing Co., Chicago. 

R. Schmitz, The Orr & Lockett Hardware Co., Chicago 

J. J. Sinzich, Geo. H. Bishop & Co., Chicago. 

Carl J. Vollrath, The J. J. Vollrath’ Manufacturing Com- 
pany, Chicago. 

lr. Bowles, G. W. Trout & Co., Chicago. 

Geo. W. Trout, Geo. W. Trout & Co., Chicago. 

W. E. Cutler, The Ranney Refrigerator Co., Chicago. 

Frederick H. Warren, The Michigan Stove Co., Chicago. 

J. L. Smith, Jr., The Lisk Manufacturing Co., Chicago. 


J. D. Warren, The J. D. Warren Manufacturing Co., 


Chicago. 

N. C. Nelson, The American Screw Co., Chicago. 

L. H. Mason, The Allith Manufacturing Co., Chicago. 

E. Nelson, The Lawson Manufacturing Co., Chicago. 

L. E. Simons, Wells & Nellegar Co., Chicago. 

Wm. Brunow, Geuder & Paeschke Co., Chicago. 

H. M. Boise, Geuder & Paeschke Co., Chicago. 

Fred W. Fee, The Corbin Screw Corporaiion, Chicago 

FE. C. Belknap, P. & F. Corbin Co., Chicago. 

Joseph C. Miller, The Simonds Manufacturing Co., Chi- 
cago. 

Harry J. Searles, J. L. Morris Stove Repair Co., Chicago. 


a oS ae —— 


A MAGNIFICENT INTERIOR. 


The accompanying cuts show the interior of the 
hardware store of H. C. Wey & Son, Hobart, Okla. 





A Magnificent Interior. 


Two rows of columns run the entire length of 
the room, dividing the floor into three equal spaces. 
The right side is devoted to shelf hardware entirely, 
and the left side is shelved one-third the length for 
granite and nickel plated cooking utensils, after which 
there is a double deck for harness goods and bicycles. 
Then comes shelving for tinware, and in the rear of 
that the elevator. Two wide platforms run length- 
wise for displaying stoves and ranges. The space in 
the middle of the flocr between the two platforms is 
used to exhibit the latest improved implements and 
farm machinery. On the left hand floor space is a 
row of pyramidal tables on which china and glass- 
ware is kept, and in the rear of them a few fine vehi- 
cles are shown, reminding customers that this firm 
keeps buggies. The construction of this store was 
quite expensive for a new country, but this firm finds 
it is a great trade getter. 


-e- 


5. Eadis is opening up a new tin shop at Shoals.. 


Ind. 
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Catalogue House Competition. 


We take pleasure in presenting herewith an additional batch of interesting letters we have 
received from various branches of the trade, commenting on the question of catalogue house 
competition. The different angles of vision show that there is need of greater unison in the 
ranks of legitimate merchandising—a consummation that is felicitously nearer with each 


succeeding month. 
FAULT LIES WITH JOBBER. 


Sam Len, Lamont, Kan., writes: 

GROWS MORE SERIOUS EACH YEAR. 

I have just read an article in which the writer states that 
he had no trouble in meeting catalogue house prices. I have 
been in the hardware business myself for quite a few years, 
and I beg to differ with this gentleman on the above subject. 
In my time I have met with much sharp catalogue house 
competition, which is getting more serious every year. I buy 
for cash, discount every bill and buy wherever I can buy 
to the best advantage; yet it takes a whole lot of dodging 
and schenting to steer around these snags, known to us as 
catalogue house competition. 

JOBBER SHOULD TAKE MORE INTEREST. 

Catalogue house prices can be met on some articles, but 
as a whole a farmer of to-day can buy 50 per cent of the 
goods used on a farm as cheap from catalogue houses as we 
(retailers) can buy from the jobber. Now, either the jobber 
pays too much for his goods or makes an enormous profit 
on them. Take off the retailers and where will the jobber 
be? I think the jobber should take more interest in the 
welfare of the retailer. 


SELLING BLACKSMITHS’ TOOLS. 

For an example, I will show you how little interest the 
jobber takes in helping compete with catalogue house prices. 
Some time ego a customer of mine came to me to figure a 
bill of blacksmith tools. He had with kim a catalogue of 
som: Chicago house. He said: “If you sell as cheap as this 
house I will give you the order.” I replied: “I will be glad 
to meet your prices.” The first thing on the bill was a 
Royal Western forge. His catalogue price was $18.50. I 
made him a price of $19.00. He gave me the order and here 
is the way I got into it: I gave the order to a Topeka job- 
ber, who charged me $23.75 for the identical forge. On 
receipt of the bill I wrote him how I was up against it and 
by hard kicking he allowed me 5 per cent discount on his 
already very low price, as he termed it. I have had several 
just cuch cases and on writing for a little discount they 
simply told me they were selling as low as anybody else, 
and selling more goods every year. They couldn't see why 
their price wasn’t right. I could tell you of dozens of such 
cases as the above one if time and space would permit. 

esti 


THE PARAMOUNT ISSUE. 








D. W. Cronin, Tecumseh, Ok., writes: 
JOBBERS ADVANCE NO PRACTICAL IDEAS 

I notice the catalogue house question occupies consider- 
able space in the trade journals, and for the past year has 
been the paramount issue in trade conventions. ‘The fact 
that the biggest hardware jobbers in the Mississippi Valley, 
ii not in both hemispheres, recently absented themselves 
from their business to address trade conventions upon the 
subject, attests its importance. But it is a lamentable fact, 
that with all of their flatulent oratory not a single practical 
idea did they advance. 

FALSE IDEA OF PUBLIC 

In all of the addresses which I have read, the speakers 
assume that the public—the great consuming public—was 
created for the sole purpose of being exploited in the interest 
of the retailer, the jobber and the manufacturer. 

Anyone whose view is so narrow and whose mental and 


moral vision is so obscured cannot bring to the subject that 
light which the question deserves and which the universal 
intellect demands. 


CATALOGUE HOUSE CAN TAKE CARE OF ITSELF. 


I am no apologist for the catalogue house; it needs none; 
it is fully able to take care of itself; but I submit the public 
has a right to deal where and with whom it chooses. 


WILL FOLLOW LINES OF LEAST RESISTANCE. 


Ihe distribution of merchandise will follow the lines 
of least resistance, and everything else being equal, the con- 
sumer would prefer trading with his local dealer, but there’s 
the rub—everything else is not equal. Human frailty, in- 
human greed enters into the equation. The manufacturer 
and jobber, in order that they may indulge in lavish luxury, 
must have their pound of flesh, and when the retailer in 
turn adds his profit the price is so high that the customer 
in sneer desperation turns to the catalogue house. 


A JOBBER’S VIEW. 


One big jobber at a recent convention said, “Retailers 
now purchasing of manufacturers should confine their pur- 
chases to jobbers.” This sounds oracular, and by the way, 
did .you ever notice that big men have a wise way of saying 
things that, if uttered by persons of less prominence, would 
sound very flat, if not imbecile? 


JOBBERS’ PROFITS ARE TOO LARGE. 


I cannot understand why I should pay any jobber from 
iwenty-five to fifty per cent more for the same article than 
I would have to pay a manufacturer. For instance, coming 
from the abstract to the concrete, let me illustrate: In the 
matter of netting staples, I can obtain them from the manu- 
facturer for three cents per pound; the jobber will charge 
me six cents per pound, a difference of one hundred per 
cent 


FACTORY PRICES ARE LOWES? 


Uphoisterers’ 3-0z. tacks will cost me at the jobbers’ 
from nine to fifteen cents per pound, according to how much 
[ will stand. I can get them from the factory for much 
less than the lowest price quoted by any jobber. It is the 
same way with other goods. And whenever I can buy from 
an independent factory I do so, whether it is a diminutive 
tack or a car load of barb wire, nails or furniture. This is 
my way of serving the public. I keep the interest of my 
customers uppermost in my mind and would feel that I was 
lerelict in my duty if I did not give them my best efforts. 
hey, in return, give me their trade and also that which 
1 value more than dollars and cents—their good will 


A HOLD UP 


Another big jobber advocated the co-operation of the 
retailers, the jobbers and manufacturers in maintaining prices 
and in lessening the evils of catalogue house competition 
Just think of it! A conspiracy to hold up the public! This 
would be a greater evil than the worst trust in existence. 
rhe retailer fills a place in the world’s economy and will 
continue to do so until the evolution of trade brings changed 
conditions. If that time ever comes the retailer will not 
be a parasite. He will not be content to live off his neighbor 
nor will he enter into an unholy combine with jobbers and 
manufacturers to extort tribute from the public. The matter 
will finally resolve itself into the survival of the fittest and 
the fittest to survive will be he who gives the best service to 
the community 
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A COST CARD SYSTEM. 





F. C. Moys, Boulder, Colo., the able secretary of the 
Colorado Retail Hardware Dealers’ Association, has 
devised a cost card system which he has found very 


efficacious and which he describes herewith 


ARTICLE NO. SIZE DAT}t QUOT. 


buys them from three or four jobbers. On the card 
is shown a possible first cost from jobbers of Chicago, 
St. Louis and Omaha, with weight and freight from 
each point and net cost-f. 0. b. store from each place. 

He is thus in a position to make an intelligent com- 
parison of quotations from different points. 


Ql OT. FROM BY 


SHIP FROM FRT. ALL-F.O.B 





“You will note on card of axes four different makes 
ot single bit on one side and the same in double bit on 


The letter “G” beside the weight indicates an 


The 


original package and that the weight is gross. 





ARTICLE No SIZE LIST DIS FROM 

Axes S. B 33 HSB 
Lippincot SHCo 
LGA 

Red Ridge 3 SHCo 
HSB 

LAVA 

Kelly Perfect 335 LAGA 
SHCo 

Kelly Falls Cy 334 HSB 
SHCo 

LGA 


‘elouaN. FIRST wor /Frei NE1 vr 
) r “1g se 
DATE QUAN. FIRST war. Freight NET RETAIL JOB 


Tr 
4-73-04 D2 7.00 ROG 1.00 8.00 1.25 9.00 
6-4-4 F 7.0 wo 8.40 
1-6-4 8.00 RO 8.80 
6-244 6.00 50G wo 6.90 1.00 8.00 
7-H- 04 5.0 1.00 6.50 
6-444 ‘ 6.50 RO 7.30 








the reverse side—the supposition being that these are 


the lines of axes carried by the retailer and that he 


letter “N” 
as are not bought in original packages. 


in the same place, net weight on such goods 





= —— 
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In the “Quantity” column is noted the quantity to 
which price applies as doz., gross, 1,000, 100, etc. 

The retail and jobbing prices are not supposed to be 
changed except in case of considerable change in cost. 
On such commodities as nails, etc., retail and jobbing 
prices should be adjusted with every market change. 

The card of shelf brackets illustrates the manner 
of keeping cost of goods bought by list and discount. 
It is usually quite difficult for a buyer to determine 
which discount quoted on bolts, screws, etc., is best, 
as he does not know exactly how many points it takes 
to pay the freight from different points. In the case 
of the shelf brackets it is shown that the freight 
ranges from 1 per cent from Denver to 4.2 per cent 
from Chicago and that the price of 80-10-10 Chicago is 
a trifle (6 per cent of list) better than 80 Denver. 

In using the cards | keep all prices in cipher. 

I enclose also another card from a file in which I 








ARTICLE No SIZE LIST. DIS FROM 
Brackets, Jap. 10 45 a ; 80 | TRITCH 
Shelf. Bradley 5-7 2. w| 80-10 LGA 

! 
US 3 | 80-10-35 SHCo 
79 3.60, 80-10-10 HSB 
8-10 4.3 


4 


10-12 | 6 J 





keep a record of quotations. In column marked “By” 
are inserted letters to indicate manner of receiving quo- 
tation, thus: TV means by traveler, verbally ; L means 
letter or written quotation; HV means house, verbal- 
ly. Various combinations may be used in this connec- 
tion as they seem expedient. ; 

I also use this file and the “By” column to keep 
track of my catalogues. For instance under the head 
oi “Saws” comes Disston and in this column “C12,” 
showing that Disston catalogue is in pigeon hole 
No. 12. 

I trust these cards and the above explanation may 
assist some brother hardware dealer in the conduct of 
his business. 

I feel that too many of us are inclined to buy from 
the traveler with the glad hand and pleasant smile 
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without systematically comparing his prices with oth- 
ers available. While we should undoubtedly give the 
preference in our buying to our friends, and there are 
some houses who so antagonize our best interests that 
that should not receive our patronage at any price, vet 
we can all improve our condition by looking more 
carefully to our buying. 

“Many of theevils of the catalogue house and depart- 
ment store competition may be overcome by greater at- 
tention to our buying. We should obtain our goods at 
prices permitting us to meet any competition. If we 
can’t get such prices of one house we should try an- 
other. 


: ooe 
WELCH MAIL BOX. 





The Welch Co., Nankin, O., are manufacturers of 
the Welch rural mail box. 
The body of the box is made of two pieces of heavy 
|DATE QUAN FIRST wor. Frouy NET RETAIL JOB 
COST COST 


7444 MPR te 2N 1 7u 0 75 
6-10-04 82 iN 2.7 v3 iB 
B-R44 x20 SN 3.6 79.3 mw 
§-2-O4 R3.8 iN 4.2 70.6 24 
KigN sD 
114eN 4 


galvanized iron, joined together by folded seams well 
pressed down, making a rigid, solid and substantial 
job. 

The box has two openings; the lower and larger 
one is closed by a door or lid hinged on the inside 
and near the top of the box, allowing the lid to open 
upward from the bottom, and when open partly, pro- 
jects from the box in such a way as to form a sheiter 
for the opening. The upper and smaller opening is 
triangular in shape and is closed by an automatic 
device or lid which is hinged on a wire running across 
the bottom of the opening and down the outside of the 
box, and ending in a coil of sufficient weight to close 
the lid which fits loosely against the top of the box. 

When the box is placed near the house, the lower 
lid is intended to be left open when there is no mail in 
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the box, saving the carrier the trouble of opening it 
and enabling him to approach the box with the mail 
rolled up in one hand ready to put into the open box. 
This done he has only two moves to make; a down- 
ward stroke of the lid and a straight pull of the signal 
lever from either position it may be placed in; and 


A FLOURISHING SHEET METAL CONCERN. 





The accompanying illustration shows the employes 
of Seaman & Schuske, 1604 Frederick avenue, St. 


Joseph, Mo. 


This firm have installed a large number of warm 




















Missouri Sheet Metal Workers. 


he has deposited mail, closed the box, set the flag 
crosswise of the box, which enables the patron of the 
box to knoW that the carrier has passed and left mail 
for him. 

No matter how much mail is put in the box at a 
time it cannot unroll so as to interfere with closing 
the lid, it is claimed, and opening, as it does to the 
bottom of the box, it is easy for even a child to see 
into the box and remove the contents, dispensing with 
bothersome penny pockets and letter racks. 

The upper opening is to be used when box is situ- 
ated a distance from the house, and where it is likely to 
be molested. 

The carrier can put any ordinary mail through this 
opening which pushes in and downward and is self- 
and is sheltered by the top of the box pro- 
for about an inch and a half; this 
shelter or projection also allows the patrons of the 


closing 
jecting over it 
box to hold letters under the top of the box and close 
the triangular device up against them, thus holding 
them there so that the carrier can get them without 
inconvenience when the box is locked. 

When the patron of this box wishes it locked he 
can place his own lock upon it, for by using the tri- 
angular device as described above, it is unnecessary 


for the carrier to have a key to the box. 


air furnaces, and do a considerable business in metal 
tile and composition roofing. They handle galvanized 
iron, cornices, skylights, copper smith work, fire doors 
and shutters. This firm was established in 1870 and 


has had a long and prosperous career. 
+o 


The Berger Mfg. Co., Canton, O., are guaranteeing 
prices and prompt shipments on black and galvanized 
sheets, tin plate, solder, corrugated iron, roofing, sid- 
ing, eave trough, conductor pipe, cornices, metal ceil- 
ings, steel office and vault equipment. 


The Congdon & Carpenter Co., Providence, R. L., 
are hard people to please. Most of the firms we know 
of who deal in iron, steel, metals and heavy hardware 
are pleased enough to have their collections made, but 
in spite of the fact that collections have been quite 
regularly made from their customers, they are far from 
satisfied, as the gentleman who has been making same 
is not an employe of theirs and owing to chronic for- 
getfulness fails to turn over this money. He has lately 
been convicted by another concern, and is serving a 
short sentence for this same offense, and this firm wil! 
be so pleased to see him that they are willing to pay 
$25 reward to anyone who will hold him and telegraph 
He is rather short and thick set and has a mole 
The New England hardware 


them. 
on the side of his face. 
trade should took out for this man. 
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Heating and Ventilating 


The Supervising Architect, Treasury Department, 
Washington, D. C., will receive bids until September 
6th for heating the Marshalltown, Ia., postoffice. 








The plant and equipment of the Vance Boiler Works, 
Geneva, N. Y., have bees levied on to satisfy a judg- 
ment for $15,185 held by the Geneva National Bank. 
The company will probably reorganize in the near 
future. 

A special meeting of the directors of the Fowler & 
Wolfe Mfg. Co. was held at their office in the Bourse 
building, Philadelphia, on Monday, August Ist, and 
resolutions were passed on the death of their late 
president, Gurdon G. Wolfe. New officers were elected 
as follows: Wiltsie F. Wolfe, president and genera! 
manager ; Charles R. Fowler, secretary and treasurer. 

The Excelsior Steel Furnace Co., 38-40 West Mon- 
roe street, Chicago, have made some large additions to 
their line of pipe and fittings for Tuttle & Bailey, Fer- 
rosteel and Hart & Cooley lines of Special side wall 
registers. To enable extensions to be made to bring 
connections below the joist line, they are prepared to 
furnish short sections of double pipe in special sizes 
for 7X10, 7X12, 10x12, 8x13, 8x15, 8x17, IOx13, [2x14, 
12x15 and 12x18 registers. This circular which they 
send us gives various information as to dimensions, 
etc., of the stack heads to accompany these different 
size registers, including the inside size of stack heads 
and boots for the first floor, outside size of same, size 
of hoot collars, size of stack heads for second floor, size 
of extension collars on special sizes of stack heads, and 
size of double pipe which can be used for extensions to 
second floor by using a No. 27 reducer. One of these 
interesting circulars will be forwarded the trade on 

When writing for same, kindly add, “Saw 
\MERICAN ARTISAN.” 


application. 
it in THE 

The Magee Furnace Co., Boston, Mass., send us a 
pamphlet describing a new series of furnaces which 
they are now offering the trade. 

The Magee coal or wood furnace is made in five 
sizes, 735, 740, 745, 750 and 755, with dock ash or 
triangular grate for coal burning and a flat grate made 
in two sections for wood burning, which can be re- 
moved or replaced through the feed door without dis- 
turbing any other parts. 

It is fitted to rest on top of coal grate. 
heater attachment is so arranged that the best results 


The water 


are obtained from both the warm air and hot water; 
the fire pot capacity is not lessened in any way. The 
water receives heat from the fire as does the crown 
shects of a boiler and serves to distribute the heat very 
economically. 

Other series of this new heater are 635, 640, 645, 
650 and 655 and 840, 845, 850 and 855. 

The Magee Cottage smoke, gas and dust tight fur- 
nace with wrought or cast iron radiator has fire pot 
in two pieces with straight lines heavy and durable. 
The products of combustion make a complete circuit 
of radiator before passing to smoke pipe; the air 
circulates in direct contact with the fire pot, combus- 
and in about radiator becoming 


tion chamber and 


thoroughly heated before reaching the hot air pipes. 
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CHAMPION HOT WATER COMBINATION 
BOILER. 





The accompanying cut shows the Champion kot 
water combina- 
tion boiler, man- 
ufactured by 
rank D. Stolz, 
156 Webster ave 
nue, Chicago 





z This combination 
=> . . 
= boiler is handled 
a | 
by such well 
known firms as 


Base Section When Used Without Ring = , 
Sections. the Co-Operative 


Foundry Co., Rochester, N. Y. ; Kellogg-Mackay-Cam- 
eron Co., Chica 
gO; Kellogg- 
Mackay - Ca m e- 
Co., 


apolis; Keith 


ron Minne- 
Furnace Co., Des 
Moines, la; 
Mo., and Rundle- 
Spence Mfg. Co., 
Milwaukee, Wis. 
The  construc- 
of this 





Ring Section, 
Stockhoff Supply Co., St. Louis, 


tion sec- 


tion permits its 


being placed di- 
rectly at the 
the 
which position its 


top 
of fire in 
large surfaces are 
subjected to the 
strongest effect 
of 
ing it a powerful 


the fire, mak- 


heater. The open- 


ing in front of 





Champion Hot Water Combination Boilers. | he boiler is 
placed opposite the feed door opening to permit the 
addition of fuel to the fire. 
allows the flame and reflection of the fire to come in 


The opening in the top 


contact with the surfaces of the furnace, thus pre- 
venting any detraction from the furnace capacity. One 
or more sections can be used. They are connected 
with extra heavy threaded nipples, making all joints 
absolutely tight. The fire passing through spaces be- 
tween rings in each section and over their large sur 
faces permits the direct action of the fire to come in 
contact with each section added. 
~e- 

The Niagara Machine & Tool Works, Buffalo. 
N. Y., have an interesting exhibit in the Machinery 
Building, Block 23, World’s Fair, St. Louis, including 
automatic can machinery, presses, shears, tinners’ tools, 
eve. 

Edward T. Burgess of the Burgess Soldering Fur 
nace Co., Columbus, O., has left for Indian River, She- 
boygan, County, Mich., where he will spend the next 
four weeks in recreating and in creating his annual 
havoc among the piscatorial denizens of the locality. 
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THE WARE OF QUALITY AT MIDNIGHT. 


illustration shows a view taken 
at midnight of the extensive factory of the Jacob J. 
Vollrath Mfg. Co., Sheboygan, Wis., manufacturers of 


In the lower left hand corner of thiis 


The accompanying 


enameled ware. 
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A PROBLEM FOR THE CRAFT. 


TO THE AMERICAN ARTISAN. 
As to the problem submitted in THE AMERICAN 


ARTISAN of Aug. 6th by “Ky.,” I am inclined to think 
there would not have become a problem at all if the 
draft door of the boiler had not been located so close 
tc the manhole or base of vent flue. The fact that 
the boiler works all right when the manhole door is 


shut makes it unnecessary for us to look higher than 


Need iT ce 
if 88 ae ®eaga g peseee ‘ 


ig aa aa ae as ang 
i@ me ae a an Te 


A Midnight Scene In Sheboygan. 


cut is shown their 
from thence to the right are their cleaning and pickling 


electric light 


foundry department, and passing 


departments, stamping department, gas, 
and power plant, coating and enameling department, 
and finishing departments, respectively. 

The first floor of the factory shown in the back- 
ground is devoted to their extensive shipping depart- 
ment, while their inspection and packing is done on the 
On the third floor is their case lot stock 
department, fourth floor is devoted to their 
open stock department. The executive offices of the 
are located under the tower shown the 


second floor. 
while the 
company in 
upper right hand corner. 

The firm have a very attractive exhibit at the Lou- 
7—B of the Manu- 


showing a com- 


isiana Purchase Exposition, Block 
facturers’ Building. Here, 
plete assortment of such of their attractive lines as the 
Sultana, Duchess, Chicago, Special 
Brown, Vollrath, Speckled, Atlantic, 
Blue, Imperial and New Idea wares, they show a mam- 
moth teakettle 12 feet diameter feet in 
perfect in every detail. Some idea of the 
of this teakettle 
when it is considered that it is capable « 


besides 


Princess, Pacific, 


Meissner, Special 


in and 10 


height, co- 


lossal dimensions can be arrived at 


f boiling ex- 
actly as much water as the ordinary tea- 
kettie familiarly seen on the kitchen stove. Their booth 
built of Flemish 


area of 625 


5,500 times 


St. Louis is handsomely oak with 


ail 


French plate glass panels. It covers an 


the manhole for a cause of the trouble. I conclude 


that when the 28x40 manhole is open the velocity of 
the large volume of air into the vent flue practically 
cuts off the air supply to the boiler. 


Remedy: Place a partition between the draft door 


te al 


em 
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Man Hole 2 





and manhole so drafts will not conflict; or place the 


manhole on some other side of vent flue, or at the base- 


ment ceiling so its draft cannot interfere with boiler 
draft. “BLUNT.” 
Chicago, Ill., Aug. 9, 1904. 
or 
John Eldredge, Peter Kruse, A..L. Fox and John 
Fox are the incorporaters of the Western Can Ma- 


\storia, Ore., capitalized at $43,200. 


chinery Co., 











THE AMERICAN ARTISAN 
NOTES AND QUERIES. 


GALVANIZED CONDUCTOR PIPE GALVANIZED AFTER IT IS 
MANUFACTURED. 
From D. S Cadwell, Atlantic, Ia. 

Will you kindly give me the addresses of firms who 
galvanize their conductor pipe after manufacturing 
same ? 

\ns.—Lamb & Ritchie, Cambridgeport, Mass. ; 
Milwaukee Corrugating Co., Milwaukee, Wis. ; Garry 
lron & Steel Co., Cleveland, O. 

HERRICK SPRING FOR FASTENING ARTICLES ON THE OUT- 
SIDE OF BOX SHELVING, 
From Waterloo Hardware Co., Waterloo, Ia 

Where can we get the Herrick spring for fastening 
articles on the outside of box shelving? 

Ans.—I*. A. Herrick & Co., Jackson, Mich. 

ALUMINUM PLASTERERS’ HOOK. 
From W. M. Orr, North Bend, Nebr. 

Can you give us the name of a firm in Marshalltown, 
la., who manufacture an aluminum plasterers’ hook ? 

Ans.—Marshalltown Trowel Whks., Marshall 
town, Ia. 

KAOLIN, 
From Bridgeford & Co., Louisville, Ky 

Where can we buy kaolin? 

\ns.—Ostrander Fire Brick Co., Troy, XN. Y.; J 
\W. Paxson Co., Philadelphia, Pa., and M. D. Valen- 
tine & Bro., Woodbridge, N. J. 

WELSBACH MANTLES. 
From A. H. Conant, Toledo, Ifa. 
Who makes Welsbach mantles ? 
\ns.—Welsbach Light Co., Gloucester, N. J. 
GASOLENE STOVE BURNERS. 
From A. H. Conant, Toledo, Ia. 

Where can | buy gasolene stove burners? 

\ns.—Niagara Machine & Tool Wks., Buffalo, 
N. Y.; Schneider & Trenkamp Div. American Stove 
Co., Cleveland, O.; Turner Brass Wks., 44 North 
Franklin street, Chicago. 

ADDRESS OF HOWARD STOVE & MFG. CO. 
From F. G. Reineck, Chicago, III. 

What is the address of the Howard Stove & Mfg. 
Co.? 

\ns.—Savannah, Mo. ° 


—— —- _ 


ITEMS. 


M. O'Keefe is president, L. E. Vailoft is vice-presi- 
dent, F. D. Becker is secretary and A. G. Ricks is 
treasurer of the Southern Can Co., New Orleans, La. 

E. S. Moore is president, C. A. Crary is vice-presi- 
dent, and A. H. Murray is manager of the Murray 
Roofing & Tile Co., Cloverport, Ky., capitalized at 
$65,000. 

Thos. Cook, J. W. Adair and H. W. Lazelle are the 
incorporators of the Western Metals Co., Jersey City, 
N. J., capitalized at $300,000, for dealing in minerals, 
metals, etc. 

\lbert Troll, John A. Tomlinson, Samuel Campbell, 
John T. Troll and C. W. Troll are the incorporators 
of the Belmont Stamping & Enameling Co., New Phil- 
adelphia, O., capitalized at $100,000. 


Seven hundred and twenty-five boxes of tin plate 
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were recently shipped by the American Sheet & Tin 
Plate Co. from their Elwood, Ind., plant to Japan 
rhey want to look out for the Vladivostok squadron. 
The Garry Iron & Steel Co., Cleveland, O., send us 
a little circular calling attention to their Genasco brand 
of roofing. Their Genasco single ply is an asphalt 
saturated wool felt and is used in construction of com- 
position roofs, damp course, water proofing, under the 
tile or slate, etc. Other roofings made in the Genasco 
brand are the Genasco two ply, Genasco three ply and 
Genasco stone surfaced ready roofing. The Genasco 
roofing cement is a superior material for replacing 
coal tar and pitch. Titekote is a liquid preservative 
for metal and wood. It is claimed that it is not affected 


by ammonia, sulphuric oxide, acid fumes, alkali, brine, 


etc. It is waterproof and electrolysis proot 
ec 
HUSKERS. 
R. F. Clark, manufacturer of corn huskers, is now 





Clark's Imperial Corn Husker. 


located at 100 Lake street, Chicago, where he has five 


times the space he occupied in his old quarters. Clark’s 





Clark's Standard Movable Adjustable Hooks. 


Imperials with movable plate detachable and _ self- 


adjusting can be moved to any posi- 






tion by raising the legs slightly and 
refastening. Clark’s standard movy- 
able adjustable 
hooks No. 1 E have 
plate formed over 
the palm with a view 
for using it as a lev- 
erage in breaking off 
the ear. Ventilated Finger ;» 

Clark’s ventilated finger cots have adjustable shields 
to fit any finger. They hold no dirt, being open at 
the back and prevent scalding because the finger gets 
the air and is at the same time fully protected. 

eo 


YOU NEED A REST. 


If you are not feeling well, don't call a doctor but 
take a lake trip! You return home feeling new lite 
and your brain blown free from cobwebs. Send 2c 
for folder and map. Address A. A. Schantz, G. P. T. 
Mer., Detroit, Mich. 
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ADVERTISERS? INDEX. 





ALPHABETICAL LIST. 





American Furnace Co...........++ 
American Lock Nut Co............ 
American Stove Repair Wks. 
American Sheet & Tin Plate Co.... 
Ashland Steel Range & Mfg. Co 
Atkins, E. C. & Co., 
Atlas Bolt & Screw Co 
Atlas Mfg. Co 
Auer Register & Mfg. Co.... 
Avery Stamping Co..... 
Baker McMillen Co 
Barler Mfg. Co 
Barnett, G. & H. Co 
Beckman Bros ......... 
Beckman C 
Be skwith, Estate of P. D..... 
Benedict & Burnham Brass and 
Copper Co piaees 
Ff 3 8 rr re 
Ber zer Mfg. Co side 
Berg strom Bros. & Co........ 
Blacklock Foundry 
Bommer Bros 
Bonnot Co 
Boynton Furnace Co. 
Brammer 
Brauer, A. G. esses 
Bridgeport Chain Co pclae aia ainda 
Isridgeport Crucible Co 
Brucker, M 
Burton. W. J. Co 
Canton Clothes Dryer & Mfg. Co. 
Canton Steel Roofing Co........... 
Carr & Co 
Castle, Wilmot Co. , 
Chicago Furnace Supply Ca. 
Chicago Stove Wks........... 
Clark Novelty Co : 
Clark, Quien & Morse...........+.+. 
Clark, #. F 
Clayton & Lambert Mtg. Co.. 
Columbus Bolt Works... ; 
Connors. Wm. Paint Mfg. Co. 
Consolidated Press & Tool Co 
Cooney & Geiger - 
Cope, Geo. W. Pattern Works... 
Cortright Meta! Roofing Co 
Craig-Reynolds Foundry Co....... 
Cronk & Carrier Mfg. Co..... 
Crown Ventilator Co P 
Cyclone Woven Wire Fence Co 
Davison Mfg. Co. 
Denning Fence Works... es 
Detroit Heating & Lighting Co 
Diam: nd Stove Co ot Ore 
Disston, Henry & Sons ............ 
Dixon. Jos. Crucible Co. 
Dust, Wm. T. Co.. 
Eller, J. H. & Co.. wesw 
Enterprise Mfg. Co. of Pa 


Evans Stamping & Pliting Co.... 
Excelsior Steel Furnace Co....... 
Exhibit & Trading Co............. 
POI io isda bins cc ccacascvas 
Follansbee Bros. Co..... 
Forest City Fdy. & Mfg. Co 
Foster, C.H . 

Foster Stove Co 
Franklin Spectalty Co 
Frielley & Voshardt. 
Galesburg Cornice Works ....... 
Garry Iron & Steel Co 
(rem City Stove Co.... 
Globe Ventilator Co... 
Great Western Stove Repair Co. 
Green Foundry & Furnace Wks 
Bars & Crouse Oe. ....6.ccc.s 0s 
Hawkeye Wrench Co......... 
Haynes-Langenberg Mfg. Co. 
Henry & Scheible Co...... 
I EIN. ans kes Ktnentaanedes 
Hoffman, Geo. W 
Home Pride Range Co 
DNs Si Dis kbkake epniegscenn 
Howes, S. M. Co., 

Hurwood Mfg. Co...... 
[llirois Rooting & Supply Co... 
Iwan Bros 
Johnson, E 


J. &Co. 


Joliet St 


ve Works .. 
light Works 
rg Roofing & Ceiling Co. 


Jones Sky 
Kanneb: 





























| Keene, Geo. C. & Co... -- 8 Ash Doors. Door Hangers. 
Kimball Bros. Co.......... ‘ . 84-Stowell Mfg. & Fdy. Co.. 26/ Cronk & Carrier Mfg. Co.......... at 
| Kontny, John ............. ssecee 1B Blankets— Horse. SN Be GD, x « ccntenaveseses 85 
Lalance & Grosjean Mfg. Co...... 90! Beckman Co. : 89 
| Lawson Mfg. Co....... ... $3] Bolts Drilis. 
25 | Lee-Glass- Andreesen Haw. Co.. .. 82 | olts. ,| North Bros. Mfg. Co...........<0.. 7 
75| Lennox Furnace Co............... 24| 4tas Bolt & Serew Co........ ..-. isle: 
76| Litchfield, J. M...........2.ecese0e a7 | Columbus Bolt WKS.............++ 1} Eaves Trough. 
79| Lufkin Rule Co.. ..... ........se0 86 Brass Ce eee 
10) Maher & Son....... .. 81} Benedict & Burnham Brass and _ /Garry Iron & Steel Uo............ x0 
. 92| Mansfield Stove Pattern Works .. 7 | eens comet alata — Kanneberg Roofing & Ceiling Co.. 81 
1| March-Brownback Stove Co ...... 16 um wi G- CO... 2... 8 » 
92| Marion Stove Co ............s- 12 Brick Handlers. Electro-Platere’ Supplies. 
26| Marion Stove Co 7¢| Union Brick Bond Co......... RT Roberts Chemical Co.............. 24 

- So) enero Se Brick Ties. Electrotypes. 
84| Meyer & Bro. Co...... --- 15| Union Brick Bond Co.......... 87/ St. Louis Electrotype Fdy.... a5 

. 13| Meyer Furnac3 Co..... saan ae Bull Ri 

1| Michigan Enameling W orks. ve Bl FR sc SY ngs. 81 Enamel Ware. 
83 | Milwaukee Corrugating Co......... 78 8 _c ea | Lalance & Grosjean Mfg. Co ...... 60 

. 89) Milwaukee Pattern Works........ 76 Pl & ye a | Nav’ 1 Enameling & — Co.. 91 
28| Miskimen Furnace Co............. | hence PURSE CEP WBeese - ove. [Vollrath Mfg. Co 91 

| Monroe Foundry & Furnace Co.... 20| Cans. 
80| Montross Roofing Co.............. qq | Stauber & Kwek 20.6. .6s cess cece cece 86 | Enameling. 
8 a Mueller. L. J. Furnace Co .. . 21 Carpenters’ Tools. |C.N . Hooper. . ee 74 
79| National seeeeEEY & prpeuetened oi Hurwood Mfg. Co.... .. .......... 75 Michigan Racmeling Ww orks. 75 
95 | Co.... oe ” 
77| Niagara Machine & Tool Works.. 81 erence Aoniyet eg eae: ¢ - Exporters. 
| Nickel Plate Stove Polish Co. 27 GIT Ge Gs obs sc tates as yucenusesas 83 
oa Norris & Loring Hdw. Co......... 74) Garttage Robes. 
1x| North Bros. Mfg. Co............00 qq | BOCKMAR OO..... cercveoesas+ sores aid Faucets. 
mbes S. Co .. 25 | Cartridges. Clark } Novelty Co.. nad 
g | Osgood Scale Co.. te a 92 | Norris & Loring Hdw. Co.. 74) J. a a 87 
Peerless Steel Range Wks........ 10| Peters Cartricge Co........... o2| Fence Gates. 
a Pelouze Scale & Mfg. Co.:........ 75 Sottings ean Denning Fence Works..........-- 3 

. Peters Cartridge Co..... .... . 92) | Berger Mfg. Co. 79) 
79| Phoenix Iron Wks. +++ 90! W. J. Burton & Co..... 0. cece ceecee 79 Files. 
gq | Pittsburgh Stove & Range vo..... 3] Canton Steel Roofing Co.......... 78|C. & H. Barnett Co............... ! 
78| Plume & Atwood Mfg. Co.......... 80) J.B. Eller & ©0 ...ccccccseeeeeeees 80| Henry Disston & Sons ...........+. 90 
g3| Portsmouth Stove & Range Co... 2/ mriediey & Voshardt............... 78 

_. g2| Powers Bros.. 1 | Illinois Roofing & Supply Co...... 92 | Forming Rolls. 
. 19] Pullman Mfg. Co... -+++++e+++ 80] Kanneberg Roofing & Ceiling Co.. 81/ Consolidated Press & Tool Co.. .. &2 
: 14] Quine y Washing Machine Co. err 83 | milwaukee Corrugating Co........ 7g |G. C. Keene & Co.... 0... 200. eens sl 
| 2 eee . 81 inition Niagara Machine & Tool Works.. 81 
s 4 s . 
_ ei eich pag se ne ae Bridgeport Chain Co.............. 1 Foundry Supplies. 
>3,| Richardson & Boynton Co hae 15 alia aes eee. ‘ ar CURRIE OD nine isc cdes eves £5 
Roberts Chemical Co. 24 | Canton Clothes Dryer e- W0.. a 
Roberts Heating & Ve shitetios Co 19 | Hill Dryer In ieiik insnhiidnd oietiaiets de dele hanks ctpitel tal PI nn a _ _ 
a» | Rohrbacher Pe re 23 Coffee Millis Auer Register & Mfg. Co.......... 26 
xo| St. Louis Electrotype Fdy . 85| Enterprise Mfg. Co. of Pa........- 88] petate of P. D. Beckwith......... 2x 
76| Sandusky Tool Co............-..-. 86} = Genductor Hangers. __| Bergstrom Bros. & Co..... 2.200... 25 
79| Schwab & Sons Co.............-.+- <j: gg ee ree Bonnot Co. .... ee 
18 Seither Cherry CO. -.. +. 02s s serene Wit 7 | Boynton Semennte.. alge te 18 
<7 Shumway & Sons. C. W. 8 Conducter Pipe | Wilmot Castle Co........ ..++++.. 22 
o3| Signal Mail Box Co................ 8 -.|Chicago Furnace Supply Co....... 19 
a) | Sill Stove Works............ 5| Berger Bros. Co..........-+-++++++ 7 
, a ; .. | Berger Mfg. Co.........0. sss sees 79|Craig-Reynolds Foundry Co... ... 18 

. 74 Silver & Co ....ccsee. he -nialeae 75 ~g| Detroit Heating & Lighting Oo... 14 
s3|Smith & Anthony Co.............. 13) Clark, Quien & Morse........... 8 ‘ . o 

ey 5 | Friedley & Voshardt.............. 7g | Excelsior Steel Furnace Co...... 2 
14 I Gs dats cceceees cence On a Forest City Fay. & Mfg. Co...... 17 

3 -|Garry Iron & Steel Co........:.... 80 : 

_ 93) Smith & Hemenway Uo............ 85 Green Fay. & Furnace Wks....... 23 
90| Sperry. D. R. & Co................. 84) Copper. Hart & Crouse Co.......--.----+++- 23- 
7,| Stanley Rule & Level Co......... 86| Benedict & Burnham Brass and Haynes-Langenberg Mfg. Co...... 19 
7 Stanton HeaterCo .... .......... 21) Copper ee ere xO Henry & Scheible SR se 22 
g0| Star Shovel & Range Co........ a6 Corn Cribs. Jobm Howtay...........0eccscceeesss 18 
ai Stevens Arms & Tool Oo........... ad Denning Fence Works............ 83| Lennox Furnace Co... ...... 24 
anh... i Corn Wushere. —«| Maret Browahach: Stove Oe....... 
27 | ‘ .,| Meyer Furnace Co..............-.. 15 
73| Stowell Mfg. & Fay. Co a ee = annenenpie emnnens ‘*| Miskimen Furnace Co............. 24 
97 | Stuber & Kuck.......... 2... e.e00s 86 Cornices. Monroe Foundry & Furnace Co... 20 
go| Sweeney Mfg. Co ........... 25 Berger Mfg. Co................. .. 79|L. J. Mueller Furnace Co......... 21 
17| Sycamore Wagon Works 72/5, H. Eller & Co. ___........ g9| Phoenix Iron Works. ey a) 
Sey neater lal |Galesburg Cornice Works.......... 4i| Pittsburgh Stove & Range Co... 2 
12 Teateher Furnace Co ........... . 98} Jcnes Skylight Works ............ 80| Richardson & Boynton Co......... 15 
oo gg peal atm *! | Milwaukee Corrugating Co........ 72| Roberts Heating & Ventilating Co 19 
sg/Svarain. Bt. : 18 |Robrbacher & Allen............... 23 
gq| Uaion Brick ‘Bond Co.. -- 7 Cornice Brakes. Schwab & Sons Co...........0. 000. 21 
xo | Utica Drop’ Forge Co.......... .-- 851G. C. Keene & Co.........002-055. “le W. Shumway & Sons .......... 13 

ee Be, SG, cic sc ccccscccces OF . 
ga] Van, John, Range Co........-..... | Corrugated tron. — | ANT aa Oo ae 
76| Vedder Pattern Works......... .. re ees © 7g| Stanton BNE OD «..«.vs cssetncces 21 
23| Vollrath Mfg. Co .... g; | Milwaukee Corrugating Co........ 8 | Stockhott Suasiy Co. 7 

... 23| Warren, J. b. Mfg. Co §s | Cream Separators. eee ae 

_ x5| Weiss, H. & Co |Galesburg Cornice Wks........... 84| Thatcher Furnace Co ............. 26 
19| Welch Co.. reer eeeeeeees | Norris & Loring Hdw. Co......... 74] Wilmot Castle Co ... . 22 
22) Mea Co. ‘ Co aes eee a | Seither, Cherry Co .... 2... cece cece &7| Wise Furnace Co oa 
8 PW WEGRRT GB..... ccccccee M oa r uae 

—~ White, Thomas, Stove Co oo <tesalttamuattiaiaaans “| Furnace Pipe and Fittings. 

3| Wickramanayata & Co............ 74 Cream Separator Faucets. Chicago Furnace Supply Co...... 19 
74 | Wilmot Ca-tle Co 23 Clark Novelty Co.... ...c02 sos cece 87 | Excelsior Steel Furnace Co.... .. 27 
7¢| Wire Novelty Co -~ Forest City Fdy. & Mfg. Co....... 17 
75 | Wise Furnace Co..... Cutlery. F. Meyer & Bro. Co............ 400 15 
g2| Ziegler Neckyoke Co. 75 | Cronk & Carrier Mfg. Co.......... 87 Stockhoff Supply Co............... 47 

; 79| |} Smith & Hemenway Co. ........ 85 | ; 

81 | CLASSIFIED LIST. Dampers ; Fuel Economizers. ; 

67 — te. FF GO. occsisississ seeses a) - ¢- Burton Co. 70 
50 Andirons. |S. M. Howes Co...... ...00....00. 76| Ceneral Merchandise. 
&1| Blacklock eee 77 | rrr re 76| Silver & Co 75 
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Hardware Jobbers. 
Clark, Quien & Morse..........+++ 


Lee-Glass-Andreesen Hdw. Co... 82 


Norris & Loring Hardware Oo.... 74 
Hardware Shelving. 
J. D. Warren Mfg. Co.... ..00-+-+. 88 


Hardware Speoiaities. 
ee nn ccqssh ovsenedetwen 1 


Clark Novelty Co...........0--e08 87 

Franklin Specialty Co ............ 74 

Richards Mfg. Co..........++. +++: 85 

Wire Novelty Co. .........--. see 7% 
Hay Carriers. 

Stowell Mfg. & Fdy. Co............ 26 
Hay Knives. 

DIG BNE wes 0:0c0e8 n0tecs cede cess 79 
Stowell Mfg. & Fdy.Co.. .... .... 26 
Heaters—Steam and 
Hot Water. 

Boynton Furnace Co ...........+++ 18 
Hart & Crouse Co .............+- . 3 
Haynes-Langenberg Mfg. Co.....- 19 
Monroe Foundry & Furnace Co... 20 
L. J. Mueller Furnace Co.......,.. 21 
Richardson & Boynton Co........ 15 
Chas. Smith Co.. uiecee . 2 
8 SE a ee cocces 
Thatcher Furnace Co ............ % 
Hinges beer 
Bommer Bros.. Sains a 
Lawson Mfg. Co... I Te 
Hoes. 

Sandusky Tool Co..............+.- 86 

Hollow Ware. | 

Avery Stamping Co................ 86 

Blacklook Foundry ............... 77 

D. B. Sperry & Oo.... 00.00 ccccees 84 
Horns—Toy. 

Galesburg Cornice Works ........ 84 


Hot Water Attachments. 


Robrbacher & Allen............... 23 
Obas. Smith Co.. . 22 
F. D. Stolz.. oe 
ice Queens Peshineee. 
North Bros. Mtg. Co.............-+ 74 
Iron Enamel. 
Nicke)] Plate Stove Polisb Co .... 27 
Lanterns. 
ee Bh, Gs cidaccersnssimnens W& 
Leveis. 
Baker MoMillan Co................ S4 
Stanley Rule & Level Co.......... 86 


Lighting Systems. 
Detroit Heating & Lighting Co... 14 


Lightning Rods. 


MARGE BD BOM voce sccscvcvecescccces 81 
Mall Boxes. 
ae SIG iit eos hearse 
Welch Co. gs . 
Meat Choppers. 
Enterprise Mfg. Co. of Pa......... xs 
Smith & Hemenway Co........... 85 
Metal Polish. 

Geo. W. Hoffman.. . 3 
Mica. 

A. G. Brauer. . eebsbenseneeies El 
Wm. T. ELEY 7 
Miniature Tools. 
EEE He i kceesesevinsss 26% 74 
Nall Pullers. 

Norris & Loring Hdw. Co......... 74 
Smith & Hemenway Co............ 85 
Neckyokes. 

Ziegler Neckyoke Co........ 7 
Nuts. 

Amerioan Lock NutCo............ 75 
Atéas Bolt & Screw Co............. 1 
Columbus Bolt Works ............ 1 
Oil Cans. 

Cooney & Geiger .......... . 80 
Paints. 

Wm. Connors Paint Mfg. Co...... 1 
Jos. Dixon Crucible Co............ 74 


78! 


Pattern Letters. 


St. Louis Electrotype Fdy........ 85 
Pencils. 
Jos. Dixon Crucible Co .......... « 74 
Pliers. 

Cronk & Carrier Mfg. Co........... 87 
Utica Drop Forge Co.............. & 
Pistols. 

Stevens Arms & Tool Co.... . 
Planes. 
Sandusky Tool Co.............. 86 
Stanley Rule & Level Co.......... 86 
Piumbago. 
Wickramanayata & Co............ 74 
Post Hole Augers. 

EE SE nc caceanncsaueows cencsies OO 
Potash. 

Roberts Chemical Co........ . 4 
Pruning Shears. 

Cronk & Carrier Mfg. Co.......... 8&7 
Pumps. 

Meee, BPG, 660 6066 c0ceseccoses &3 
Punches. 

American Lock Nut Co...... ..... 75 
Consolidated Press & Tool Co..... 82 
Geo. C. Keene & Co. — > 
Niagara Machine & Tool Wks aie 
H. Weiss & Co.. . 7 


thegintese~ éuwe Pipe. 
Wilmot Castle Co. 2 


Rain Water Out Ofte. 


. 


Cooney & Geiger.. . 80 
Reine. 

G: & H. Barnett Co................ 1 
Disston, Henry & Sons............ 90 
Registers. 
| Auer Register & Mfg. Co... van a 
Chicago Furnace Supply Co... .... 19 
Excelsior Steel Furnace Co..... 27 
OE, cdi cn cach anes 4608 27 
Forest City Fdy. & Mfg. Co. 17 
C. H. Foster . seta ek 
Henry & Scheible Co. ~ 
L. J. Mueller Furnace Co. - 21 
Roberts Heating & Ventilating C ‘o 19 
R. J. Schwab & Sons Co .......... 21 
Stockhoff Supply Co .............. 27 
Stowell Mfg. & Fdy. Co .......... 26 
Rifles. 

Lee-Glass-Andreesen Hardware 
J. Stevens Arms & Tool Co ....... 92 
Rivets. 

Atlas Bolt & Screw Co............ 1 
Plume & Atwood Mfg. Co......... 80 
Roofing—tiron and Steel. 
American Sheet & Tin Plate Co .. 79 
EE WE cnc de bnccddseseese<o 79 
W. J. Burton Co.... ee 
Canton Steel Roofing Co. Deakins 7 
Cortright Metal Roofing Co........ 79 
Follansbee Bros. Co............... 80 
Friedley & Voshardt.............. 78 
Garry Iren & Steel Co............. 80 
Kanneberg Roofing & Ceiling Co.. 81 
Milwaukee Corrugating Co........ 78 
Montross Roofing Co.............. 79 


Roofing Cement. 
Wm, Connors Paint Mfg. Co...... 
Garry Iron & Steel Co............. & 


Roof Paint. 
Wm. Connors Paint Mfg. Co...... 


Joseph Dixon Crucible Co......... 74 
Garry Iron & Steel Co............. 8 
Rules. 

Lufkin Rule Co.. .. 8 
Stanley Rule & Lev el Co. . 86 
Sad Irons. 

Blacklock Foundry ............... 77 
Enterprise Mfg. Co. of Pa.. KR 
Sash Setenese. 
Pullman Mfg. Co.. . 80 
Saws. 

B. CO Astsins BOD ....0- cevccceecces 92 


Henry Disston & Sons............. 90 


Saw Sets. 


BE, C. Atkins & Co.......cceeeese++ 9 
Henry Disston & Sons............- 90 
Smith & Hemenway Co............ 85 

Soales. 
Beckman BOS. .... 2 cece cssscvece «. 88 
Osgood Scale Co.. . @ 
Pelouze Scale & Mtg. Co. . % 
Screen poore. 
Norris & Loring Hdw. Co... 74 


Screws. 
Atlas Bolt & Screw Co........... 
Columbus Bolt Works... ........- 


Sandusky Tool Co .... ..........++s 86 
Sorew Drivers. 
Hurwood Mfg. Co ian 75 
North Bros. Mig. O0...... cs.seeee 74 
Smith & Hemenway Co............ 85 
Shears. 
Consolidated Press & Too] Co..... 82 
Geo. C. Keene & Co.. . . 81 
Niagara Machine & Tool ‘Werks... 81 
H. Weiss & Co..... ‘ ~ 


Sheet Metal Aentnaveere 


Ornaments. 
Friedley & Voshardt ..... ; e 
Kanneberg Roofing & Ceiling Co. 
Shelf-Brackets. 
Atlas Mfg. Co.. see . 
. Sitio, 

J. D. Warren Mfg. Co ............. & 
Shot Cuns. 
Lee-Glass-Andreesen Hdw. Co. .. 8&2 
Stevens Arms & Too! Co.... . 2 
Shovels. 

Avery Stamping Co................ % 
Star Shovel & Range Co ......... 14! 
Sifters. 

Sy cack i ein ekew waneeens 86 
Stuber & Kuck. oo ... 
at Cearing. 

H. Weiss & Co. — 
Skylights. 

Galesburg Cornice Works......... &4 
Jones Skylight Works ............ 80 


Slates and Slaters’ Tools. 


E. J. Johneon & Co. .... 2... ceccees 81 
Squares, Machinists’. 
Henry Disston & Sons............ 90 
Stanley Rule & Level Co.......... 86 


Sta pee. 


Titchener & Co....... ined 81 
Steel Rucnee. 
Ashland Steel Range & Mfg. Co... 10 
Auer Register & Mfg. Co.......... 26 
Beckwith, Estate of P. D.......... 28 
Bergstrom Bros. & Co............. 2% 
Chicago Stove Works...... -i 
PERRET BASIS OD 0.00000 cccvccccccece 12 
Gem City Stove Co.... ........... Il 
Home Pride Range Co............. 3 
| Joliet Stove Works... . 6-7 
Fe a iccns 000 case otis 18 


Peerless Steel Range Wks 
Pittsburgh Stove & Range Co..... 2 
Portsmouth Stove and Range Co. 2 
Wm. Resor & Co.... 
Star Shovel & Range Co...... .... 
John Van Range Co.. 


Stoves. 
Asbland Steel Range & Mfg. Co... 


Beckwith, Estate of P. D......... 28 
Bergstrom Bros. & Co. ............ 25 
Chicago Stove Works........... 14 
Diamond Stove Co. ...............- B 
2g. ee 12 
Gem City Stove Co............. 11 
Joliet Stove Works...........-.... 6-7 
John Kontny........ ‘oes. 
March-Brownback Stove Co . 16 
Marion Stove Co ‘ py o 8 
Marion Stove Co ......... . 1% 
Pittsburgh Stove & Range Co . 2 
Portsmouth Stove & Range Co... ee: Ae 
Wm. Resor & Co .............. 7 
Sill Stove Works...... 45 


Star Shovel & Range Co........... 14 


Ot, Es Senos cccscn 13 
White Stove Co ............... a 
Stove Boards. 
Sweeney Mfg Co.........ccseeseee a 


Stoves—Gas. 


Ashiand Steel Range & Mfg. Co.. 


Wilmot Castle Co. 


Pittsburgh Stove & Reage Co. — 


Stoves—Oll. 
Barler Mfg. Co 


Sat & Bnemeting & Stamping 


Silver & Co. 


Stove — 


1 Bridgeport Crucible Co.. 


peeve Mats. 
Stuber & Kuck. ; 


Stove Retiiens, 


Geo. W. Cope, Pattern Works.... 7 
Mansfield Stove Pattern Works .. 
Milwaukee Pattern Works........ 
Vedder Pattern Works............ 


Weller Pattern Co was 
Stove Polish. 


Nickel Plate Stove Polish Co..... 


Stove Repairs. 


American Stove Repair Wke..... 7 


I EE ee 


te I canna nsence neiee ° 


Great Western Stove — Oo. 
S. M. Howes Co.. ; 


Senne! Kettles. 
Blacklock Foundry.. ‘ 


| Sperry eee ° 


Tapes 


Lufkin Rule Co........ceeeeseseese 


Thermometers—Oven. 
Evans Stamping & Plating Co.... 


Tinners’ Furnaces. 


| Clayton & Lambert Mfg. Co....... 


Tinners’ Tools. 


Consolidated Press & Tool Co .... 
Niagara Machine & Teol Works.. 
is PPE ani ecckdecnsesdtncees 


Tinplate. 


American Sheet & Tin Plate Os... 
| Berger Mfg. Co. 
| Canton Steel Roofing Co... 


J. H. Eller & Co.. 


Milwaukee Oorrugating Co........ 
Stockhoff Supply Co............... 


Tinware. 
Hill Dryer Co.... 


Lalance & Grosjean Mfg. Co ...... 
National Enam. & Stamping Co.. 


Stuber & Kuck 


2 Vollrath Mfg. Co... 


Trowels. 
Avery Stamping Co 


BE 


Tubing. 


Benedict & Burnham Brass and 


Voranere, 
Crown Ventilator Co. 


Friedley & Voshardt...... cept 
Globe Ventilator Co...........056. 


Iwan Bros ........ 
Powers Bros. , 
Wagons. 
Sycamore Wagon Works 


Washing Meshines. 


H. F. Brammer Mfg. Co. 


Clark, Quien & Morse........... ‘ 


Quincy Washiag Machine Co 


White Lily Washer Co .......... 


Weather Strips. 


‘Norris & Loring Hdw. Co......... 7 


Wire Fence. 


Cyclone Woven Wire Fence Co... 
Denning Fence Works..... ...... 


Chas. A. Van Pelt 
Wire Coods. 


Denning Fence Words............- 
° soe GE 
. 8 


E. K. Rea 
Titchener & Co 


Ghee: A. Var PUbG. .ccccccccee voce 


Wire Novelty Co ........+5 


Wrenches. 
Hawkeye Wrench Co.... 


Stove Cement. 
Jos. Dixon Crucible Co............ 7 


. & 


76 


79 


° 
. 


7 


' oe 
'Follansbee Bros, Teena tt 
Garry Iron & Steel Co............. 
Illinois Roofing & Supply Oo...... 
Lee-Glass-Andreesen Hdw. Co.... 


. 


fi.) 
#3 


bad | 
x3 
87 


8&3 


87 


. 8 
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CHICAGO IRON MARKET. 


Small orders for immediate delivery from numerous 
and widely scattered quarters prevailed during the last 
week. There were no inquiries for very heavy ton- 
nages—nothing to equal the 12,000-ton contract of a 
fortnight ago. The aggregate was very satisfactory, 
however. Shipments are keeping up well and deliv- 
eries are being made practically as contracted for. 

\s an explanation of the comparative inertia of the 
last week, one representative of a Southern furnace 
claimed that prices had risen much more sharply than 
the increase in demand warranted. The sharp ad- 
vance stimulated the demand for a period. There was 
a rush to cover at the low schedule. A natural reac- 
tion has now set in, which is due to last about two 
weeks. It is expected that September will witness 
some heavy booking. 

Southern irons. continue to exhibit great strength. 
They are holding well at prices only 10 cents helow 
the Northern minimum. They are doing quite a little 
business at that advanced price. Many interests have 
notified their agency to accept nothing under $9.75, 
Birmingham, for No. 2. There are many, however, 
who are anxious to part with this commodity for 
$9.50. Southern furnaces stand in a good way to be 
forced from the Ohio market. Competition is ex- 
tremely severe there. Ohio furnaces are selling No. 2 
in that state for $11.75 at a profit. Their aggressive 
spirit has carried the warfare into Indiana. 

Northern irons are absorbing the bulk of the local 
business. No advance in price is to be noted. A 
bonus is usually obtained by furnaces proportionate 
to the length of time elapsing before delivery. This 
system is meeting with success. It is rumored that an 
order for several thousand tons of basic iron was 
placed by a local consumer. It is claimed that the 
order went to northern interests, but prices and details 
could not be obtained nor could the report be verified. 
We believe that a $13.25, Chicago, schedule, the mini- 
mum for this week will not be obtainable at the end of 
next. It is a very elusive quantity at present. 


BILLETS. 


The all absorbing element of interest in the local iron 
market was the big conversion deal. The Republic 
Iron & Steel Co. will convert into billets 110,000 tons 
ot Bessemer pig iron for the Pittsburgh Steel Co. 
The terms of the agreement will give the Pittsburgh 
Steel Co. billets at about $19.25, delivered. The Re- 
public company will take the pig at a cost of $13. It 
will convert it into billets at $6 a ton. The price shows 
at a reduction, but as the Pittsburgh Steel Company is 
a manufacturing concern the Republic assumes that it 
is entitled to special considerations. The incident sim- 
ply points to the dullness of the market and a dispo- 
sition on the part of manufacturing concerns to get the 
best prices. The Republic can show a profit of $4 a 
ton, which means $400,000 on the contract. 
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Trade Report. 


An official of the Republic Iron & Steel Co. de- 
nied that any price war would ensue. Nor did he 
think a disruption of the billet pool was threatened. 
Meanwhile association prices stand as follows: For 
Bessemer and open hearth billets, 4x4 and larger up to 
.25 carbon, are $24; up to and including .60 carbon, 
Billets 3% in. 

Open hearth 


over .60 carbon, $2 extra. 
and smaller, and sheet and tin bars, $25. 
billets from store, $1.30 per 100 pounds. 


$1 extra; 


PLATES. 

This market seems to have reached its lowest ebb, 
and to be now improving. The demand is a little 
stronger. Specifications are coming in regularly. 
These latter alone are enough to keep the local mill in 
operation five days a week. Independent mills are 
not shading prices so heavily. A cut of $1.50 a ton 
is regarded as a strong concession, while a month ago 
independents were conceding $3 and $4 per ton. 
Association prices are held to quite generally by all 
parties to the agreement. We quote carload lots, mill 
shipments, Chicago delivery, as follows: Tank steel, 
% inch and heavier, 1.761%4c; flange steel, 1.8614c; 
marine, 1.90%c; universal mill plate, 1.76%c to 
1.81%4c; 3-16 inch, 1.86%c; Nos. 7 and 8, l.grc; 
No. 9, 2.10%c; No. 10, 1.91%c; No. 11, 1.96%e; 
No. 12, 2.01%c. From store, we quote tank steel, 
¥% inch and heavier, 2c; 3-16, 2.10c; No. 8, 2.15c; No. 
10, 2.15c; flange steel, 2.25c, all f. o. b. warehouse. 


MERCHANT PIPE. 


Sellers are confident of a large season’s business, 
despite a dull week and what is apparently a cheer- 
less prospect. Prices which are without change are 
being maintained. We quote carload lots, mill ship- 
ments, random lengths, f. o. b. Chicago, as follows: 


Guaranteed 

Steel Pipe. Wrought Iron Pipe. 

Black. Galv. Black. Galv. 

Per cent. Percent. Percent. Per cent. 
ly to % inch .. .68.35 53-35 67.35 52.35 
| ne 71.35 61.35 70.35 60.35 
3% to 3 inches ..76.85 66.85 75.85 65.85 
344 to 6 inches. .75.35 95.35 74-35 64.35 
7 to 12 inches. ..70.85 55-35 69.85 54.35 





CHICAGO HARDWARE SCRAPS. 

The week under review was indeed a critical one for 
all financial interests. The succeeding weeks threaten 
The rumors of “rust” in the great 
Northwest wheat fields have been verified. The great 
damage, reported during the early part of this week, 
has probably been grossly exaggerated however. It is 
impossible at the present writing to estimate exactly 
how deeply the inroads of “rust’’ have penetrated. 
The eastern counties of South Dakota, southern and 
west-central Minnesota and large portions of North 
Dakota have been hit most severely. Though Illinois, 
Iowa, Missouri and Wisconsin suffered great 


to be more so. 


have 








THE AMERICAN ARTISAN 


damage, the yield promises to average better than last 
year’s. It is said that the Indiana crop will be almost 
a failure. These reports have, of course, sent prices 
soaring, with perhaps a tendency to rise higher before 
a slight fall. On the other hand, reports from four- 
teen states artd two territories indicate that other crops 
will average much better. A close investigation seems 
to entirely justify the statement that all crops except- 
ing wheat will aggregate from 14 per cent (cotton) 
The 


general average decrease in the winter wheat yield is 


to 20 per cent (barley) higher than last year’s. 


fixed at 7 per cent. 

Banks report, without exception, conservative and 
sanely-prosperous conditions in the country at large. 
Deposits in banks are now almost stationary. There is 
a fair demand for money, but nothing to cause alarm. 
Deposits are far and away in excess of last year’s. 
New business enterprises do not show up well. This is 
especially true in the South. A large Chicago manu- 
facturer recently voiced business sentiment very con- 
cisely when he said: “Just now, it is best to remem- 
ber on every occasion that there may be a panic.” 
This feeling has resulted in shrewd purchases, scantily 
filled warehouses, and curtailed production. 

Inquiries among local hardware ‘jobbers brought 
forth enthusiastic reports. Goods are moving very 
Particularly large are the orders from the West 


Wire goods are improving slightly. 


well. 
and Southwest. 
Association prices for nails are not, however, adhered 
to. At the recent sale of the stock of J. L. Perkins & 
Co., petitioners in bankruptcy, most of the prices re- 
ceived for tinners’ tools, tin plate, sheets, etc., very 
closely approximated jobbers’ prices. This fact is felt 
to be particularly promising as indicating a_ very 
strong local demand for this class of goods. The past 
week has -brought a marked improvement in the de- 
mand for builders’ hardware. Contracts for several 
local buildings have been let. 

Jobbers report the following new quotations: Wash 
tubs, galvanized, No. 1, $5.00 per doz.; 2. $5.50 per 
doz.; 3, $6.25 per doz. Pails, galvanized water, 
10 qts., $1.60 per doz. ; 12 qts., $1.85 per doz.; 14 qts., 
Sheet lead, full coils, $6.50 per 100 
Leaders, cattle, Nos. 
Rings 


$2.10 per doz. 
lbs. ; cut coils, $6.75 per 100 Ibs. 

1, 55¢ per doz; 2, 70c per doz. ; 3, $2.75 per doz. 
and ringers, hog, Hill’s rangers, 65¢ per doz.; Hill’s 
rings, 45¢ per doz. boxes; Perfect ringers, 95c¢ per doz. 


COPPER. 

There has been a slight decline in ingot copper dur- 
ing the past week, Lake being quoted at 12%4@1234c ; 
electrolytic, 12%4@12\%c; casting, 124@12%c. The 
London closing was cabled quiet: Standard copper, 
spot, £56 12s 6d; futures, £56 15s. 

The Copper Manufacturers’ 
manufactured copper steady and unchanged on a basis 
of 18c per Ib. for sheets and bars. Yellow sheathing 


Association quotes 


material is quoted on a basis of 15¢c. 

The Lake Superior copper producers are now stamp- 
ing 27,360 tons of rock daily, from which 346.7 tons 
of copper, or 693,400 Ibs., are being recovered daily. 
The July output of the nineteen lake producing mines 
amounted to 17,255,600 Ibs., compared with 17,500,000 
lbs. in June. There were five Sundays besides the 
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Fourth of July, making six holidays, which accounts 
for the comparative falling off. 


PIG TIN. 

Pig tin has declined quite sharply, prices being about 
£2 lower in London and about “ec lower in American 
markets. London closed easy yesterday at £121 12s 
[In New York 
the quotation is 26.70@27.90c for spot and futures. 


The jobbing price is 27'4@27Vc. 


6d for spot and £122 2s 6d for futures. 


TIN PLATES. 

Tin plates are steady at the following prices: Melyn, 
$6@6.50; Alloways, $5.25@5.75 ; coke, $4.87.4@6.50; 
ternes, $4.50@7; additional X, $1.50@1.75 more. 

LEAD. 

The American Smelting & Refining Company is still 
quoting pig lead at 4.10c for 50-ton lots in New York, 
and 4.17%c for 25-ton lots, both for future shipment. 
In New York the market is steady with spot quoted at 
4.20@4.25c. St. Louis is firmer at 4.02%@4.05¢c. 
The jobbing price is unchanged at 454@4%c, accord- 
ing to quantity. The London quotation is £11 153s. 

Manufactured lead is steady at: Lead pipe, 6%c; 
sheet, 8c; tin pipe, 50c; tin-lined pipe, 12%c, old lead 
in exchange, 334c; tea lead, 3’4c. 


SPELTER. 
Spelter is quiet and unchanged. Round lots, New 
York, 4.85@4.95c for spot and 4.80@4.90c for futures ; 
jobbing, 534@5%c 


ZINC. 

Sheet zinc, cask lots, 6%c; small lots, 74%4c; St. 

Louis is steady at 4.75c; London, £22. 
ANTIMONY. 

Antimony is quiet and easy. Antimony, round lots, 
New York, Cookson’s, 7@7'\4c; Hallet’s, 7@7\%c; 
United States, 57¢@6'%c; Italian, French and Japan- 
ese, 574@6%c. 


NICKEL. 
Nickel, 40(@47¢ for large lots, and 50@6o0c for small 
lots. 


QUICKSILVER. 
Quicksilver, New York, $41.50(@42 per flask for 
large lots; small orders, $43; San Francisco, $43, do- 


mestic orders; for export, $41; London, £7 17s. 


ALUMINUM. 


Aluminum, No. 1 ingot, 33¢ per Ib.; No. 2, 31¢. 


ee = 
YOUR SUMMER OUTING. 

A duty all people owe themselves that they may live 
long and prosper is to take a certain amount of recrea- 
tion. The least expensive and most enjoyable we can 
recommend is a lake trip; it gives you a complete 
change, new surroundings and scenery. Send 2c for 
folder, map, etc. Address A. A. Schantz, G. P. 1. 
Mer., Detroit, Mich. 
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METALS. 
FIRST QUALITY BRIGHT 
PLATES. 
Per Box. 
IC BOOS cocccccocecoeseese $10 

IC Si ncninewenetseeeeets 

Ix BEM cc ccde ccccccicticces 
rxx Bo cases cocccc ccesens 20 
TREK 2a... ccc cvccccccccece 11 60 
PEE BARB. 0 cece cccces ccccese 123 85 
aS 18 50 
EE «Ba cccce cc cece ccccece 16 00 
Keetbbec-ceceeecccnens 18 40 
ics sis ieia eine emental 80 
Es 6 ncccoccccescceccs 23 20 

PLATES. 
Cokes, 180 Ibs........ IC 20x28 8 50 
Cokes, 200 lbs........ IC 20x28 8 80 
Cokes, 216 lbs........IC 20x28 9 10 
Cokes, 216 lbs........ IX 2x2 11 10 
PIG IRON 


Jackson Co. Silyery.... 17 80@ 18 30 
BLACK SHEET STEEL. 


BRO. 9B ..0.0000 cecccccces per 100 lbs. #2 40 
No. 18-90........ e-+--per 100lbs. 2 45 
NO. 82-94.......+0005- per 100lbs. 2 50 
Bees BBs cccece.. cece per 100lbs. 2 55 

i Ei ccccceccccers «per 1001lbs. 2 60 

SS See per 100lbs. 2 70 

iosaxapsteukaul per 100 lbs. 2 90 
POLISHED SHEET STEEL 

Bes BS Or BSD TDG. . 000.00 cveces esse tas 

BR peteeetsenaters: = 

No.3 “ O gividiusuarknel $5.15 

SMOOTH STEEL. 

Wood's Smooth. ..No ye ener 2 85 
wT. 802 8 80 
“ © saa cccees 290 
« an. . . Soe 3 00 
o se = %~ ee. 810 
« 8  peaeeh Eiksccscnss 3 20 

PATENT PLANISHED SHEET 
STEEL. 

Patent Planished be Stee 

(uasavasaneniae ** $10 20, a" #9 20 


posers Het IRON 
No. 16 (regular sizes) per 100 Ths. #2 80 


Nos. 18 & 20, per 100 2 9% 
Nos. 22 & 24. per 100 bs... ‘. 310 
No. 26, per 100 bs ... 830 
No. 27, per 109 Ds eer 
NN, 8) are 3 70 
No. 30, per 100 s.. . 460 
Nos, 22 & 24x 36in., Bex 100 Bs. 3 30 
No. 26 x 36 in., per 100 Bs.. --- 38 
No. 27 x 36 in., per 1001bs.. ... 370 
Ne. 28 x 36 in., per BED BBB. ccccees 3 90 
SOLDER. 
xXxXxX Guaranteed \&.per lb. 2044c 
Commercial }&%........ per lb. 19 o 
No. 1 Plumbers..........ssesees 17%0 
SHEET ZINC. 
600 Ib. Casks....... base, per cwt. 86.25 
300 Ib. Casks....++.. 000+ percwt. 6.45 
SHOS6S. .... 2. cccee sooeess DOr owt. 6.50 
COPPER. 

QSPRS. « coce ceccceccsecescces base, 2ic 
TIN PIGS AND BARS, 
Banca, = Pe Piscncecena --BBWHe 
Serates yee. per lb.. coocsece HIG 
Straits n bars, per Ib. . ee 
LEAD. 

(anertenn ES 4 60@4 at 

National (White) brands (in Jess 

Ps 100 Ib. lots) per Ib. -.T% 
Wald CO81S 600000000: oy 100 Ibs. $6.50 
Cee * aetecee 6.75 


ADZES. 








Current Hardware and Metal Prices. 


THE AMERICAN ARTISAN AND HARDWARE RECORD 
publication containing western hardware and metal prices corrected weekly. 
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Winchester Blue Rivals 
Winchester ester Repeater «.. ee 


eee eee eeee ec eeee ee 


wder 
Winchester Loaded Shells, 


U. M. C.Gun Wads.... 





tb. bags, per bag.. 
Chilled Shot, 25-lb. bags,per bag. 1 8 


Trenton, 70 to 80 lbs 
Trenton, 81 to 1501bs 


Howe’s, fy and —_—- 
Vaughan’s, 4 to9-inch per doz. 


a *s, with or without screw, on 


, handled 
shouldered, ass’d, 1 to 
patent, asst’d, i to 4 
Harness, common. 
ten 








‘= 
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AXES. 
Boys’, Handled: 


amp Fire, -_ » per doz...... $6 00 Brees. 


Ib., ORGIES, 
POT GOS. . 22002 covcee coos cece 
Cast Steel oesante g r.dz., 5 80 
Pioneer, per doz. ees 
Broad: 


POGTIORB. «0000 ccccceccccccescos 4085 
Red Warrior, per doz......... $27 00 
Firemen's, per doz.......... +++ 1 50 
Handled: 
Gladstone, 3 to 4 Ibs, per doz. $11 25 
Hunt's 9 50 
Lippincott’ 8° ‘es 9 50 
Pioneer - " 10 25 
U. S.A. - v 12 50 
Valley Forge‘ ” 9 50 
Maricopa - . 8 25 
le Bitted (without handles) 
Gladstone, per doz3 to. 4lbs 88 50 
Guvbesa" 's conc. “* 7 00 
ames iT) “ : S 
ppincott’s oe Lad 
Mann's — ne 7 00 
Pioneer a . 7 50 
Valles Fo “ “ 8 1 
rge oe iT) 
Second Quality “ « 7 00 
Maricopa - “ 6 25 
Double Bitted (without handles): 
Lippincott's 3 to 4 Ibs per doz 89 00 
Mann’s ...... “ « 900 
Pioneer eente os oo « 50 
le Be Miccecce « oe * 2S 


Valley Forge “ “ o 9 00 
The above prices on axes of 3 to 4 lbs. 
are the base prices. 
3% to 4% lbs. advance 25e. 
4to51bs. advance 50c. 
4% to 5% Ib.. advance 75c. 


BALANCES, SPRING. 


chbthtanscatnebemandiqnaeel 50% 
SUNN 06:0500 coos cenneasuseqennen 20% 
BAGS, PAPER “7 
Pounds... 8 5 10 25 
Per 1,000.81 60 1 85 2 60 3.40 8°50 4°95 
BARS, CROW. 

% | Pinch or Wedge Point.....cwt. 82 95 
BASKETS. 

Clothes. 
= Willow ...... per doz. #6 00 
Medium * Scie 6 75 
Large . « 38 

Galeenieed Iron— 6 iu 1 Ae 1% ‘Bu 
Per Doz 5 50 7 00 

BEAMS—SOALE. 
7 se Of er 40% | Tackle— 
BEATERS. 

Carpet, Rattan -per doz 82 40 
Raymond's Steel ‘Wire, > 80 
Woven Wire, No. =o  -Pae 

_ Pattern........ per doz. 80 70 
Genuine Dover....... ee 0 90 
Mammoth Dover..... n 1 7% 
EAE Kecceccceces ” 0 & 
whip 8 (standard size) “ 1% 

ip: cee cece “- 1 3 
Sp pecs demeushuaniin ~ : S 
= pppoe Sooenneeeens ‘ 
Surprise. ....ceseeeeee pergro. 1 45 
BELLOWS. 
eteunses concnipenens ry 4 

Hand, Tiny ucewneaunetl perdoz. 8 : S 

Molders’ nis in.... pos es DOr doz. 13 00 

on BELLS. 
ax - ~to ee bell. seer doz. 8 4s 35 
He : vs - = 7 $0 


3 in * silver alloy 7. 





Bigelow Automatic.. per doz. $9 50 


porere. 
3 bronzed iron bell ' ee 5 35 
3 in nickeled “ - 7 50 


3% in. oe oe ‘ oe 9 00 
Hand. 
Hand Bells, Polished.. ..60@60£10¢ 
I unin: Gniseeudeuamenddilll 504% 
Nickel cesses seccscetentel 40% 
= Egeapenapeeee 
Miscellaneous 
Church and School, Steel paey, 
viens eco 60eeee coco ce i es Ae 
Each. 81 “0 @ 30 81 25 82 6 
BEVELS—TEE. 
Stanl > rosewood handle, ‘ 
A See 


Jackson's 
eT s—No. 6, 16, 


eeereeeeeeeeet eres 


Mason's 3 lb. haa 
teoennpeneeelligianre 


SOR PERE R OEE EET RE HEEe Eee 





seen teeeeeeeeeee 





aamencnennallitins ae 





ot ITS. 
xtra Double Spur..... + +++. 708104 
achine. ...40&104 


eee eee weet eeaeeee 


eee ee ceases eens 


Auger Patiara Gar. 





oa. & 045, $4 28; 
W. M. & Co.'s No. 20..per doz. $5 58 
BLOCKS. 


eee meee ee SHEE ET Ceres 


eee eRe Cee ee weet eee 


eeeeeee 


Carpenters’, 8% oz- iron. ‘Pr dz. 
1% _ . 


% b 
and ond 
smaller and shorter ...... 
Carriage, sizes larger and 
longer than %x6 
Machine, %x4 and sizes 
smaller and shorter . , 
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longer than ae. ° ° 


eee eeeeeeee 
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RDWARE RECORD 69 
‘Mtg. Oo., No. L List CHAIN AND CHAINS ——— sae 
reise ratty tte 198 10854 pe) Se ee eeee . 65454 DIGGERS— T HOL 
With leslack........doz. pairs 85 75 OLEAVERS. A — E. 
Moi, No.... aa mo 10 » slide........ ~~ ;2 Fomily— Ajax, In. iii 8 Seale. ..Per doz. 98.50 
Mi eeeees 35 1050 13 00 Witnout slide rome “ 3 85 PCOS . o000- * 95°50 5.75 6.25 Bred." at: on 
ew Langdon............ aT CLEVISES. POUIES .--..0-.c2eee0. | 
re) — oon enon onanns 144 gue tof ae 5 40 per 100 Ibs. | Malleable......... 7 per Ib. 8 Ryan's unctbedbovns ods 10.95 
ETD iinces c0ndte asns cian $ ' Inch... 8-16 ¥ . 350 | See also Augers—Post Hole. ;' 
ee 4 tees per doz’ 8 60| Per 100 ibs....98 75 oe'4s Fo sa'ss| Bolt...... ae Doo 
ow ee uw le ree aS ee ee. ll! aa $1.90@4.75 RS--SCREEN. 
BRACES. a ins $4 05 83 90 8S 80 BS 70| Amle.........ceceee. es fi D < panel patgees pep des. 8 6.85 
Common Ball....... ae | oR et Wolbs.. ~ ts't0 es 134 | Damper— --CR5G | if in. 3 core “ 780 
Barbers’ Pat peaeeecees eo Cable theta Adve ay 60| Standard per doz. 80.70 sg natural pine, 
i he Spoford’s....-. 50&10% Con ees, on Cable Coll. 0 Be per] TTOY «....+ +++ +++ 002. “ “38 seteceeeee. «DOF GOZ.. 11.50 
B.S ae Boe cig RIOSTAS | American 3 toggle... uclanees cern. _ 2S eae 
Sissals hettanenatiamened? 0&54 .  eagloand snap... 50%| Ajax = on: Single Flange, D. B. Rail, 
CK] gr Se ed Be 9 QeeopebeRe eeeeee , BOR1OS | ae. ooo o eae te oocc cece 
ee. Wenselmann's No. 1 Rieter a ‘- 50% Hardware Wire tali 50% | Novelty Check srpuieubiatebed 
; | i —_ e-full rolls G00ft) | igcttgcctutesee 
oye No. 3, $13.20 per doz. American, new list........ 33%4 ; 4! en black, rolls (G8 ft, 1.95| Per doz. pairs, gin £2 4 io é in 
Cast Iron, Japanned..... int ccin othe sigs excsaditl 10&54 ST am oe 8s 
Stanley's Wrougnt Sieei “ re Eipeare, néw list..........+++ 4085 and x =" «a @ re — 
ube coonca’d a coveecccessesss90@| An Oxtra Bit Stock 
Wire.. charge is made for 50 ft.| Blacksmiths Tike 60 
centunainasatnauaael 75-10&5 1 and - | Blacksmith’ +006 AMASS 
BROILERS. $| Light Brass, #t.......per doz. 680|for smaller SS a etemanatih Seatac =“ 
PEERED eee ee eee ee Rees eee ivanis: pag tee se 
Crowe, Set atin "Wo.8e. dow. #2 8 safe 5 wee ee Pp — meee mete a T0 
Pump Bubber— — pecial Steel Loading Chain oe att ib vine | ee ae 
Si cerccossesses per gr. #4 75| por 100 1bs......816 00 813 50 8125 Gemorecsion Finks Winhe.ADSSRS 75. WhO Hate bi1.00 
seeeeroens 5 50) Stretcher Chaina— 13 §0 812 50| Lever Bibb Cocks ............. 46% | Goodell’s Single Gear per dor. 816.00 
View 8 6B] ei €5.50-—Min., #75 per 100 Ibe Gomprecstp Hose Bibbs... 60104 | Mitlers’ Fralis « per doz. #16.00 
nb ag stoncesr seme “ 800 Tie-Out Uhains—Browns.... ..70&1 peleerere Faucets (new list). ..50-5% * __.. Double * ~ ibe 
Stareewcsccccsscssces St 5 00|Fymee Chains Western Siastard— | Compression Look © katn'w ist 
Well— . se — |Compression Lock C’ks(n'w list)70-5% Goodells’............per doz. $17 
Sree. 4) Sethe ee po at 4 
eee cece $3 75 . Se eeee eeeeeeee “ steeeeee Standard 
- Wooden iop 6a, plain, per doz 3 0| S—108--.-.... ey ey! doz... 80.85 List... COMEQMSS108 
‘ . > oo “ r 
“ erep, plain pe rs > a aa - — Petroleum Faucets (new Tae DRIVERS--SCREW. 
“ fe swivel “ 500 = sewned : “ 44] COFFEE MILLS. s 
CKS, SAW — rere “ 559 | Hnter. Mfg. Co., list Jan 17, '98...26 
Ririvienetfer dos #2 10| Af 30 per pair for Hooks, | Rosuge Sno sve walt 
Qopper Pars Only .. B5-10R5% age Say Gee COLLARS--STOVE PIPE. 
Burs Only.......... Per 100 Ibs. 86. 6.00 Inches 5 6066) 7 
pe aaa 1 $2.80 83.75|Goodell’s Spiral , 
fap fie" “EB sl Yonne Ses 
- COMBS--CURRY. . piral.....50&10&5¢4 
os. 000 
5 doz.80.33 2 1°00 * ry A ELBOWS 
os. 531 580 585 | 0 baie 
Per doz.80.96 130 1-10 1.65 140 1.30| 4dustable Stove—in. |S 8 0 
COMPASSES. pig pamee as rr 1.40 
eee 3.00 
GNEETB oo 0000 seve sseses ovess ated Stove—. 
Pencil--Faber's.......... per Pay Smooth..... per doz 80:95 - My 
So nance - ees do rabers. - berGoe.G0) Bold EL BOD 
Iwan's oo Tors COPPERS. Four-Piscé Siove-in. “6 6 7 
Logger's Boot. Geatkis RB. Co's) poral cman eeeeeeesees Soldering--1 to 2 Ib.....per Ib. 95@290 Smooth....per doz. 80.57 .60 .93 
Pm it ips AS per M83 65| Inches............ 10 12 14 $1b. and larger..... “#86 a” « 1.00 1.05 1.50 
— 2 — 82.10 823.25 82.75) pi-z w ———- xe : — 
Bccces rdoz. 2 ure--Whi - 
old— call 8 3.60 4.20 ve generate ditonan Cues EMERY--TURKISB. 
Good > Serre 20c sh-- siti 
U. SAL extra iity Baltic Braided Flax...per lb. 20 c| No-60 to 15 pkgs. % kegs » 
kei Framing and ty, per per Tb. 8c Silver ie where Ib. 20 No 60 is, iM oc xen “oe 
i deat Lake, whi ' tooo s © 3%e 
seve ceeeee 8-32 in. 29 
2 80 P. S. & W. Co's. =e ¢ s 
Per set. .88 40 8845 8370 81 90| For beveled ara CORKSCREWS. | ENAMEL—IRON. 
Ce peerey Humason & Beckley............ 33%@| English, 4-pt 
Sich F Pattern, nged, — ocee Walker's... 222+ cccccccessesees 33%¢ | Nubian we oe, doz. 61.50 
Seuae $08, 810,88. P.S. & W. Co's............. ‘ Wilma siac..........051 07.8. “ “ >» to 
wand - 10 With Sagties add... PS de doz. 60c Williamson's Forged Worm. 50%| Peerlen a 1.25 
rer eee spt 50 824.50 ean 10 hopper: 2, Enterprise M ne 1 5O 
Nom. 06 sen a FEO. EB..n00+ enseee sons enrees ones $2 75| All sizes—new list........... 85&20% EXTRACTORS--PIG. 
free. 8 — 10 CHUCKS-DRILL. “ae monenieenenpeelie See Forceps, Pig. 
ol. cnc, S  citsd Stott | Standard Red Cote «..n.. 80g | Brees Piated........... 
a er dow. $18.75 $18.50 819.85 | Standard Too! Co.'s =... dog, | Brass Plated 200002002. eh sats EYES. 
Nos. 608 eo a — tt s, for Goodeil's Screw COVERS, WAGON--Szx Tents. | Bright Wire Screw—S 
Gal. 8 10 eg ee per doz. 86.25 CRADLE Drifting Pick ee Goods, B W. 
Per doz $20.50 #1 50 ances, for Yankee Screw Z S--GRAIN. ay he OO 00Ce cece ceceses 60&104¢ 
New York Pattern, i” — 'F, Weiiicnsanmatiiet sibebiebse 5.00 —_ Grapevine ...per doz.822 25| Brass , 
0s. 908, 9 SEE URGE?” TU oceses cocssncess cosecneea 
oe. gach. ee 1S Anti- Beat Wood,Gal.. 5 7 10 qnow — BE cbtees cceses sete ese eens 658106 
.— 2. one lU6lleeeee ~ 
Oi and Gasoline — -. main Minds... 2 ‘ te a et Pinch or Wedge Point, per gg NERS, STORM SASH. 
al. Commo <e "B....c0000 ‘ a 
tae eee cushtoued meet amen Desk. Gal... oe 8.5010. $8 40/ Schroeder’s..........-. yuge oe 
Star, gals. +) Here. ar aiidghis wabeadnabsoiant ‘T04 Meat-— Sensible. .......+++++++. “ toe 
T GOZ.....0+5 #1 35 #2 30 8 15 ~— gene seeee ile a Enterprise Nos. 5, 10, 12, 23, a FASTENERS, BLIND. 
Sterling Tijting....§ gallon... "800 CLAMPS is No. 100, list, 818.00... Zimmermad's.. wes 
Righ 0” Pump.. ~ 2 00 Nos. 2 FILES AND "RASPS 
Eureka Pump..... ay “ yee ee vie gt | Sccccceeees 40% Black Diamond. 
ood Jacket | Bion10g | CorPentere. Steel Bar......... 30% Universal....No. | 1 cA... 7OR108 
c Carriage Makers’—P. 8. & W Per dot.....-..... a oe Tek108 
See Ammunition. a th, FRAT, TA OED 40, 10&5% -Stanwoods No. 1 ° $18.00 FILTERS. 
RS. BER ccccmcccces cs | ls 1.50 4.00 Improved N 
yers’ Imperial en. ee ae knife a P*Subject to lange discounts _ 
u ers’ Imperial......... each 88.50! menige ee wi écn. nife Crout.......... junts 
Clover Leaf...... oe ee 50 | gale. brass, 5 : a a Los Slaw...c00 00 rg SS FORCEPS—PIG 
see Ammunition Disaton's let, 8.00 Wahiterecccce, Hl Bapeetr perdo #7 3 
CASTE No. 1, DA “| Whisson's Imp........ 
Pa de o wait, No.8 5 GS oan EERSTE PIPE P : 6 00 
sasnetpasaneeapaesen + +0480, 1085 % reggae #6 | American. pewrooten Sort ea 
ug TA “STOCKS 
ion oF cornsinin wind tt, wees | iro Cast, wood hdle. ..per a z., 450 60c hier. cane one AnD 
eniladelphia Plate... er eo: Soe DIGGERS. __ -” 
ST eescssesisavwebies 4010854 | Solid Steel. 222277227". per doz 800| Post Hole— 
Payson's.. 708104 Solid BABE. occces ccccesd ——- doz. 81.60/ Acme 
Tracker’ Wood &iron wieel. ase Se aie ontihysnag en a... per doz, %8.75 
. Rubber wheel... tt) eetlons CLEANERS. aaa tt - = 13 
Lieder's No. 1..... ...POF doz, 86 25| iwan's errors nest 50% Rocdts..,......,..geraen 008 
caine saan Te plane Stationary... -.--.- 40% Iwan's Split Handle.. per doz. ae 
seecee seeees " eaey oz. 80.45| Iwan's Perfection....perdoz. 8.00] Digging 
ot | 6CWOR'S . ccc csccccccces \per doz. 17,00 D oe eke eee ment 



































70 THE AMSRICAN ‘ARTINAN AND HARDWARE RECORD» 
FORKS--CONTINUBD. HAMMERS—HEAVY. HOES. KNIVES. 
Header~ Heavy Hammers and Sledge hc scene cccces cccsss oseden 70&10% t 
Diamond, 2 tine once coed erase BE We Be cece cecccecccsse 70&10% A Clyde, 9-in. ‘Scimiter Bigte. , + " S 
S  wsecaskeuena 5 lbs. and over .... . 5&5 JAX -- sees cess tte e eeee ene ees ns “in. Straight 
©. nace ae Masons’— EXtra..........-ees eee ~-65&10% | Cooper's Hoop ............esessss0- se 
Golden Eagle, 4tine.. “iaioass Single & Double Face......... 70&10% Peseocsease sosees vous per doz = 75! Corn. 
Manure— er. HANDLES. See GBA BGT’. 2000-005 ye “ $210 
ON 60, 15&2%% mmon Ass’d........ -per doz 00 36 Rinemmerosgoecee sotvee hace 70, 108 10% | Drawing. 
Golden Eagle ....06%&10%| Peck’s Adjustabie.. ‘ 10| Planter’s Eye oon ao See | Standerd........ 70% 
ceemppasereoningccereesourie 4 Roger's * €8 secs ccecececcseces os MUO | Fae ceaaae (1177 o0res coor ones soeeaay 
Spading— Ives’ sas perset 1 25| And oa HOOKS Barton's Carpenters’. oe aa 
Diamond . anno séees IRIE MIE enenessess soeccanen oqenncseneetl Bh: BRED wen cnvesengan coceng 50&10&5% « "Folding Handie....26&5¢ 
Golden Eagle.. ws ee+ +. W&2KG | Chisel. Iron.. see es en cece certs cone cece 65&10% | Hay. ni 
Hack Saw— FRAMES Hickory. Tanged ny ng Assorted, guns C0ccce cove cece per gro 81 80 American, Sickle Edge.. doz 810 35 
Crown .+seeeper doz.,8 6 25| _, 24; Large, 360 per doz. ¢ Canton, Sickle Edge...... 8 35 
Miller's Falis....... “ 10 00| =v. Socket Firmer, Assorted,| Brown's ...........-.. +--+ e+0 70&5%/ Heath’s................... “ 8% 
Dele népeeiem sever “ 2 85) a ot a Jones -6585% | Iwan's Sickle © .. 10 00 
amen Tanged Firmer, As- Bench—See Stops, Bench. Lightn’g, Holt’s Genuine “ 6 50 
, -* ICE rar a lorted, Ze; la e, ate r doz. a. Boz, a . ae n e. i. Lightning Pattern 5 75 
rctic—_Qts pplew Soc irmer, S- ‘ss 270 GOS] Steeestints Ge Betas, “ 
Each....... $1 101 30 1 50 180 9.90| | SOFved .....0++ 00s cess per doz 4c Humason, & Beckley's...pr dz 8 40 Boater's So's Point. 8% 
dbaacecke wer _ 2 See eee (See s, Bright Wire.) . 
 eapaieanes: $2 95 3 80 4.50 5 20 TE -<n.c:ssssnen-eneeuiad ush AS, Hoary. 0 E Heavy 
— pe ne 7 ag 10 ie. assorted 13c. large 16c per doz. Common Axe | 97 00@88 50 Mincing. 
qt.—New platform, eac CE ES Sg ee ET Ea r doz 
= ~~ ” ~ 7 aa ams Se... precucenenaes aper doz 42c i te naews oer doz a Common, pines - Se ee and dos ase 
qt. Sampson Power 42 acksmiths’....... per doz ain—In. 16 6% «87-96 = 6 6memeetee 4 Bicte fi & 
qu OO] Machinists’......... “ ber 100 87 60-7 75 850 811 25 81200 ———— eee 
GAUGES BB one 0600 ccnn.cess see per doz 42c/ C othes Line. Putty 
Butt and Rabbet. Hay and Manure Fork.. w&10%| Japanned........... per doz ae EE tice ae aaa D doz 84 
Stanley R. & L. Co.'s ..W&1lW&2%S BOOP Ge FE cncc.c teres cenecees 40&5% G EE. ccc cose Goodell’s........ per doz i's 1 80 
Cream Pail, Faitmont, per doz..83 75| Saw, Plain 72c, Varnished 680 per dz.| (oat and Hat. eo fs teis 
Marking, “Tibedies, gic. Screw Driver, Assorted 42c, Large| Cast Iron.........per gro 720@81 00 
104 @50&108&5% 48c per doz. BEER WhO. cccccccccccccccccs 70&10@ KNOBS 
S8aw—Atkin’ eagle See dee 80c pr doz. Shovel and Spade .........+.+..- 40@ a. Door, Mimeral........... per doz 0 70 
Wire. Barn Door—HANGERS Malleable........ 50&10% @50& 1085 % EY dcavbine doen 0 80 
POMIBADD, . .200 200s anes eceeercoss BS Wrought.............+. _  _-oaaenalipeieaneteetse “ 080 
Re UG icc eres nsaccemeal 20%| Cronk’s Automobile Loose Corn. 
GIMLETS. Oronk's Automobile ‘isiies” | O™E™ pofisned aa LADDERS 
m “ ee oe 
Discount.........: .40@40&10%| ~ Bearing 4| “CutKasy™ "per doz. 3 75| Common Long .......... per ft 9o@ise 
GLASS— WINDOW. Cronk’s Loose Axie Hndless ~  peellinaenateess « $0laenen per ts te 
Single and double » strength, sec eccoceseccesse secees 60&10% | Gate.—See Goods, Bright Wire. enmon “ 
~ alisizes. ‘< 15@ Cronk’ s Roller Bearing...... 70&5% | Graze. - With Sher ‘saa i 0c 
LASSES—LEVEL emo .c2 Ree mnes| Se ee 175 81 80 'o| LXL Ry 
ad , || BRIER pocsconcerness occ. del Se... 175 81 190) EX Lene ses eeee-- see ee sers 
Rw ) a apne “Never Jump” Hinge... ..50810%| Serco: Ber doz #1 9° Miller's Household. per ft Ide@ise 
Bulk. GLU Peerless, Loose Axle.......60&10%/ Little Giant........... 3 10 LANTERNS. 
ear perlb 9x%c| Perfection, Roller Bearing..70&5% | Wood’s............... “1 80! Butts Bye Police 
ER iascevess0.cnebe Fer lb 13%¢| Phoenix. Roller Bearing... 70&5% | Hammock. $-in Flash Light.......per doz 86 00 
H.S. Amber........+.. per'b 17 ¢ iival.. No. 315, per doz. prs., % . i With Piste eeseeee cece ~ sie 2%- -in Regular “400 
tes eeeees BOW 22. cccceee 8 c Reguiar........... “ 
iia cid dababasmenumeidl 40 ¢ ———- ee 8 25 Lambrequin or Drapery. . Py 4 +4 2ie| rape ; cit aeaaaes wie weeny 
LePage’s— afety Flexible Oe PT cn: st nnentin sacew' OmE108 
List “A”... 37%4@| Wagner's Adjustable....... 70@10% | Potato and Manure............ 60&15% LEADERS—CATTLE. 
List “ B" 33% 4 ot Coo Socces coceces So eece 60% Screw, (See Goods. cigs Wines Nos. 1 2 
List “C ‘Goons seiittiniiintiie $ plwan's Perfection..............50@| Seat Spring .......... weseseper lb 5%KC Per doz... #0 55 80 70 $2 75 
Bright Wire.. MONI | Kame nrercsscscssesee per set 88 75 PS—TUB. LEATHER—LACE. 
GREASE, AXLE. Ives’ Improved ........ “9 50| Ever Ready............ DOT ORS OE OB) TE ws os once, vreee svccccre anes 
Wood Bozes. e’s Standard....... “ 3 50 HOSE—GARDEN. ides, Ex. Quality........ per aq ft 
poemens ey rere per er ae eon New Model ” : 4 3 ply x in. ss Ib. pressure per ft..5%c LEATHERS—PUMP. 
Blub Lightaiag.’...0sscc..c2 Bab) Rlemardat 00000000 soroasg |3«. M.S Pel Valve and Plunger...........- 4.508 
ER IRE <: ave Trough— “ “ +“ “ a 3 : 
Wood Pails. Baker's.........s..0e0- per gr., 82 35 ; “ . . 4 “ “ “ rr Stove Cover. LIFTERS 
Frazer's, 15 1b. 78, 251b. $1.30each.| Imperial........- steeeeeeses eeeed 4“ %* go“ ” , .10 Japanned.............. per gro 83 75 
Hub Lightning, 15 Ib. 53c, 5) lb. ire . eee * 35¢@ 6 ‘ % + 125 * * “ -11%Cc Co a 8 60 
mk HASPS ae ae 150 * , " “81 c| Chilkoot... - 2 
Chameliene Graphite , singe, Wronghs Restegzesses .70-10&10% Comes +: “y BA D.P re r =v 5 AS Rina “ : = 
1 lb. per gross.. ae 9 50 t feantes—wee Stenies.  #####=$ia.. -  § £eseeeshiee |_| fenees @eceest 
3 1b. oa areas. ee "35 00 P P Boss. ihe Transom, Payson's............ 708 ite 
5 1b. per gross 37 00 HATCHETS. No.E A 8B P LINES. 
«Jide adil TC ggabbserennaphemiessenscs — Dz.81 % 8200 81 95Gr.85 90 8 20 
#RIDDLES B ery? pescetoeecesaeecece Sesnon ened 404| Nos.2000 3000 4000 Ox | Chalk, ieee in 20-ft hanks. 
BOGPHONE .. oo eeeeeevese ose 4010 | Cast Claw......... per Gee 81 20@31 45| Gr.88 10 96 75 Dz.81 15 $8.20 81 @5| Nos wa 
GRINDSTONES Cast Shingling... 80 95 @ $1.20) Brinkerhof's ............ pergr 1450| Per doz.. te 1c 170 30 Me 
Family—in..,....... “ Duffy's Barrel........... per doz 17 50| Ha Spee 4 20}. Twisted in SGfs belle, ' 
Per doz ........... 8825 900 1050 Germantown O0cee cose coccee coceses 85¢ | Ideal—Nos. 103 101 100 | Nos. 3 4 
Loose. MODA'S «60.2 cee ee evee veeeees 35%) Perdoz...... 35 868250 §86§275| Perdoz.. 240 Bc 80 44 
re 820 00@831 00 ww a eveces eseees DOr d0z 85 75) JoAnson's .... . 2.000 e000 pergro 7 75 seen in oot nates. 
Underhill’s Star Lath............. 0% I 1 3 
a 9 > Bececee coccce cocces cose cocsce 254 See Metals—First column. ean ; ss 360 Ba 
i eiaieeanacl 40 3% 315 HAY RACK BRACKETS. IRONS. Masons’ in 001% hanks...dox #1 00 
Common Bearing 1 2 Wenzlemann’s No. 1, per =. -- 812 60) ory Cl : 
ALAR eE 8290 370 355 No. 3, .. 1390 60-ft Jute ..............perdoz 80 9% 
HAFTS—AW Blind. HINGES. per doz Sto ond in ae 
Brad—Common........ per doz., 80.18} Clark’s Gravity, per doz sets.. ..80c ms 0 84 a “ 310 
—_ “ | eet ao “sons OOS 1 | @0ftCotton............ 185 
Patent, plain top..... “ “| Wo aogier ‘doz. 81 05 @ 99} 9 Braided Cotton.... 1 00 
“ eather top .. ee 52| Gate. a . 0 60 LINING—STOVE. 
Clar' "s, 
Common te “ 31 & Lichs dz.. 3s 82 60 83 60 Woes Bape oe ‘ = isseeee In Bricks...... -- per crate 4% 
OO re aa ae. 1 90 new t MACHINES. 
HALTERS Latches Only,“ + 070 075 Sad. Boring Without Witt 
Jute Rope........ see. perdc 9090) Knuckle........... per doz prs 86 00} Charcoal........ -- per doz $10 75 Augers 
Sisal Rope.. 195| Leed's... : “gets 6 75 Common, Polished, ‘per 100 Ib 8 3 50 Ajax rdoz $ % 75 
eee ole areata “ 2 10| . Superior .......... “ “prs 9 35 Nickel Plated, “ 475; J8% -..-. per< bo 4 
Leather, rope tie...... “ 6 35 . Getnene eee ee Gn...... “ 50 5 08 
leather tie. “ 8 35 qaneetenn. aH Big Floor “308 wor No. 1, ; No. 3, 86 25 Upright. ve 3 90 00 
HAMMERS— HANDLED Bommer Bros. Spring Hinges..40%| Mrs. Pott’s. Leatver Bive 
P eenee Seemh peqeee 6osnee consent 1 ee No. =e. aungpetes.. om set 7c| Chicago, Pomeroy per doz 8 76 
Se pences none No. 55 760; Exoelsior.............. 3 50 
= etn Dbl Acting.. Perdis No. 50, * ae Seem ” 2 10 
a Egscorovsscvaness - ok si oe * We Little —— Seccecceces « : s 
tachable,....per gro Hy o. owells’. ...... 720 omeroy........ “ 
BEET MED c00g eco ence as i.  ~secesus “* 686 Washing 
eae BAB ccc ccceses per Ib 4440 1 3 5 8 
big strap Hinges ....80-6-10810¢ - Goese........65- “ 4346 ad doz — 00 863 San = = 
=, " Secaccessi r doz 
Heavy Strap Hinges80-20-10-10& 104 Nest. +++/er doz %%) OK ee 55 bu 
Light T (— candi el ts |. ee ee 625| Round Wayne.... - 36 50 
Heavy os ~<a %| Sutton.............. eooss@Q0R 360) U.S. Steel............ _ 60 00 
JACKS. MALLETS. 
80-20-10-10&10% | Locomotive ........0+0ececeeeees 
80-20-108108 Sse... 75&5% mers ‘ “i. 
Tiisoaog | Rpeker ess gc cree Per doz 61 95) Derdoz..... 900" O75” 66 
Regalia “ 7 Hickory. eeeecese per doz 81 75 
per 10C ibs. 83.59 eaten” wites.... °* 27% 
All Iron ‘ 325 KETTLES. Square a bases ° 1 7% 
Pol'd Iron, Hickory he B00) Breas... ..seeecccees PITTI eTITe TTT.) a Lignumvite . “a 38 
Mall. Iron, Inlaid....... Caldrom...... 22... o00eee ecce cocess SOE] SUES’. 
Magnetic 7 ey Caine seatenensdhiien ess per lb 27%0| Applewood . eae 60 
Per doz...... 7. is ove. bdien.desneceeee shina 66%4| Hickory............... “ 35 
Magazine.............. 9.00) Sugar .... .... 2... .ssecereee-.-- 6056 | Bickory Sheet Tron ‘ 1 9 
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Grate, Vi B Bincss occecese se 75 | Gas--In. 8 10 13 PLATES--TIN. 
silonal Rigid... eeece o0 eee ade: dex | e) BB. Per doz........88.10 64.00 8490 See Metals in Column 1. 
_— Piexible . . 50% o—_ bination ..... ...... per doz = = Betton’ — 
no = . s--In. . 
s Quality...... gross $2 75| Family...... Sndeeed¥ébee “ 10 00 Co - wooed ,si6o 83°10 90 95.20 ~ i +eeeeceeseees DOF GOZ..814 35 
Wis cao a =. ‘ AD — pie . pes Sao: on 
ire Cove tos, Ex. n. *  copper..... oe 
| pags cadbepave per doz 1 00| Standard Wrought...... +++ TOROS | FJ “hh, gee a tel Dalep......-........ “ 8% 
Champion ........ ceoscccccee cecese Cutting. Little Giant............ea0h.. 3 4 
MATTOCKS. SE Rsicth dneseebbens cate 401085 % 
65&10¢ | Yale 0&5 & eee 80% PUNCHES. 
Ajax. Pocccccccccccccccs cece ccc ck | EB BBB occ cose cecces coceccee ecccee Cronk’s Impr’ ‘vd Button Pliers. BS 
Bo ccccc ccccccoccsecesedeccsee | @ Conductors’, No. 22....per doz..@ 
Cream. PAILS. Cronk’s Linemans No. 80....... Machine....... eeseeeper ID 
MAOLS. 14-qt., Without Ga....per doz 82 75 pte 8 sense Pattern.. at eee > 
Iron, Ibs. 10 13 16 18 21 t., - el sad 3% ronk's No, 1................60&10%| Qommon.......... o¢ 
Per doz. 83 15 83 85 84 45 4 75 85 25 20-a6. With Gauge “ _420| Cronk’s Staple Puller Pliers. .80 00 a Rectieen on ae ‘Rebate 
Wood face, lbs. 10 11 12 ~~: Gal $1 60; 12-qt.,| Lodl....... sesees sees eee. MOGI 
Per doz.......... 00 85 2% ‘alvanized. 8! 85 oz. MR » revolving... In Bladders. 
Vood Choppers’. stock, Galvanized. Hollow Sertotly pare ....-- BOE, 00 pe. & 
Lake Super’ r & Oregon Pat.70£104 uarts. 16 OllOW eeteceseceseeesesees | Oommercial...... 
MEASURES. r doz.. ‘ats 84 00 oct ain Eilkinséduseuss enanes eens each..54%c RAIL. 
% pk ipk % bu i i Gaiva, qts. 81 =. a's ans PLUMBS AND LEVELS. Barn Door. 
Galvanized..per dz te... DOD... ++ esse sees SSQB&10E | Li ~ Wrought.. + ag Be ge 
Japanned. .. $140 210 8 Cable, 3 Hoop, 81 90; 3-Hoop, 82 10 COOK'S. ...0..20eeecevees ceeeeecees 404| Safety ............ - 
TTL <cccrnesceht nape —— iF gic Fiange ike 
Babbitt. METAL. 
Davis’ Inclinometer........... ---20%| Smith's Wro’ , : Bracket—plain r+ 4 
AlM......++++- + per Ib SXe Cedar, $-Hoop, #2 85 t dos. Stanley's Smith's Special .......... ....« 
BEB ccc ccc vtec cccceccee a ay dard, 2-Eoop, 1 65: 8-Hoop, Nos. 00S os 3s 8S Smith’s “ = Jump”..... iis bn 
©. 4....+. nee | “tic pe Per doz..84.50 $5.20 97.60 $8.65) Smith’s Plain Steel............ 304 
Copper ed... om iene PANS. Nos. 30 9) 50 35 Smith's Milled Steel ........... 4340 
Magnolia Metal......... S100 | Dripping .......eseseeeeeeees 50&10&5%| Per doz.813,00 817.50 $17.50 812.35) Sliding Door. 
zeny. + ene sorncoss coce 10340] Fey, Common........... ++: 60&10&5% POINTS Painted iron ........+++. rft. 440 
—- a — * | Drive Well Points........-+.. 20&10%| Bronzed wr't tron....... 

pirss Qual! CE: ae 40, 10&5% oe seeeee ese eceees Each ol wr't Iron, str oF bent, De ‘a02.80 m0 Coal or Road............ per doz. 86.50 

Seco quailty bebee epee -.--60% ing. PAPE! Wr't Iron, wood hand’ls Se Ghemnion.... cesses 

out Src corre ssasg| Plain........ s+sse+s POF 100 Ibs 81 15) Nickel pl’ td, coll hdl's.. 0 Cronk’s Victor... .......+0......15% 
BMOURD sac... cecccccccccecsessOB | ATTCB a ocnoveesoees ae POKES--ANIMAL.  — b —eabiieeeepenegbeaine | 

Parker. Peeeseeeeeses ceseee 50&10% @604 Diamond A Red Rosin.pr roll 0 60 Brown's, wr't steel, per doz.85 00@6 00 Malicable iron, ‘i heav3 “aaa 

MOPS Leader, TN =) ea 0 45 POLES--FISHING. Hay—Wood....... z. si ives 

re per doz 83 15| Sand and Hmery. Bamboo Lawn—W 004. 

Handled Cotton. SR necccanececce ecco cece cece 50&10% Ft. 12 14 16 69 62 EE sadienceessset per doz. 83 50 
Lbs. % 134 B. &A.... es --50 & 5%/ Pr 100..82.75 83.40 $4.75 86.90 17.75) Automatic......... -“— = 00 
Per doz.. 82 00 a2. 35 88 6 83" 2 | Wrapping. POLISH. New Lawn Queen o 8 60 

MOW dereetiiven WN. Grecian Express ........ per lb 3%c/| Metal. Jumbo, 86 teeth ...... as 6 60 

Ball- TERE wcccce ceccce ceosce cope “ 2c — ot the Bar..... - = RASPS—See Files. 

In. 15 17 19 21 1A ‘ ae REGISTERS. 
Each...... 97 50 88.50 89 50 $10 50 Bay I ccetsouoonns ‘per doz 12 %5 i 4, List July 1, 1908. 
. SE sedecegussages Per d doz.. 08 ~ — $1.80/ Black and White Japanned .70 to75¢ 
aq ait ait. at. a‘ at Ture | eee “ 5 70 ma ™ al! a a os :. a | o9| Nickel Plated... nab oops secs 
: tain...... “ 50 : , Brass, 
HGR OMe — : White Slik, halt pints, per doz. 82.00 ——. = 
Goodsell's Saratoga 10%in. a 50 te oz. cans, per doz. 1. 
Each.........0400 $450 8 00 seen BSF Wondershine a 
In. 18 | sase ve Ore eee eaai0g Per doz...00.68 61.30 #215 98.00| Bisir's Rings .-.........per doz oe 
M.D. C....esee cess per doz..8e@S0e| Browne Ringers 0. oe 
F. c.O eeeeee eeeeee ae ee Cham ion Ringers..... ~- 1 70 
.M PTEeTTTETITTLE 50c@81 bs) Hill’s IMGOEGS. ¢o0000 008 “ 65¢ 
Imperial ceccee cove per gr....... $5 00 Hill’s Rings, boxes..... J “ 45¢ 
Black Eagle, 1Ibeans, prer..816 00] Perfect Rings vv... “Me 
Black Perfect Ri ~ Neem . 2s 
Paste 507. cans per doz....81.00| Wolverine Rings....... :. = 
peste, % 1b. cans, per doz... 1.00] Wolverine Ringers... = 
lack an a nea— 
Liquid, % pint cans per one. 1.00 ..» oo. 1% $ ‘5 
Liquid. 6 oz. cans per doz.... 75€/ Rea’s Impro’d 
Steel Gloss per doz.. : 1.75 Self Piercing 
Blackene, 1 lb cans.. -Prer.. 13 00 copper, prda’z 81 50 1% 20 
Black Jack, & Ibcans. “ .. 9 00 Steel, per doz 8.9% 16 
Dixon's Carb. of ane 575] Nichel Plated 1 35 
Nickel Plate... ; 4 50 Bruit Jar—White ......... per Ib. 80c 
pound of EE ERe, CORK. 2 Spe "Suis, round por des. 1 
ound or Square, 1 qt.per dos, plit, round...... eecces 
Hotes by $ Square, 1% at Saamenel per doz., 00; Split, square . eee . 82c 
1% uare, 2q +.----perdoz.,, 125] Ball, round............+ B20 
1 qt. rovereiiis . eeeeee ..perdoz., 150 RIVETS. 
70&7% POTs— and Burrs. 
NETTING—POULTRY. Mo. River, ...70&7% 75% | Bernz..........+++++ —— each. .88 85 Copper Belt os eeeees seeses sonaenes 
Galvanized Before Weaving.80%20| Southern ......70&10%  7085% Clayton & Lambert's,each,04 766 25 TIRDOTS ...cescscsss 22s. 2 GOM@IO® 
After Weaving. .80&15 | “Full coils per Ib 6 — CIty... ...00cceveee cove each.. 6 — ‘per 1 
Cut Pieces. 65454 ener RET eye 6% TT ccs honnneamieeonhen - 6% Slotted pnoees 
POWDER. Tubular—Nos. 1 and 3, assorted 
Acme—In. 7 See Ammunition. BISOS. . 0000 cove ceccee cove per doz. 45c 
Smooth, r jt Loe 10%0 Isso PRESSES—FRUIT AND Py ROPE. 
Planish 83c © | a ~ ape nae > ~e Per lb 
Peeriess--Smooth: Ke 9c lie Henis . per doz. "92 i0 Manila, es ——e diameter and 
Polished. 16c 180 22 IATMET TALES «20.6 we neeeceeeeee ile 
Planished %8¢ 3c 40 ¢ PRUNERS. Sieal’ 7-16 in. and istger........ 8c 
Made-up—In. 5 6 7 |Disston’s Pole.......... per doz..87 50| Cotton. 
P..600cs- enc 8 9c 12 o|Henry’s Improved..per doz. Tees 4, 6-16-in.Com on reels. per ta. itige 
7 to 6 in. Smooth Tapers, pr jt..14c| Water's Improved. - @| %4,5-16-in Com tn coils . 
6in, Smooth T’s.......... ..-300 PULLERS. 34, 5-16 Imperialincoils “ ae 
7 to 6 in. Planished Tapers.... .. 5c! cork. Sewall & Day Sisal Rope,rates 10c 
WroughtI ron Gas Modern 
4@%- -in., black....... discount, 46 Quick and Easy 
6% M w 1 | in to4in; : Dial... “ 0&5% - 
“ Giant 
9c 6o 4c 3%c Bide 3% Bc ‘ ~ “° . a Giant Pattern 
4@%" vanized 3“ «50g | 700#--Giant 
UT lh wihie Sh ole nwa se 
Tr “ to “ “ 57% baad a 
above prices. % oe 6 ves “ 5744 ang yep 
OILERS. 7 “+7 13 Ty “ 5244 Hay Fork. 
Brass and Copper 354 Wood Wheel, rr 
rass ee eeee eens neers Siegley Iron Bench........... 50&10 
BERG. 0 cecds ccccccccee - 60% — PLANTERS. . Wood po 6in 
eo. 

- _ eR 1og| Meio eens BOP GO8 To Be Sagi 
Tieccee cose cased per doz 82 00@83 es er Serew. . 

Wachine. 0 9} AsmMe.......... eoeees per doz.. 86 25 a. pores cee 
eS FT 50] ponallonge ........... “.. 10% 

le Iron........-...40m1oasy | encing. | per 6s. in Glark's a2 
coccecccccce Farmers’ Choice... ‘ & 7% Common Sense, 2 in.. . 26 
OPENERS. Russell’s...........-. « 286 Pattern, Sin. * 20 AGKIN8! «...+-+e0s00 -per doz. #5 50 

Boz, 10 14 | Flat and Round Nose. Empire. .... 2.0000 sees S 24) Disston’s ..........0.+ 
Plat....per doz @3 85 $8 60 #4 15 ae Grune sesusvaned 99g | BECRE.w-- 200000 -n0000: 22) Hack. 

i 910 BMH 375) German......ccccsceccceeececeee 504 PUMPS DisSton's ....0+ see seeeeeees ++ SE 
Deimonico............ per doz 1 30  ctatin etinatls ahinh sean Nos. 1 2 8 7 Sterling Hack Saw “Blades. .... 
Never Slip..... cere cece = 0 P 5 Woo eeeeeerere ante Bach..... .90 $1.00 1.10 $1.40 Sterling Hack Saw Frames.. . WE 
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SA WS—ConTINUED Pruning. SHEARS. Queshies aeceieeeiindall "ie = eply ~ > Mo nase eeees ittte 
Hand and Rip. Buckeye, No. 1....... * 1oz..86 75] sythe-Binck D! ae ute Wra ping, %-1b. balis......11%¢ 
Brown's .......... seciseanad 30&7% & eee oe Sythe— Black Diamond per gro. OF suse Wrapn 1B alla snsa ce HH 
Disston's No. 7... -- B0&7% California Pat., 8 in. “* 18 to... 7 60| Seine. Nos. — 12 15 + 
Disston's Nos. 8, D6, 18, 76, “— - “ 4.500! Green Mountain...... o 4 20 Sete, per lb. e 24 23% «2B 
112, D100, and 120......... BATHS Draw Cut, No. s. “ .14 75 pent pai oe 700 a 28% 23 
as CORED. ccc succces = : . me . fee ” . ey White Mountain.. “per gro. 6 50 «ard “ <a -”, i 2% ai 
pognoee oeoces Senses en s Pat. “ 6 25|S ng, 8 ze amend 
Sam Sickles’, hand...per doz. #4 3 Per dos. $1.90 @n60 6215 05.00| Wulougnby Lake... 695) Staging, iD ball," B.... a8e 
aT Wil, eeeeees ad per doz..84 75 “ 34-Ib. ball, “ 97.....980 
“I Will,” rip.......+. - 6 75| gheep--No. BBA STOPS—BENCH. . oe... <8 
a tam pe. seeees . on nee Grip.tee Cut ce SoM TOP oa $8 €0|3-ply “B” in hanks...-.......... is 
a 11.25 $11.50 $1 RS—F = we  e0bb0esiedeen 
Keyhole—Disston's .......... BATHS) Nar. ‘Grip. 11.75 12.00 13.00doz.|Common . eos perdoz.48c/g* “ars «# 
Ster 25g, | Tinners’ --See Snips. WB +++ peecgt tees: ne @o ss “ Silver Finish, in hanks.. “He 
ling WOTTTTIE TTT ETT % nD Mae ee ‘ 
cd csuabedeesene concn SHEAVES—SLIDING DOOR, yy a « ae 
Panel. sont 4 ST nsestpenesadasenaie “ $190) s00-strand.... 0.0.2... 0... cco... 
+++ B087% $ | Common... Per set. 042 0048 070| Peerless «sess. “ “Tie VIBES. 
4% Hatfeld’s. * 1.00 1.60|Skinner’sCommon Sense “ 95c Bonney’s 
ytd SHELLERS--GORN. ee STRAPS. — \pehepabagan 
40410854 SE stsin ence eece cenies per doz.. Scoop PMs per doz. prs. 81 80 Parker's Oval Slide 
SHOT--See Ammunition. Skate... nie 60@70c ee ~ 10, 248 OW, 10, a: 
 eTO$| SHOVELS AND SPADES. | Carpet. | STRETCHERS. —— 
95.87% @ | Drain OS a per doz. 83 90| Parker’s Combination. 
Iwan’s Perfection.............. 50%; Excelsior ............. “ 6 00) Solid Box.. awe 
pe pi dsuacnecsenl per doz. & 50| Railroad, Htc. Malleable Iron........ “ 70| Adam's Mechanics’....... -coeh 82 
en Sailer: “ 750| Gold Hibbard’s......perdoz.. 99 25| Perfection............. 6 00| Williamson Universal. . . «806 
_— Medium ...... - 7 00 — ee 8 - : = BRE ccccccvcece coccese S 450 Ww 
“ 8 % Mibadsts wees e 6 é. % 4 
Weed Sawyers’ Delight a “ .. 625| N.S. Elwood’s....... per doz. 8 75 “Ground. vaanawdl nex, 
— SETS. Green leafs cieietiehis — 5% 9. 5. ee « se Unground..... 
Common Lever......... r doz. § 1.20 Rs ccccce cece * -» e © cove cece “ 
Stillman’ s Lever... or doz 1.30} Ames’ new list.....Discount 12%4| Star Lever.. “ 6 3 _— nia 
pececcescees ences perdoz 5-00 Star Tackle Block.. = 9 2 Maslin Xettles... 
Nash's. eneneeessoecocesee perdoz. 4.20 No. 3 BEE, icoeticenes per doz $5 25; Warner's ............. ” 6 25| wnameled. 
--perdoz. 6.50/ No. 4 Golds. ....... SWIVELS. Cherry Blossom ................ 
Aikin's Pattern.. peeeseed perdoz. 3.50 Pry A = list. iaadd Diecx - nt isee Malleable Iron ...........- per Ib. 5%c WASHERS. 
SAW FRAMES apbloatd* ‘=e Wrought Steel..........per gro. 8 50/ standard 0. G. cast iron, per Ib. .2%4¢ 
Common, plain.......... per doz. 81 30 Hunter's “eg ETERS. enn exedenesien se athe a iron in bulk per Ib.: 
ate, @ ea . Tieitation 2 ee 0! American Wire... 7xc B¥c 4c 8&0 BKC KO BKC 
Fairbank’s Standard — 30, 10&5% Tin Rim, 16 mesh plain wire 1.35 Bill Posters Cut «. ee $ ge _— . : oo oe Ib.: 
> per dos. G81 68) Wood" 16 mesh plain wire -80| Tinned Carpet... dhe Cho t ale she age ane 
: | ox i. ce R 9| Cast Iron. SINKS rpe tease 
| acer perdoz. 775| Painted..............s00+ , 1 &5¢@ | Upholsters’ Cut . WEDGES 
Union Platform.......... each 240| Enameled, White.. 60-10&10% | Upholsters’ Wire eI... cedunieesannne ence per doz....80c 
ee eine 40&104% | Wrought Steel. $ Double Pointed ..............> GOKBOSD | Falling 2... 000 ccceceeees per lb..10&c 
Parbeli's ilashes............-- 50%| Painted, new list.......... name Gopper = geegenbeaahentce ——«speemmagumaaahanaheydsaa ° 
Common 800 1000 ee 2 ee Clout Nails... vee eee TO Ona ne 00 to 88 50 
oll HARNESS _| Clout Nails. .... .....000 005 er’s. per doz 
cnet 20 87% 950 champ SNAPS-HARNESS Hungarian Nails............... Tyler's Safety, per dz 1 8% to 2 40 
Standard....... 30 to 83446% | German Pattern............... B0&5% PATES--eRASURENS. Carroll's, per doz..... 250to 3 25 
Fairbank’'s apecuppesiess o 0000 cocces 40% | Judd’s Pattern..........60&10¢@70@ | Asses’ Skin ............ 10% | Standard, per doz..... 2 75 
O00 .. sees. coe see HOD BR BRER s cnce v000 cove voce ceed 25%| Hoosier, per doz...... 3 10and4 15 
SCOOPS. SNATHS. Patent Leather. .- BS WEIGHTS 
Grain. Paugut Loos’ Bush....per > % a yt a7. Hitching per Ib.. 2% 
% Bu. “Hercules,” per doz. ..$13 75| Paten Pp Sn seeeees eee .-F O.B Chicago ..v 
i és ‘“ “15 50 Grass... “ . 650 OMETE Sash ae chines ewe. .820.00 
Ber. SCRAPERS. SNIPS--TINNERS’. ase |S ooscec eS Common Railroad... Mper doz. 416 09 
Stanley's Adjustable, per doz. e0 Hernisch’s . BOE co.cc cece cccces - 15 50 Railroad, ball bearing “ .. 19 00 
Triangular ............ ed Pan ee ale TIES. SantiagoSteel Tray.. ‘ .. 28 50 
rn : pia Si <7 anaes Ginate Leap... cvecsecee-sesecee 90% | NO. 04 Steel Dirt... ‘“ .. 4700 
Ajax ecece cocece SOLDER. All other kinds .......... cee0e00s 70%|No.04% “ - oe 6 lc pS 
Stanley's si “3s See Metals, Column 1 Cow--See “Chains.” WHEELS 
Boad. oun ° . SPRINGS--DOOR. asa — LS—SAW. P _— — neeve@ees 60000 608 «+ 70&10&5 
c ft. 8 Per ‘ect. n's - ==" oes per OZ. BA BH) LMT Y « ween we wenn we eene ce enenns 
Without runners, ea. 64.35 4.10 3.85 Per doz...” $20 ste 40 4g0| Atkin's Excelsior... 7 35| MPer doz. "81.00 9290 83.00 95.50 
With runners.... “* 4.60 4.35 4.10 Reliance, Light 81. 40 Heavy thn don Disston’s Universal . .404 WIRE 
Star Simond’s Crescent. . "per doz. $14 00 - 
Bench. SCREWS. Torrey’s a Game Barbed. Painted. Galv'd. 
I 40810 TTCOY'S ss seee cece senses r - -81 25 » b Carloads...pr 100 Ibs. O24 $2.75 
TOD. +sssscseesssseees sores 10% | Warner’s— 0.11 No.13| Newhouse...... Lesthanar “ .. 285 
pti maple. per doz..88 w Per doz.. eostn Tae 81 30 wet. WietOr .. «+ >. 
~~ eee OOOO R etree ‘0 Cc . 
Gend senses csxeneiecneles 70&10% metente “SQUARES Mouse and Rat. = —. cols, new list... 80104 
on or “Coach. : ; ii et Vr wy = me Add for Bluing. $ $2.50 r doz., ‘aS Tia Choker =... Broom- Tinned: seeeeee nese. 
ntennial. se : , Witre--Stanley's No Pe isewraall a Cadle—Same price as Barbed Wire 
os. 1 
GPR A0t....... Ho Be Ro 80 tanley’s No, 20, new list. .208104 Esato Sigh at ta'c0 i. cons ORNOBS 
— een mar! A rt Imitation.. “ 375 = 4 es 
Ri. Bluod Stee... 2 ah eEeee | Try and BenelStaniey 8.... AORSS Mary iaowse,... « 315) ee eto Annealed, pr 100 Ibs. 82.15 
MOE SEOO!. .... ooeees- Marty Mouse, Imitation = 210) Nos. 6 to9, Galv’ 245 
F.H Jap’d Steel.......... .82% 4&5 nies tebienaintiniais per doz..87 2% Os. 
F. H. Brass Sebuneedennendeene sass Winterbottom’s ..........0 00. yn Autematis..... ach 5 6 = MSE. 2204 00+ eovees 50&10% 
R. H. Brass verve, BORS + UR csodnsnnsnqual r doz. $1 10 
ap a a ebineadonn 64 SQUEEZERS--LEMON. endangering per. Bright full bales... FOROS 
SCYTHES Common Wood......... per doz..80 70 TROWELS. red, full bdles an m 
Porcelain Lined, wood. ‘*  .. 1 80 Coppered, pacceooooence 
Oli grain.... r doz..87 75 “ Standard.. 00 cece cee: eveseees 30% ppered, broken bdles 05& 104 
pper, Dawes sevens per do Boss, tinned iron ...... - 8&8 . 1 Tinned, full bdles 
an, FOES = a 5 25 peat, nickel plated.. _— 1 30 Brade 8. eeeee sere errr eee 0O&7TKSE — b k bdles * #088 654104 
Golden Clipper, . (oe Se « «160 Disston's aces evce coce cose cece ----30@| Tinn ty = rr 08 
A. .. 567% Lite Giant, tin’d iron . . 4B as eee eee cece cesses eoeeeese 3% 7 in Ib, spools B. weeees AS 1 
_ A iakgeapebvanpenen ae tt ~~” Spneennnee +00 88364 | Plain—Small 1018 00000. coos oo $2.00 
aii alae alee steht is Disston’s..... is a Vnddmematnieneten 1.98 
42 STAPLES. We GB BEE cv cccc ccce coccce coos cess 254 | Small "Sade 5c per hundred higher 
i S Blind—Barbed ........ per Ib. 9% @10c TRUCKS. WRENCHES. 
PUP vcccsececcee eC Acme Standard.... 
a 100 Ib. 82 40 ~ 
rer per . ‘ 
Galvanized ......... 2 ety 
Netting—Galvanized..... per keg 3 60 Coe’s S ‘ 
Wroughi. Girard’s Agricultural 
1 Wrought Senoten, spaepe ond P. S. & W. Co.’ 
Staples, —~ »* - +“ “ 
a 1 Staples, = anaes 1 Wescott’s “‘S '........ 
a Staples ................. 85-10&5¢ Malieabie “‘S ' 
; ae Extra heavy .. --75&104 leable. . 
Pattern... “ ..4 STEELYARDS. Stillson Pipe..... 
oh’s occ geeeeeccee - ene Discount Gal No. 2 3 T  pecketoonnbece 
Nash's —. ecco cose an Per doz ......+.- 6.00 550 623 
sensauee <a TWINE. per Ib. ars. 
eeeee = S-ply Cotton WERPERG........000- »- 200 
snaniaaiaiatanll c ma 
‘ “ Cotton Extra Wrapping. .... 27c| No. 22, Pioneer........ on 2:50 
sence were seeees ja“ = “ _Hvy. Wrap’g.26c No.3. Superb...... .. “ 1980 
: ” Wrapping on tubes. 28c No. 730, Easy.......... e 26 00 
pecee veecesece 15|3 “* - ~ * cones.23c No. D 110, Domestic... “ 25 50 
aac 4” “ ey “ “ 2380 No. E 350, Empress... “ 28 50 
Bailey's ... snaneneksteses canal $ Snfia Hamp. 16-1. balls heasnealll 18¢ No. 122, Bicycle Ball ao 
Goodell’s.....+-... ettequiae Re F -_ HID. oes ne enee Bf  _BRRacce ccce ceccce ee 
Stanley’ s Usiverasi... veees oe f085@ | QueerCreek......... “ Mol * “  3¢-1b. -doz,, Gc No. 123. Swap eee 50 
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Wants and Sales: 


For yearly subscribers to THE 
AMERICAN ARTISAN will be inserted 
under this head advertisements of six 
lines WITHOUT CHARGE for em- 
ployers wishing to secure employes, 
persons seeking situations, parties 
desiring to purchase a business, busi- 
nesses for sale, partners wanted, to 
exchange, etc. Those who respond to 
these announcements will please men- 
tion that they read the advertisement 
in Tt THE AMERICAN ARTISAN. 


_ BUSINESS CHANCES. 
PA TEN TT s 


HUBERT E. PECK, 623 F St., N. W., Washing. 
ton, D.C. Consulting Expert in Patent Causes. 
U. s. and Foreign Patents. Send for leafiet on 
“Rejected Patent Applications.”" Honest work 
but no “‘Something for Nothing” offers. 














Wanted—I want $7,000 to $10,000 stock 


line, and have 400 
for the same. Ad- 


hardware or general 

acre farm to exchange 
dress “Box 217,”" care THE euceneencs | 
ARTISAN, Chicago. 


For Sale—An up-to- date stock of stoves 
and house furnishing; all new goods. 
Centrally located on main business street 
in a city of 30,000 population in eastern 
Ill Long lease at a cheap rate on a 
large building. A big stove business al- 
ready -established; over 400 stoves sold 
last year. A big money maker for some 
one wishing to put in a line of hardware. 
Best of reasons for selling. For details 
address ‘“‘Box D,” care THE AMERI- 
CAN ARTISAN, 69 Dearborn St., eee 
go, 








For Sale—My stock of hardware, 
stoves, tinware and tinners’ tools and 
stock of about $2,000 in a town of 500 in 
the best farming and dairy countries of 
Ill. A good trade and will rent good 
brick store building for a term of years. 
Best location in town. This is a good 
chance for a tinner with small capital. 
Address “Good Chance,” care THE 
AMERICAN ARTISAN, 69 Dearborn &St., 
Chicago, IIl. 6 
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Wanted—Man who has had 1 year or 
more experience in roofing and gutter- 
ing: one who would like to complete tin- 
ners’ trade and learn furnace and wind- 
mill work with a good mechanic. Write 
at once, stating wages wanted. W. W. 
Anderson, Atwood, Ill. 6 





stove salesman 
also one for coun- 


Wanted—Experienced 
for city and suburbs, 
try References from — last employer. 
Address * References,’ care THE 
AMERICAN ARTISAN, 69 Dearborn st., 
Chicago, Ill. 6 


Wanted—A man who can do tin work 
and plumbing; steady job; good wages. 
Address Grey & Bennett, Flandreau, 
Ss. D. 6 





Any sober, competent and industrious 
journeyman tinner desiring a steady job 
will find it to his interest to address H. 
G. Cormick, Centralia, Ill. 6 





Wanted—A first class tinner. Will 
give a part interest in business to right 
man or will sell the whole. Address 
‘Hardware,’ care THE AMERICAN 
ARTISAN, 69 Dearborn st., Chicago, =, 





For Sale—A good tin and plumbing 
shop doing a good business. Will sell at 
a bargain if taken soon. Good reason 
for selling. Address Lock box 3, —_ 


erva, Ohio. 








For Sale or Trade on account of poor 
health, one of the best little tin and 
furnace shops in northeastern Kansas. 
Well established trade and rich country 


town of 2,000 population. Located in 
best part of town. Cheap rent. Answer 
quick if you mean business and want 
a snap. Address ‘“‘Furnace Shop,’ care 
THE AMERICAN ARTISAN, 69 Dear- 
born St., Chicago, Ill. 7 
For Sale—Hardware stock in good 
small town in central Llinois; doing 


about $15,000 business. One of the best 
farming communities in state. Good rea- 
sons for selling. Address “Farming,” 

care THE AMERICAN ARTISAN, 69 
Dearborn St., Chicago, Il. 7 


For Sale—One of the best hardware 
stocks. plumbing, furnace shops in north- 
ern lowa. Good reasons for selling. Ad- 
dress “K1,"" care of THE AMERICAN 
ARTISAN, 69 Dearborn St., Chicago, 
Ill. 7 


For Sale—A splendid hardware and 
implement store doing a rushing busi- 
ness. No competition to speak of. Do- 


ing a business of over $20,000 per year. 
Fine crop outlook. 7ood reasons for 
selling. Address “Outlook,” care of 


THE AMERICAN ARTISAN, 
born St., Chicago, Il. 


Wanted—To trade one-quarter section 
of improved northern Minnesota land 
for stock of hardware to not exceed $3,- 
000, in a good live town in Minnesota or 
northern Iowa. Address “O. L. S.,’’ care 
r. M. C. A., Winona, Minn. 7 


For Sale—A first-class stock of hard- 
ware, stoves, tinware, house furnishing 
zoods. farm implements, buggies, wagons, 
etc. Business established 40 years. An- 
nual sales $30,000. Stock will invoice $10,- 
000. Wish to retire from business. Rea- 
sons for selling. Situated in one of the 
best towns in southwestern Wisconsin. 
Address “Y.,” care THE AMERICAN 
——w 69 Dearborn S8t., Chicago, 

: 7 


For Sale—A nice clean stock of hard- 
ware, tin shop, implements, buggies, etc., 
in a prosperous town of 1,000 in the 
central part of Illinois on the main line 
of the Rock Island R. R. Stock will in- 


69 Dear- 
7 








voice about $6,000. Will sell or rent. 
Building must sell at once. Address 
“Prosperous,” care THE AMERICAN 
rcs 69 Dearborn St., Chicago, 

7 


For Sale—A “clean stock of hardware 
and stoves with tin shop in connection 
Located in a lively town with 1,500 
population in southeastern Iowa. Will 
rent or sell good brick building, fronts 
on two streets. This is a first-class op- 
ening. Reasons for selling, wish to re- 
tire from business on account of health. 
One other hardware store in town. Ad- 
dress ‘‘Retire,”’ care THE AMERICAN 
[ieee 69 Dearborn S&8t., — 


For Sale—Hardware stock 
at $4,000 cash. Rent low. N. A. Neeb, 
1141 75th St., Grand Crossing, Il. 7 


For Sale—Hardware, implement and 
harvester machinery business. Invoice 
about $3,500. Located in northern Indi- 
ana. Low rent. Will sell building. 
Cleared $2,000 last year on business. Fine 
territory to draw from; town 1,500 inhab- 





sacrificed 





itants. A chance for you. Reason for 
selling, dissolution of partnership. Ad- 
dress “M.,” care of THE AMERICAN 
— 69 Dearborn S&8t., 


Cc i 








For Sale—An up- to- date ‘tin and fur- 
nace business in Denver, Colo. Best lo- 
cation in the city. Established 12 years. 


A full set of tools including brake. Will 
sell for $1,200 or at invoice, $800 down and 
balance at $25 per month. Address the 
Allison-Hill Tin, Sheet Iron and Furnace 
Co.. Denver, Colo. 6 


“For Sale—A first class stock of hard- 
ware and fixtures cheap. This is a fine 
stand and good business town. It will 
pay you to investigate this proposition. 


€ ” 





Principals only. Address ox 

care THE AMERICAN ARTISAN, 69 

Dearborn st., Chicago, Ill. 6 
For Sale—In north central Iowa, a 

good, clean stock of hardware; tin shop 


in connection. Last invoice $3,300. Busi- 
ness last year $12,000. Reason for selling, 
wish to go west. Address “F. M. R., 
Box 416, Dows, Ia. 





TINNERS’ TOOLS. 


cheap, a set of tinners’ 
30-inch 
Grove 








For Sale—Very 
machines and tools including a 
squaring shears; 511 Cottage 
Ave., Chicago, Il. 

For Sale or Trade—A good nickel plat- 


ed tinners’ rule that cost $2.50 wholesale. 
Will accept $2 for it. Not been used any. 





Write what you have to trade. Address 
J. V. Steenberger, Pender, Nebr. 
Wanted—Groover, 30 in., for 2% and 
iighter sheet iron. Must be in good 
working order and price reasonable. Ad- 
dress F. G. Reineck, 2119 W. 12th st., 
Chicago, Tl. 6 





HELP WANTED. 


Wanted—Several first-class tinners. We 








‘ 


can give steady work to good men. 
Churchill-Hemenway ce. Galesburg, 
Th. 7 
Tinner Wanted—Write to E. C. Wil- 
liams, Waupaca, Wis. State wages 
wanted and also experience at the 
trade. 7 
Wanted— ‘Tinne r used to furnace and 
jobbing. State wages for steady job; 
also experience. Smith & Stewart, 5626 
So. Boulevard, Austin Station, Chicago, 
Ill. 7 





Energetic experienced tinner, 
executing work from plans. 
work, roofing, plumbing 
ear round work for 


Wanted— 
capable of 
Doing furnace 
and repair work. Y 


right man. Had our last tinner 18 
years. Address Ott Hardware Co., Rock- 
ville, Ind. 7 

Wanted—At once, a good sober all 
around tinner and furnace man, one 
with experience at creamery supplies. 


Steady job to the right man. When an- 
swering state wages wanted. Grebe Hard- 
ware and Harness Mfg. Co., Barring- 
ton, TH. 


Wanted—Tinner, 
for country shop; must be 
reliable. State wages wanted for a 
steady job. Also young man with two 
or three years’ experience to go to work 
at once. Boyd Bros.. Glen “Ellyn, Ill. 7 


Wanted— AY once, for steady job, an 
all around tinner. One who understands 
hot water heating a ean figure all 
kinds of jobs and make them pay. The 
right man can help us build up a large 
business and get his share of it. Lock 
Box 336, Sheldon, Ia. 7 


good all around man 
steady and 

















SITUATIONS WANTED. 








Wanted—Tinsmith, compe- 
tent in general jobbing, assortment and 
furnacs work; 17 years’ experience; 
wishes to make a change September ist 
or sooner. Address, stating particulars, 
Ed Grove, 399 East North Ave., Chi- 
eago, IN. 7 


Situation 





Wanted—Position, by first-class  fur- 
nace salesman, either traveling, local or 
correspondent. Have 20 years’ practical 
successful experience. Am original and 
resourceful. Can design apparatus and 
systems, make working plans and “su- 
perintend installation. Position wanted 
where brains and energy practicallp, and 
profitably applied will be appreciated and 
properly compensated. Can furnish gilt 


edge references. Address ‘“‘Salesman- 
Engineer,’ care of THE AMERICAN 
ARTISAN, 49. Dearborn St., Chicago, 


Ill. 7 


A young man_jith 18 years’ experience 
in the stove, furnace and sheet metal 
business ‘would accept a road position 
with some good manufacturer or jobber. 
Address “K,” care THE AMERICAN 
ARTISAN, 69 Dearborn st., Chicago, _ 





Situation ‘Wanted— By “experienced tin- 
smith and furnace man, and hustler for 
job shop and salesman in retail business, 
machine agent, etc., of 30 years’ expe- 
rience. Would like employment as sales- 
man for hardware, tinners’ supplies. 
stoves, ranges and furnaces in the states 
of Washington, Oregon and California. 
Strictly temperate: 48 years old; not 
afraid to work. Will give references. Ad- 
dress “Tacoma,”’ care THE AMERICAN 
ARTISAN, 69 Dearborn St., Chicago, = 





_ SPECIAL NOTICES. | 





WANTED 
January Ist, 1905, a stove sales- 
man of high ability to cover a ter- 
ritoryin the Middle West. Perman- 
ent position to the right man. 
Address A. C. Wenban, Room 44, 
107 Dearborn St., Chicago. 3t7 











Salesmen Wanted 


To sell natural and manufactured gas 


heaters and stove pipe radiators. Good 
commission. Address, stating territory 
covered. 

‘“‘Radiator,’’ care of THE AMERICAN 


Chicago, IIL 
4.7 


ARTISAN, 69 Dearborn St., 





IF YOU WANT 


More Business— More Profit secure 
a license to build the Crown Venti- 
lator and Chimney Jack on royalty. 
We furnish patterns, instructions, 
electrotypes, advertising matter, 
and can make it an object for you 
to supply the demand in your ter- 
ritory. Business steadily increas- 


ing. Full particulars for the askin 
CROWN VENTILATOR CO., Milwaukee, Wi 
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SPECIAL NOTICES. 





C. N. HOOPER, Dubuque, Ia. 
VITREOUS ENAMELING 
TECHNOLOGIST 


Designs, builds and starts new plants. Im- 
proves quality and reduces the costs in 
those already established. 





CEYLON PLUMBAGO 


We are prepared to supply Ceylon plumbago to 
the American market cheaper than elsewhere. 
Samples are to be seen at the office of this Journal. 
as wellas at the office of the Merrick Foundry 
Supply Company, Toronto, Ontario, Canada, 30 
shillings per ton freight to New York harbor. 


J. WICKRAMANAYAKA & CO., 
Kalutara, Colombo, Ceylon. 15 





“FREE SAMPLE TO AGENTS.” 


‘Practical ready call device for tele-” 


‘phones. Saves brain work and hours” 
“of time. Sellsitself. One sale sells” 
“dozens. Seeing is believing. Send” 


“stamp. THE TELEPHONE APPLI-” 
“ANCE CO., One Madison Ave., Dept.,” 
“FP, A, D. New York City. 4t. 4 





The Cracker Jack Claw Hamme: 


Nine inches jong; nickel plated claw head; 
varniah« | and tshed hickory handle; very 
handsome; very durable; a supreme seller. 





FRANKLIN SPECIALTY CO., Reading, Pa. 
5, 10 and 15 cent hardware articles our specialty 
Chicago office, 108 Lake Street. 








NOTICE. 


We have exceptional facilities 
for handling American products: 
Hardware, Sanitary, Heating and 
Ventilating Goods, Branches in 
England and continent. Refer- 


Address 


EXHIBIT & TRADING CO., 
Main Office, 155 Duke St., 
Liverpool, England. 


ences furnished. 








MANUFACTURERS 


Contompiating establishing plants in the 
est should take advantage 
of a location on 





Chicago & North-Western Ry. 


which reaches the famous 


WATER POWERS, COAL FIELDS, 
IRON ORE RANGES, 
HARD AND SOFT LUMBER DISTRICTS 
of the West and North west, and affords the best 


means of transportation to the markets of the 
world. For further particulars apply to 


MARVIN HUGHITT, Jr., E. D. BRIGHAM, 
Freight Trafic Mgr., Gen'l Freight Agent, 
CHICAGO 


Paims for 
General 











Right 
orleft 





nd 
Clark’s twice around wrist, viark’s Hand Protection, 
10 styles wrist bands. 16 Styles Pins. 


All goods and prices warranted satisfactory. Order from any jobber, if dealer 
has not been shown Clark’s make — order circular, and first order direct from 
factory, freight or express allowed. 


R. F. CLARK, Mfg., 100 Lake St., Chicago ici.ss 


SCREEN DOORS 


We have an overstock of Screen Doors—best 
goods made. _ All the standard sizes. If you 
are in the market, write us—it will be a profit- 
able letter for you. 


NORRIS @ LORING HDW. CO. 


CEDAR RAPIDS, IA. 


We Will Send 


Two dozen prepaid in a handsome 
plush-lined cherry tray to any dealer, 
on consignment, to be returned at 
our expense if found unsaleable. 
We could not do this if they were 
not the best selling novelty in the 
hardware trade. It costs you noth- 
ing but a 2-cent stamp to try them. 
Drop us a line and we do the rest. 


Mfg. Co. 


Brooklyn, N. Y. 


Clark’s 20th Century, 8 styles hook. 





Exclusively Wholesale 














Ebony, Ivory, Coral or Amber Handle, 
$2.00 per dozen. Pearl or Stone 
Handle, $3.00 per dozen. 











Davison 
112 Front St. 








“BLIZZARD” 





HE BEST ICE CREAM FREBZERS in practical use, because convenient, compact in 
size, use smallest amount of ice and salt, run easily, freeze quickly, produce smoothly 
frozen creams or desserts with little bother and less work. 


THE ONLY FREEZERS MADE HAVING 


Cedar Pails with Electric Welded Wire Hoops, 

Cans of Heavy Tin with Drawn Steel Bottoms, 

AUTOMATIC Tin Scrapers. 
SOLD BY LEADING JOBBERS. 


North Bros. Mfg. Co., 


CATALOG SENT FREE, 


Philadelphia. 
































‘DIXON’S: STOVE CEMENT. 


For repairing rapidly and effectively cracked, broken or worn fire-brick linings in stoves 
and ranges. A first-class repair. A first-class seller. Circular 18-L and sample upon request: 
JOSEPH DIXON CRUCIBLE Co., - - - - JERSEY CITY, N. J. 
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“SAY! WHAT ARE YOU 
TRYING TO DO? 


ou to do this job. Why don't 
our_fire pet won’t work? 

Well, that’s a nice 
note! Why don’t 
you have a good 
one? Do you think 


I sent for 
you do it? 
a 






Lam going to pay 
you for fooling 
with that thing? 
Why don’t you 
buy —ayton a 
Lambert M 


f¢. 
Co.’s fire ad CE 
the ‘Money 


back if you are 
not pleased’ 
line? . They must 
be good or they 
could not sell them 
in that way. Send 

$6.00 N for their catalog 
or ask your jobber for their fires.’ 


CLAYTON & LAMBERT MFG. CO., 
DETROIT, MICH., U. S. A. 











Locations for Industries 


Erie Railroad 
Chicago to New York. 








The Erie Railroad Company’s tote 
trial Department bas all the territory 
traversed by the railroad districted in 
relation to resources, adaptability, 
markets and advantages for manufac- 
turing, and can advise with manufac- 
turers in relation to the most suitable 
locations. The information furnished 
a manufacturer is reliable and has 
practical bearing on the nature of his 
particular industry. 

Vast deposits of anthracite and bi- 
tuminous coal, oil, natural gas— fuel 
is the paramount factor in manufac- 
turing—sewer pipe, fire and other 
clays, cement material, gypsum, build- 
ing stone and numerous other resources 
exist on the line. 

It is important in this age of modern 
facilities for manufacturers to locate 
where they can obtain side tracks so 
as to receive from and ship directly into 
cars at thefactory. Information can be 
promptly furnished in this connecton 
about every point on the system between 
New York and Chicago, 

The undersigned will be pleased to 
furnish full information to manufac- 
turers and local parties contemplating 
the establishment of new industries. 


Address, LUIS JACKSON, 


Industrial Commissioner 
Erie Railroad Company, 


21 Cortlandt Street, New York. 





Porcelain Enameling 


In all colors on steel, sheet and cast iton. 


JOB WORK OF ALL KINDS OUR SPECIALTY 

such as Refrigerator Linings, Refectors, Lamp Shades, Tops and Domes, 
We make Special Enamels to suit different purposes, and wish to 

call attention to our New Process Enamel for Gas and Oil Heaters. 
Estimates furnished upon receipt of samples. 


Michigan Enameling Works 


Kalamazoo, Mich. 


DEALERS 


should insist on their jobbers supplying them 
with Pelouze Family Scales having the 
New Silver Finished Dials. 




















“HITCH YOUR WAGON TOASTAR” 


is an old adage, but not too old for 
the young man, nor too sappy for 
theold man. We have tried tomake 


The American Artisan 


the Star of the Western Hardware 
World, and thousands believe 


that we have succeeded. It will 


shine on your goods. 








wz 
Capacity 24 pounds by ounces. £ 9 
The best and handsomest finished scales on 33 
the market. While superior in many ways zz 
to other makes, prices are as low. z= 
Send for complete Catalogue G; 40 styles: 33 
Counter, Family, Market, Candy and Postal FF 
Scales, Ice Scales, Spring Balances, etc. al 
Order through your jobber. . 
Insist on Pelouze Scales with Silver Fin- =: 
ish Dial. 2° 

PELOUZE SCALE & MFG. CO. = 





118.133 W. Jackson Boul... CHICAGO 





PATENT LIGHTNING PORTABLE pounce 
Wo. 3; a high grade tool, adapted toall forms of curved 
er flangework; pays foritself every week tn the yeas, 
Cap 3-16 iron. For 
catalog 
and price 
address 


THE WIRE NOVELTY MFG. CO. 


TINNERS’ RINGS ard CLIPS, 
and HANDLES. WIRE SHAPES. 











Swaging, Reducing and Pointing. 


SEND SAMPLE FOR ZSTIMATS. 





WEST HAVEN, - CONNECTICUT. 





American Lock Nut Company, Oregon, Illinois. | 





eee oie 


600 Different 


Specialties 
; 
; 






- . 





Household Inventions 
and Bath Fixtures 


If you haven't our catalogue, write at once. 


SILVER’S, BROOKLYN, 


~ 304-314 Hewes St., 432 Broadway, Brooklyn, N. Y. 
0380... 2 @ 3. © 2: © 0. © ©. © 3: © 3: © 3:6 ©: e868 


HURWOOD 








THONGS AWL 


taper length, 7 inches; blade, 3 inches. You can't split the handle 
can’t break it or twist it 


‘HURWOOD MFG. CO., - Bridgeport, Conn. 





You 





THE 
ZIEGLER 


The Only 
AUTOMATIC LOCK CENTER 


on the market. 
Neat, Simple and Durable. 






The Ziegler Neckyoke Go, 


Coffeyville, Kan. 
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ead OATTER 
REP AIRS STOVE PUTTY, MICA, ETC. MLW MEE nh 


Foy all Stoves and Furnaces 4WM. T. DUST CO. 


DETROIT, MICH. 

















Ghe GEO. W. COPE, 


Stove Pattern Works 
AMERICAN STOVE REPAIR WORKS || Corer Brush and Woodbridge Sie. 


Manufacturers of DETROIT, MICH. 
STOVE AND FURNACE REPAIRS 


186-188 W. Seventh Street, : ST. PAUL, MINN. NEW BLOOD NEW IDEAS. 


Ghe MANSFIELD STOVE 
PATTERN WORKS 


MANSFIELD, OHIO. 






































F. W. REYNOLDS, Proprietor. 








WELLER PATTERN (2 





FOR ALL KINDS OF STOVE PATTER 
an Of i) Totes QUINCY. ILL. 

i ee THE PERFECT 

STEEL PIPE DAMPER 


The most handsome and durable damper 


made, 
For all stoves and AS CHEAP AS THE CHEAPEST 
furnaces; largest stock ' . 
in the Northwest. I & DAC 











GIVE US A TRIAL. 
Great Western Stove Repair Co., Minneapolis. 


HOMESEEKERS ExcuRsiOXS | PA TTERNS| a. Ale 


Heavy boiler steel blade, heavily beaded 
THIRD TUESDAY . 
in eaeh menth ~~ VIRGINI A For Stoves and Heaters. and stiffened. 


Malleable rod, will not break or burn. 


Via NORFOLK & WESTERN RAILWAY First-class in wood and iron. Enameled wood handle, never comes off. 
F ‘ , Nickel Spring. All fully guaranteed. 

LAND PAMPHLETS and dncriptne nee he Vedder Pattern Works, Troy, N.Y. Sample free. 

ALLEN HULL, D. P. Agt.. Columbus, Ohio Established 1835. MARION STOVE CO., Marion, lowa 


YANKEE ALL STEEL DAMPER 


The Best and Easiest Damper to get in or out. Cheapest Damper made. Made also in oval shapes. 





















teel Rod flattened and turned over handle. 
Enameled Wood Handle, can’t get out. 


N pring and Washer. : ~ 
; This pin keeps washer and spring on the rod. == ; 
= % inch cold-rolled steel rod. Can easily be driven through —_ Ss 











pipe, making small and same size holes ou both siies. 


Pin at this point with the one further up on the rod. hold 
the plate firmly, because they are made with large, 








HOT AIR DAMPER. elongated head. Steel damper plate. SMOKE PIPE. 
You Can't Afford to Make Dampers When You Can Buy the Yankee. 
Smoke Pipe Sizes, 3 4 4% 5 5% 6 7 #=‘%8 HotAirSizes, 6 7 8 8% 9 10 100% ll 12 2% 4 138 


PER DOZ, -85 .85 .85 1.00 1.101.20 1.50 2.15 PER DOZ. 1.20 1.50 2.15 2.35 2.55 2.80 3.05 3.30 3.50 3.75 5.00 6.00 
SAMPLES SENT WITHOUT CHARGE 


THE S. M. HOWES COMPANY 


40-42-44-46 UNION STREET, BOSTON Factory at CHARLESTOWN 


fh} $$ — af a ef 
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It 
NOUSE: 


WARMING 
MANUAL 


Is beyond all doubt the best 
book published on practical 


house heating. 
It contains the 


plans and 


essays on heating a house 
submitted in THe AMERIGAm 


ARTISAN House 


Warming 


Competition for $300.00 
prizes, and is in fact 


Am Encyclopedia of the Most 
Modern and Improved Practi- 
cal Methods of Heating a House 
by Steam, Hot Water and 


Warm Air. 


A Leading Western Newspaper 


says 


“The volume is a well-bound 
and artistically printed and 1l- 
lustrated volume of nearly 800 
pages, and contains some master- 
ly essays on steam heating, hot 
water heating and warm air 


heating. 


Nearly every promi- 


nent authority in this field is 
quoted, and an application of 


principles and 


improvements 


suggested covers all technical 
details in a simplified and prae- 


tical way. 


House plans and 


diagrams accompany the subject 
matter, which deals specifically 


with radiation, 
ventilation, 


combustion, 


prices, estimates, 


and the best and latest methods 
for placing, connecting and util- 
izing the apparatus adopted,” 


Price, Only $3.50 Per Capy. 


For sale by all booksellers or 


the Publisher 


Daniel Stern, 


69 Dearborn 


Street, 


CHICAGO. 












me 


Wrought ade 
Iron 
Dead Black of 
Finish Cast Iron 


ANDIRON S 


dike © ies 


Foundry, 
M. BRUCKER 


\ Manufacturer and Jobber of 


Pittsburg, 
Tenn, 
Fe =. Stove and 
Range Repairs 


Repairs for all Stoves and Ranges. 

Adjustable Stove Repairs a Specialty, 

MICA, URNS, KNOBS, RODS 
AND STOVE BOLTS 

325-331 North Lincoln Street 

Branch, 229 North Wells Street 

Phone 559 North 


CHICAGO - ILLINOIS 






























Fy 
i Da ATE 

















That is just what 
it means to you. 













You can handle your goods 
cheaper, easier and quicker 
on our low down, short turn 
delivery wagons than on any 

Me other kind. See cut of gear. 
Body is low down, only 20 inches from ground, and is full width. Full height 









wheels in front, making light draft, yet on account of our Patent Short Turn 
Gear it will turn shorter than a highcut under. Easy toload. One man with 
our wagon can do the work of two with a high wagon. Draft is light. One 
horse can haul big load. Short turn so can get around in alleys and crowded 
streets. A good ad and an economical investment. 


Stop and Think What This All Means. 


It raeans that no up-to-date, economical merchant can afford to buy or use any other wagon, 
We make the only successful short turn low down wagon on the market. That we have proven 
to thousands. We make them to order as good, as durable and as satisfactory as the best of 
a and superior workmanship can produce. Built to run every day, everywhere, and to 
stand up. 
WweE MAKE MANY STYLES suitable for all kinds of trade, 
Piano, Grocery, Milk, Laundry, Bakery, Meat. Complete cata- 
log on omen. It will pay you to investigate, Mention this pa- “ 
per and address in full. 


Sycamore Wagon Works 











Hardware, Furniture, 












109 Edwards St. 
Sycamore, lil. 
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MILWAUKEE, WISCONSIN. 


Manufacturers of 











Eave Trough Steet Roofing 
Cond. Pipe (all kinds) 

(Rd. and Sq.) Corrugated Iron 
Elbows 
Hangers Crimped Iron 
Cor. Cut-Offs Brick Siding 
Pat. 11-14-99 Rock Face 
Cond. Hooks Beaded Iron 
Trimmings Metal Shingles 


Curved Iron 

















PLATE — GALVANIZED IRON— SOLDER 


We are the only authorized manufacturers of 
Corrugated Cut-Offs — (Beware of 





infringements.) 











Sheet 

Set! ART METAL 
Architec- C EI LI N G S 
tural Roofing, Corrugated Iron, 
Orna- Galvanized Iron, Corruga- 
ments, ted Conductor Pipe, Fini- 
Statuary, als, Weather Vanes, Crest- 
Etc. ing, Etc., Sheet Copper. 




















Galvanized Steel Tanks for 
all Purposes. 








| F RIEDLEY @ VOSHARDT ve202 matter St. ctticaco, i} 














PLECKER’S CORRUGATED EXPANDING CONDUCTORS. 


Made of Galvaaized Iron in Ten-Foot Lengths without a Cross Seam. Will not burst when full ef ice. 











CLARK, QUIEN & MORSE, Peoria, Iil. 





‘*‘Canton” Metal Ceilings are labor savers and patron pleasers. 
Are best and cheapest ‘‘because the construction is right.” Classi- 
i fied designs. Ever see our Art Book ‘“G”? It shows the goods. 


The Canton Steel i “The A y 
CANTON, ae a ( mceat Citi) © w. Na tre 

















;— oe H. WEISS & CO. 


20 CLIFF. STREET, NEW YORK. 


Ga sxvucnr GEARING' 


a AND CHAIN LIFTS 
TINSMITHS’ & PLUMBERS’ TOOLS. 
CORNICE MAKERS’ TOOLS. 

COPPERSMITHS’ TOOLS. 
PIPE THREADING MACHINES. 
(SBCOND- LAND 600s BCUGFT OL) LD CTC 




























FOR CONDUCTOR PIPE—ALL SIZES 


For Brick or \Wlood 


Made of the best malleable iron and first- 
class in every way. Send for catalogue- 


BERGER BROS GCO., Philadelphia 


OFFICE AND STORE: 237 Arch St. WAREROOMS: 100-02-0t Bread St. 
FacTorRy: 3114-16-18-20 N. 17th St. 

















INDUSTRIES ARE 
OFFERED LOCATIONS 


WITH 


Satisfactory Inducements, 
Favorable Freight Rates, 
Good Labor Conditions, 
Healthful Communities, 


ON THE LINES OF 


THE ILLINOIS CENTRAL R. R. 


AND THE 


YAZO0 & MISSISSIPPI VALLEY R. R. 


For full information and descriptive pam- 
phlet address 


J. C. CLAIR, industrial Commissioner, 
1 Park Row, CHICAGO, 




















CHAS. F. 
HARTMAN, 


FOND DU LAC, WIS., 5 rites: 


¢ “No hardware dealer or tin- 
smith should be without The 
American Artisan.” 
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If you are interested in any of the following productions, write us 
We'll Tell You at once. We’ll guarantee prices and shipments that will please you: 


; Black and Galvanized Sheets, Tin Plate, Solder, 
Corrugated Iron, Roofing, Siding, Eave Trough 
9 g 9 
What We’ll Do Conductor Pipe, Cornices, Metal Ceilings, 
Steel Office and Vault Equipment. 


if You’ll Write Catalogues sent for the asking. 
] The BERGER MANUFACTURING COMPANY 


For Our Prices. ee ener 
NEW YORK 210 E. 23rd St. PHILADELPHIA 1216 Fiibert St. 
BOSTON 176 Federal St. ST. LOUIS 623 N. Main St. 

















SSS 
METAL SHINGLE ROOFING 


% | a 
IWAN’S Volcano in 


, on. ae : : Prices aad” ‘Testimonials 
Revolving and Ventilating Chimney Cowl | | eg BOM tree tor the asking. 
_ meee Te 



















The improvements in this chimney cowl consist in the iron 
mountings composed of two pieces only, no pins or wire being 
required to hold the cap down. The hood is also made on 
mechanical principles, it having a DEFLECTOR correspond- 
ing with the HOOD, by which is formed the sloped opening in 
the back of the hood as shown in the accompanying cut. The 
HOOD in connection with the DEFLECTOR fully protects 
the chimney from rain, sleet and snow, and currents of wind 
cannot suck downward into it, but on the contrary, when the 
wind passes through the sloped passage of the HOOD, it 
creates a strong upward draught, allowing free passage of smoke. 


For simplicity, durability and practicability <p segemiy taking the ples = 
? > " ood shing 0 x 
this top is unexcelled. opening a new line of 


Profits for the Tinner 


IWAN BROTHERS, Bp & oo pestarhte ond os cart 


Mfrs. of Hardware Specialties, Cortright Metal 
’ STREATOR, ILL. | Puitsdeipnie ant Chicago |e 

















iedadieel oailabie Wa Daca Metal Shingles 


AMERICAN SHEET & TIN PLATE COMPANY 


FRICK BUILDING, PITTSBURGH, PA. Our ‘‘Eastlake’’ pattern with side 
manurabrusace ov locks, makes not only the best 
ingle, but also the ‘‘BE 
IRON AND STEEL SHEETS AND TIN AND TERNE PLATES pa tens ll 


Storm and Fire-Proof. More dur+ 
able than wood shingles. Easily 
applied. Write for Catalog. 


THE W. J. BURTON CO. 


DETROIT, MICH. 
Manufacturers and Jobbers 
Tinners’ and Roofers’ Supplies. 


Low Rates to the South 


are made on the first and third 
Tuesday of each month by the 


SOUTHERN RAILWAY 


at which times round trip tickets to points in the 
South and Southeast are sold at one fare plus 62.00, 

A splendid opportunity is thus afforded the resi- 
dents of the North and West to personally gain 
knowledge of the great resources and possibilities 
of a section which is developing very rapidly and 
showing results which are most satisfactory. 

Low Priced Lands, Superior Business Opportun- 
ities, Unexcelled Locations for Factories can be 
obtained or are offered in all of the States reached 
by the Southern System. 

INustrated publications and full information up- 
on request. 





























M. V. RICHARDS, Land & Industrial Agent, 
Washington, D. C. 
CHAS. $. CHASE, Agent, M. A. HAYS, Trav. Agent, 
Land & Industrial Dept., Land & industrial Dept. 
Chemical Building, 226 Dearborn St, 
St. Louis, Mo, Chicago, It, 
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THAT WE CAN SAVE YOU MONEY ON 


CORNICE COPPER 


SOFT AND COLD ROLLED—all Sizes. 
Boiler Sheet Copper and Bottoms. 


All kinds of Tubing, Rod, Sheet and Wire in Copper 
and Brass, 


SOLDERING COPPERS. 


Send for stock list of what we carry in our store. 


BENEDICT & BURNHAM BRASS AND COPPER COMPANY 


211°213 Lake Street, CHICAGO. 














Take a Glass 


Either skylight or window, 
of superior merit and you 
will find it a very profitable 
line to carry. We ship 
you direct. <3 


Jones Skylight Works 


Streator, Il. 








“Eagle” Brand Copper Rivets and Burrs 


STANDARD FOR QUALITY. (Lake Superior Copper) 
MANUFACTURED BY 


THE PLUME & ATWOOD MEG. CO. 


29 Murray St., NEW YORK 1% Lake St., CHICAGO, ILL. 














L=CEILIN 


=~} 


BLUED*"2 POLISHED ¢ H, | 
STOVE PIPE IRON, aR CONDUCTOR PIPE, 
STEEL ROOFING & SIDING ETC: 


JA ELLER CANTEEN _QAie 





Corrugated 
lron and Steel, 


Eaves Trough 


Conductor 
Pipe and Gutters, 


re 


(P. yf 4 Structural 
JLOMILIU Iron. Work, 


Lata Roof Paints. 
dispatch. oof Paints 


GARRY 
IRON & STEEL 
COMPANY 


CLEVELAND, OCHIO 








THE “CENTENNIAL” 

Rain-Water Cut-Off 
The strongest, most dur- . 
able and cheapest CUT 
OFF on the market. 

The only single Cut-off 
made to fit CORRUGATED 
and Plain Pipe and which 
can be used without extra 
pipe or elbows. For 
sale by all leading 
jobbers. Patent ap- 
plied for. 
Manufactured 

only by 
COONEY 

& GEIGER, 

19 and 21 
E. South Street, 
INDIANAPOLIS, INDIANA. 















“PULLMAN” 
Sash 


Balances 


Are you selling them? 


In use everywhere, 
Leok for the 
Metal Tapes 
in all New 
Bulldings, 


Folder No. 2 sent free, 


PULLMAN MEG.CO, 


ROCHESTER N.Y., U.S.A. 











FOLLANSBEE BROS. CO. 
PITTSBURGH, 

High Grade Roofing Tins 
SCOTT’S EXTRA COATED 
Our own Manufacture. 
Follansbee Pure Iron Old Style 
Imported genuine iron base plate. 


Prompt Shipment. 1C and | X always in stock. 














THE POPULAR LINE 


with three elegant trains each way betweam 
Chicago and 


LaFayette, Ind. 
Indianapolis, Ind. 
CINCINNATI, OHIO, 
Louisville, Ky. | 


and all points in the 


SOUTH AND SOUTHEAST 


is the 


BiG FOUR ROUTE! 


Buffet Parlor Cars, or Dining Cars on day 
trains and Pullman’s finest Compartment and 
pe | se on —— trains. AH trains 
run so cago to Cincinnati. For reser 
vations, etc. call on or address 


J. C. TUCKER, 
Gen'i Northern Agent, 
238 S-. Clark St., CHLOAGO, ILL. 
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NIAGARA MACHINE & TOOL WORKS 


MANUFACTURERS OF 


' TOOLS FOR SHEET METALS. 


TINNERS’ TOOLS, SHEARS, PUNCHES, PRESSES, 
AND DIES, CAN-MAKING MACHINERY. 








BUFFALO, N. Y. 








Something Striking 


PURE COPPER CABLE 
LIGHTNING ROD IS. 


It pays over 300% profit to the dealer. Only one agent in a town. We guaran- 
tee our price to be far below that of any other firm manufacturing the same 
class of goods. 


MAHER @ SON, Preston, Iowa 
CORNICE BRAKES 


The valuable feature ° 
in these brakes is the 
clamping device. The 
shaft, by means of which 
the clamping motion is 
secured, is set in boxes 
that can be adjusted b 
setscrews. The tread- 
les attached to the shaft 
when raised 8 inches 
from the floor open the 
jaws of the brake % 
snch, and in pressing 
the treadles downward, 
the closer the jaws 
come together the more 
power obtained, while 
at the same time assist- 
ing to straighten buckled 
fron. Itgripstight,and ~ 
does not allow the same 
to slip when bend is 
made, the result being 
a straight bend or 
molding. 


Geo. C. Keene @ Co., Gncinnai, 0. 



































Cyclone Spring Steel Fence 


~ 
* 


ae ee 
. ‘+ += = i Se oe ¥ 
8k Se Se ee ee tee ee 





Farmers who have been “‘going to the depot” after their fence are learning 
that better values are offered by the dealer who has the right line. For 
particulars write us either address. 


Cyclone Woven Wire Fence Co., 
CLEVELAND, OHIO HOLLY, MICHIGAN 








ART METAL GEILING 


EXCLUSIVE AND ARTISTIC DESIGNS APPRO- 
PRIATE FOR ANY STYLE OF ARCHITECTURE 


WE ALSO MANUFACTURE 


ARCHITECTURAL SHEET METAL WORK, 
GALVANIZED AND COPPER CORNICES 
AND GUTTERS, 

CURVED MOULDINGS, SKYLIGHTS, 
METAL SHINGLES, METAL LATH, 
FINIALS and VENTILATORS, 

SPECIAL SHEET METAL WORK, 

ALL STYLES ROOFING and SIDING, Eto, 


WRITE FOR CATALOGS, 


The Kanneberg Roofing & Ceiling Co. 


CANTON, OHIO, U.S. A. 








E. H. TITCHENER & CO. 





STAPLES AND WIRE SHAPES 


IN ALL VARIETIES. 
Binghamton, N. Y., and 42 No, Peoria St., Chicage, 





IMPROVED 
SELF-PIERCING 





PAT JAN. i ee 19, 

See The Point? 

Easiest Inserted. Strongest, Best Seller. 
Buy of your Jobber, or 








E. K. REA, 920 Park Ave., Kansas City, Mo, 








ROOFING SLATE (2.2022 





Prices quoted delivered anywhere. Bookist 











SLATE BLACKBOARDS Se a SSO ATTRA 
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THAT WE CAN SAVE YOU MONEY ON 


CORNICE COPPER 


SOFT AND COLD ROLLED—all Sizes. 
Boiler Sheet Copper and Bottoms. 


All kinds of Tubing, Rod, Sheet and Wire in Copper 
and Brass, 


SOLDERING COPPERS. 


Send for stock list of what we carry in our store. 


BENEDICT & BURNHAM BRASS AND COPPER COMPANY 
211213 Lake Street, CHICAGO. 


or" 











Take a Glass 


Either skylight or window, 
of superior merit and you 
will find it a very profitable 
to We -_ 


you direct. 


Jones Skylight Works 


Streator, Il. 


line carry. 












































Brand Copper Rivets and Burrs 


STANDARD FOR QUALITY. 
MANUFACTURED BY 


THE PLUME & ATWOOD MEG. CO. 


29 Murray St.,. NEW YORK 19% Lake St., CHICAGO, ILL. 


RS S METAL 


LINGS 


“Eagle” 


(Lake Superior Copper) 














20UGA, 
STOVE PIPE IRON, “3° CONDUCTOR PIPE, 
STEEL ROOFING & SIDING ETC: 


JH ELLER £.Co-_CANT2N_OHIP 


BLUED*"° POLISHED iY 








Corrugated 
lron and Steel, 


Eaves Trough 


Conductor 
Pipe and Gutters, 


Structural 
lron Work, 


Roof Paints. 


(ar FL { 
4 

- f Sys 
dispatch. 


GARRY 
IRON & STEEL 
COMPANY 


CLEVELAND, OHIO 





THE “CENTENNIAL” 
Rain-Water Cut-Off 
The strongest, most dur- ih 










able and cheapest CUT 
OFF on the market. 

The only single Cut-off 
made to fit CORRUGATED 
and Plain Pipe and which 
can be used without extra 
pipe or elbows. For 
sale by all leading 
jobbers. Patent ap- 
plied for. 
Manufactured 

only by 
COONEY 

& GEIGER, 

19 and 21 
E. South Street, 
INDIANAPOLIS, INDIANA. 








“PULLMAN” 
Sash 


Balances 


Are you selling them? 


In use everywhere. 
Leok for the 
Metal Tapes 
in all New 
Buildings. 


Folder No. 2 sent free, 


PULLMAN MEG.CO, 


ROCHESTER N.Y., U.S.A. 











FOLLANSBEE BROS. CO. 
PITTSBURGH, 

High Grade Roofing Tins 
SCOTT’S EXTRA COATED 
Our own Manufacture. 
Follansbee Pure Iron Old Style 
Imported genuine iron base plate. 


Prompt Shipment. 1C and | X always in stock. 














THE POPULAR LINE 


with three elegant trains each way betweam 
Chicago and 


LaFayette, Ind. 
Indianapolis, Ind. 
CINCINNATI, OHIO. 
Louisville, Ky. 


and all points in the 


SOUTH AND SOUTHEAST 


is the 


BIG FOUR ROUTE 


Buffet Parlor Cars, or Dining Cars on day 
trains and Pullman’s finest Compartment and 
ee | oo on night trains. AH 

run so cago to Cincinnati, For reser 
vations, etc. call on or address 


J. C. TUCKER, 


Gen’! Northern Agent, 
238 8. Clark St., CHLOAGO, ILL. 


| 
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NIAGARA MACHINE & TOOL WORKS |\I ART METAL CEILING 
TOOLS FOR SHEET METALS. 


TINNERS’ TOOLS, SHEARS, PUNCHES, PRESSES, 
AND DIES, CAN-MAKING MACHINERY. 


BUFFALO, N. Y. 














Something Striking 


THAT’S WHAT OUR 
PURE COPPER CABLE 
LIGHTNING ROD IS, | fh teste voe'tte “over or “ancnrraerone 


WE ALSO MANUFACTURE 


It pays over 300% profit to the dealer. Only one agent in a town. We guaran- ARCHITECTURAL SHEET METAL WORK, 
tee our price to be far below that of any other firm manufacturing the same GALVANIZED AND COPPER CORNICES 
class of goods. AND GUTTERS, 


MAHER @ SON, Preston, Iowa J Sites tint 
METAL SHINGLES, METAL LATH, 
sd es > FINIALS and VENTILATORS, 
SPECIAL SHEET METAL WORK, 
ALL STYLES ROOFING and SIDING, Ete, 


CORNICE BRAKES || mimisinses cance. 


The valuable feature 
in these brakes is the 
clamping device. The 
shaft, by means of which 
the clamping motion is 
secured, is set in boxes 
that can be adjusted by 
setscrews. The tread- 
les attached to the shaft 
when raised 8 inches 
from the floor open the 
jaws of the brake % 
snch, and in pressing 
the treadies downward, 
the closer the jaws 
come together the more 
power obtained, while 
at the same time assist- 
ing to straighten buckled 
fron. It grips tight, and 
does not allow the same 
to slip when bend is 
made, the result being 
a straight bend or 
molding. 


Geo. C. Keene @ Co., ancinnati, 0. 

















E. H. TITCHENER & CO. 


























STAPLES AND WIRE SHAPES 
IN ALL VARIETIES. 
Binghamton, N. Y., and 42 No, Peoria St., Chicage, 








Cyclone Spring Steel Fence 


IMPROVED 


SELF-PIERCING 


es =e = SS ee ee 9 
+2 6 RD ee ee tee eee 9) 








PATUANY Sai 





Mme 19.1904 
Farmers who have been ‘‘going to the depot” after their fence are learning 


that better values are offered by the dealer who has the right line. For a 
particulars write us either address. See The Point? 
° 
Cyclone Woven Wire Fence Co., Resinct Sasested. Styengest, Best Sollee, 
CLEVELAND, OHIO HOLLY, MICHIGAN Buy of your Jobber, or 
QUARRIES: Penneyivania end V¥ 


E. K. REA, 920 Park Ave., Kansas City, Mo, 
Prices quoted delivered anywhere. Boockist 


E, J, JOHNSON & CO, 
SLATE BLACKBOARDS Sat ER a BOATS 

















38 PARK ROW NEW YORK 
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CONSOLIDATED 
PRESS @ TOOL 


COMPANY 


94 N. Clinton St..CHICAGO 


MANUFACTURERS OF 


Presses and Dies 

















Special Machinery and 
Sheet Metal Tools of 
every description 


If you have an article which you 
wish to make of sheet metal we 
can furnish the tools. 

We have the best equipped shop 
in Chicago for building fine special 


machines. COME. AND SEE. 


Would be pleased to estimate 
on your dies. 


Punch Presses 


always in stock. 








QUICK 


+ 
ve 


SHIPMENTS »* 
* > 
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SUNSHINE “ALUMYNOID” 


Lest You Forget— 
It is absolutely Rust-Proof. 


in operation. 
We permit only one agency 
in a town. 





Burner Boiling Water 


With Washer in Operation 


QUINCY, ILL. 


Water may be boiled with washer 


Our Catalog Rings True—Rings Like a Gold Eagle. 


QUINCY WASHING MACHINE CO., 


WASHING MACHINES 
THE “WHITE DASHER” LINE 





White Porcelain 
Enameled Iron Dasher 
Note Balance Wheel 





ON 5 TON 


Is what you can save 
We make al] kinds of 
SCALES. 
WRITE FOR PRICES 


a B. om PUMPS and WIND MILLS 
BEGKMAN BROS., Des Moines, la. 


ih EXPECTATIONS REALIZED 


We are now the 


Soe 





















Largest Manufacturers 


in the world 
of any one style of 


ROTARY WASHER 


What is the reason? Ask us. 


Toledo, Ohio. 


There is No Butt in Our Guarantee. 


Have you ever considered the advantage of using 
the railroad rather than the stage coach? 


The Matchless Ball-Bearing 
Floor Spring Hinge 


It rivets the friendship of old 


Davenport, nes 





ia new and necessary. 
customers. 

It makes new ones. 

We get up at © a. m. to answer questions. 


co 40 DEARBORN STREET. CHICAGO 
* New York Office, 107 Chambers Street 


Do You Know 
That the), K, WASHING MACHINE 


is the best made, the lightest running and the 
most attractive washer on the market? Are you 
selling it? Ifnot,why? Every first-class dealer 
should sell it, because it is made of the best 
materials, by the best mechanics that can be 
obtained, and every one sold wiil sell another. 
Write us for Cireulars and Prices, 


H. F. BRAMMER MFG. (0. pavenpont tows 





LAWSON MEG. 

















Cable Address— Vainica. 
Codes—A BC, 4th Edition 
and Western Union 


Carr @ Co. 


EXPORTERS ) 
OF 


Agricultural 
Implements 
Wagons,Carts 


Grindstones, 
Etc. | 


CORRESPONDENCE 
SOLICITED 























NEW YORK CITY, 


coma 

















A SUITABLE LOCATION 


for any physician, profes- 
sional or business man as 
well as any industry is 
easily found by consult- 
ing the Industrial Depart- 
ment of this Company. 

The proposition sub- 
mitted will be attractive, 
embodying full informa- 
tion, such as will enable 
intelligent action in such 
an important matter as 
change of location. 

Our monthly magazine 
of Southern Opportunities 
will prove invaluable to 
those interested in the 
South. 


The most costly 





THE LAND OF MANATEE 


is the most beautiful sec 
tion of the world, recently 
digeovered by the Sea- 
board. 

The climate is delight- 
ful, winter and summer, 
the atmosphere salt-laden 
and perfumed 4 the odor 
of thousands of blossom- 
ing orange, lemon, grape 
fruit and guava trees, and 
most beautiful and fra- 
grant of flowers. 

A land of perfect health 
and plenty, ideal living 
where crime, trouble and 
ill-health are positively 
unknown. Cultured, re- 
fined people. Manatee 
booklets free on request. 


piece of literature 


ever issued by a railroad is the special 


southern edition 


of the Seaboard 


Magazine of Opportunities—yes, there 


is one for you. 


no advertisements, 
Embodies numerous full page 


matter. 


It is unique, 


contains 
and little reading 


photo-gravures, the most exquisite ex- 
amples of modern printers’ art. It 
would command fifty cents from book- 


sellers. 
Sent free upon receipt of ten cents 
for postage. 
J. W. WHITE 


General Industrial Agent, 
Portsmouth, Va. 


SEABOARD AIR LINE RAILWAY 
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Sent to 
all 
dealers 
on 


approval. 


The Eclipse Akron Spirit Level. The Baker, McMillen Go., Akron, Ohio 





MANUFACTURED BY 


Write for 
our new 
illustrated 
catalog 
and prices. 





SPERRY’S STEAM KETTLES 


D. R. SPERRY & CO. 











Made from very thick metal, 
without Stay Bolts, joint packed 
in such a’ manner as to never 
need repacking. A little higher 
priced than some, but they are 
safe and tight ; £ 2 








Hollow-Ware Founders, BATAVIA, ILL. 











THE “CANTON” CLOTHES DRYER 


DRIES CLOTHES,WOOLEN 
OR COTTON, IN 15 TO 
30 MINUTES, 


according to the style of 
heating system _ used. 


Handsome, Rigid, Durable 


QUICK IN ACTION. 
ECONOMICAL IN 
OPERATION. 


Catalogue shows it. Get one. 








THE CANTON CLOTHES DRYER & MFG. CO., Canton, 0. 


New York Office, 157 West 23d St Baltimore Office, 5 Clay St. 











4AS.J. LAWLER 
(nt 


as 


DANIEL STERN, 


Steam and 
Hot Water 
Heating... 











An Encyclopedia of Practical Plumb- 
ing and Heating Work. By James 
J. LAWLER. 400 pages large octavo. 
Size 6x9 inches. Price $5.00. 
This book is practical throughout. 
Its aim is to impart information 
that practical men can utilize in 
earning their daily bread and but- 
ter. It is the ready key to prob- 
lems arising in sanitary and heat- 
ing work, and has already taken 
its place as a leading practical au- 
thority in this field. 


FOR SALE BY 
- 69 Dearborn Street, - CHICAGO. 








Campaign 
Plums 


get ripe this year. 
Are you selling 
the 


“American 
Boy” 
Collapsable 
Horn? 


Manufactured 
by 


THE 
GALESBURG 
CORNICE 
WORKS 


GALESBURG, ILL. 


THE CLEVELAND & BUFFALO 
Transit Company 


CONNECTING 


CLEVELAND 
and BUFFALO 


“WHILE YOU SLEEP” 


UNPARALLELED NIGHT SERVICE, NEW STEAMERS. 
“CITY OF BUFFALO” 
and “CITY OF ERIE” 


Both togetherbeing, withont doubt, in all respects 
the finest and fastest that are run inthe interest 
@f the traveling public in the Unfed States 


TIME CARD 
DaILY INCLUDING SUNDAY 


Cleveland 8 P.M. Buffalo 6:30 ALM. 
Buffale 8 ” Cleveland 6:30 A.M. 


CENTRAL STANDARD TIMB 
Orchestra Accompanies Each Steamer 
Connections made at Buffalo with trains for all Zase 
¢@rn and Canadian points, at Cleveland for Toledo, 
Detroit and al] points West and Southwest. 


Tickets reading over L. S. & M, S. Ry, will be accepted 
ea this we Steamers without extra charge. 


Special Low_Rates Cleveland to Buffalo and 
Niagara Falls every Saturday N 
also Bafalo Cleveland =” 


am Fs Sane Se Eee eC. & B. Lame 
Bend four for justrated pamphlet. 


W. F. HERMAN, | 6. P. A., Cleveland, Ohio, 


qj ELEVATORS 


Improved Quick and Easy 
Rising Steam, Electric 
and Hand Power. 

Send for circulars. 


“Ti KIMBALL BROS CO. 





























1031 Ninth St., COUNCIL BLUFFS, IA- 
KIMBALL ELEVATOR CO., 139 Vincent St., Cleveland, @. 
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The Eureka 
Skate Sharpener 







Send for the Green Book of 
Hardware Specialties for prices 
and particulars. Dept. 8. 


Smith @ Hemenway Co. 


296 Broadway, N. Y. City Fite SECTION 


“EUREKA 


FRONT .ViEW 








SKATE TOOL 








The Welch DOLLAR Mail Box 


is the best at ANY price. 


Some Points of Su- 
periority: The open- 
ing 1s toward you 
and the contents 
are insight. Lid 
shelters the open- 
ing and may be 
left open. Signal 
indicates mail for 
both carrier and 
patron. 


Material galvan- 








ized steel. Size, 
18x6x7 inches. 
Approved. Lib- 
eral commission 


WRITE FOR PRICES and freight paid. 


THE WELCH COMPANY 


NANKIN, OHIO 
—_——_—_—_—=—=—=—== 


RICHARDS 
AUTO 


Ball-Bearing, Noiseless, House 
Door Hanger combines all the 
best features and is a trade 
winner. 


We make all the leading styles of door hangers 
for sliding doors. Catalogue free. 


THE RICHARDS MANUFACTURING CO. 


AURORA, ILL., U. S. A. 





























inches long. Jaws 
e from ¥ to i. 
Cuts bolts for pump 
rods. 










Sint 


NUT WRENCH. PIPE WRENCH, 
THREAD CUTTERS. 









Will Remove 
*"NEVERSLIP” and “ROWE” CALKS 
The Best Wrench Made 
Every one buys HAWKEYE WRENCH 
on sight; all that’s necessary to sell itis to show 
it. It should be in every Hardware Store, Be 


the FIRST in your town to have it in stock. 
SOLD BY ALL JOBBERS. 


HAWKEYE WRENCH CO., Mirs..Marshalitown, le 
Made in two styles—different size thread for 
Pump Rods. 


SPECIAL WRENCH 
FOR PUMP RODS. 


Gas more uses than any 
wrench made. 


You can’t break the jaws 
of this wrench 










Mam MONEY 











Rural Routes are geting tn allaround 
you. You can get this business 


with the SIGNAL MAIL BOX 
It is the original box for Rural 
ehecial endorsements of 


eneral, «¢ Th 
made, the best liked, the castost —_ 


and the best advertised, 



















SIGNAL MAIL BOX CO., 
106 BENTON ST., JOLIET, ILLINOIS, 





ELECTROTYRE CUTS 


MADE TO ORDER FORALL PURPOSES, 
4, IF YOU WANT THE BEST MADE, 
ND US YOUR ORD 
se WE ARE PROMPT. ER, 
PRICES ARE EQUITABLE AND JUST. 







» ST.LOUIS ELECTROTYPE FOUNDRY / 
yy 214-216 PINE ST. ST.LOUVIS,MO.* 












GOODRICH 


LINE 


STEAMERS 


YOUR CHANCE FOR 
SUMMER ENJOYMENT 


3 and 4 Days Lake Trip $13 


Chicago to Menominee, Mich. & Ret. 
Including Berth and Meals. 


5 Days Lake Trip $20 


Chicago to Mackinac Island & Ret. 
including Berth and Meals. 


Muskegon or Grand Haven 
And Return $2.75 


From Chicago, 
MILWAUKEE 
Prom Chicago, $1.50 


Write aboutit 
R. c. DAVIS, a. Pe A. 
Chicago, Ill. 


GOODRICH 


LINE 


STEAMERS 














































—— ee 
“eet 


— te Tere 
















THE AMERICAN ARTISAN AND HARDWARE RECORD 


SOLID STEEL, DROP FORGED, MALL. D. or Plain 


Long Handle “ALASKA” SNOW SHOVELS. 
Orders now being booked for Fall Delivery. 
We will be oo to send you catalogue nk rice lists of our 
complete lines of Winter Goods, Cooking Utensils and Shovels, 
Spades and Scoops. We have something new in Shovels. 


THE AVERY STAMPING CO., Cleveland, Ohio. 


“The First and only makers of ‘NEVER BREAK’ Goods.’’ 


Lufkin 
| Magic Pattern Rule Rule 


Will lay out patterns for any size and angle of elbows in three minutes’ time. Co 
Can also be used as Straight-edge Rule, Circumference Rule and Trammell. 09 

















Should be in every Tinshop. Will save its cost in a few weeks. Thousands Savi 
are in use and every one giving excellent satisfaction. Price, complete in a aginaw, 
nice wooden box with Chart, $4.00 net cash. (Mention Tue American ARTISAN.) Mich. 

Dm) v 
STANLEY RULE AND LEVEL CO. 
Improved Carpenters Tools 
Sold by All Hardware Dealers. NEW BRITAIN, CONN. 

a g 





f \| WE MAKE the best plane iron on the market and supply 


more than 34ths. of the irons now used in wood planes. 


4 Trains a Day | ouR WOOD PLANES ARE WINNERS 


via the 





Don’t forget us Smoothing Plane 


entirely when on 
the market for 
and C. H. & D. Ry. cabinet makers 


a‘ inds, 
Only 8 Hours | tools of all kinds 


or hand screws as 
from eer 
they are specialties 


CHICAGO of ours. 








CINCINNATI Fore 


BY DAY, Parlor and Dining Cars 
BY NIGHT, Palacé Sleeping and Plane 
Compartment Cars. 


ge ee SANDUSKY TOOL CO. 


200 Custom House Place, CHICAGO. 
| Sandusky, O. 


No Dust, NoDi The ECLIPSE Nested Stove Pipe Thimble 


Pleases —S 
BEST ON THE MARKET 


























everybody PATENT PENDING 
. Saves 80 per cent of room. 
Quick Seller Is stronger than a hand made riveted 
thimble. 
Order at Is always ready to hook together, 
once to Is made that the lug passes through two 
slots and then tied. 
insure The lug is always on top; therefore the 
prompt LUG is not an objection to the entering 
deli stove pipe. c . 
elivery. It is always kept nice and clean in a box* 


therefore no unsightly rusty looking thim- 
~ bles to adorn the stores. 
Galvanized iron; 5, 6 and 7 inch. 





Send for prices 











HILL DRYE co. STUBER & KUCK, Musitcren:tFiccoitinrse Peoria, Il. 


Worcester, Mass., U.S 
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IMPROVED 





J. M. LITCHFIELD, 
227 WATER ST., NEW YORK. 









UNION BRICK BONDS 


The Best Wall Ties Made 


They Save Money 


We Will Send You Samples Free 


Ashler Anchors Made to Order 


UNION BRICK BOND (0., 


PITTSBURGH, PA. 





$322 SAVED 


TO ALL POINTS EAST AND WEST 


vate D&B LINE. THE LATEST IMPROVED 


CREAM SEPARATOR. 


The best cooling process. The milk 
tank is detachable. 

Our Separator is guaranteed to do the 
work. 








The cheapest and best deep setting 
tor on earth. 


WRITE FOR PRICES. 


SEITHER-CHERRY CO. 


KEOKUK, IOWA. 





THE LAKE AND RAIL ROUTE 


WORLD’S FAIR, St- LOUIS 
DAILY SERVICE, MAY 26thf | 















THE KING 


Cream Separator 


separates all the cream. No cranks to turn, no 
crocks or pans to wash,no skimming to do, no 
water mixed with the milk. Highest points 
secured on butter, several thousand sold last 
year, all giving good satisfaction, price within 
the reach ofall. Write for terms and prices, 
Mention this paper. 


CHAS. A. VAN PELT, 
Bloomington, Uli. « 


arent 


_ nC 











Improved Express Service (14 hours) Between 
DETROIT ano BUFFALO 





Connecting ot Earliest Trains for all Points in NEW 
YORK, P SYLVANIA and NEW ENGLAND STATES. 


ave F A D il had 5.3 P. *. 
rrive BerRory ey - $-38 A. M: 
+ Connecting with Fast Ly Trains for WORLD’S 
FAIR, ST. LOUIS and THE WEST, with D. & C. N. Co. 
for Mackinac Island and Northern Michigan 
Rate between Detroit and Buffalo $3.50 one way, 
$6.50 round trip. Berths $1.00, $1.50; Staterooms 
$2.50 each direction. 
Send 2c Stamp World’s Fair Illustrated Pamphlet. 
Send 2c Stamp Tourist Pamphlet Rates. : 
- RAIL TICKETS ay — STEAMERS 


‘ou special, Conventions 
(World’s Fair, St. Louis) reading via Grand Trunk Ry. 
or Michi Central Ry. between BUFFALO and 
DETROIT will be peseuted for | 4: Ait Seance Mieke 
Transportation on D. & B. Stms. ( P. 7. M., Detroit, Mich, 


| rive BUFFALO ©” = 2:30 a: M: 














The ““OMEGA,” 2-3 Size. 
To attach to bottom of can. 





—_— ——_—— 











CLARK NOVELTY CoO., 


Also Mfrs. of The CLARK Kerosene OilSystem 


BEER, 

MILK CAN, 

OIL CAN, 

CREAM SEPARATOR 


Various Sizes and Styles. 
MANUFACTURED BY 


ROCHESTER, N. Y. 


for heating Soldering Coppers. 

















FH. G. Groth 


Cedarburg, Wis., Writes: 





















- 
“Please take out my 
advertisement for a tin- 
ner. Lam “overflood- 
ed” with letters from 
all parts of the State, 
and was able to select 








hand Pruning Shears, all high-grade goods. 





THE CRONK & CARRIER MEG. CO., Elmira, N. Y. 


CARRIER CUTLERY CO. 
Pocket Cutlery 











A full line of the best styles of pocket and pen knives, made from Wardlow’s best steel, guaram 
| teed equal in quality and finish to any goods in the world. Also a large line of both one and two- 
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“ENTERPRISE” 
PATENTED HARDWARE SPECIALTIES’ 


Bone, Shell and Corn Mill 








} # ‘| ~ 
No. OO, $1.25 No. O, $1.50 No. 3, $5.50 No. 750, $8.50 
45 Sizes and Styles for Hand, Steam and Electric Power 


Meat Juice Extractor MEAT AND FOOD CHOPPERS 





No. 5, $2.00 No. 12, $2.75 


30 Sizes and Styles for Hand, Steam and Electric Power 
Order from your Jobber 


No. 2, $1.50 


No. 21, $2.50 


Send for Illustrated Catatogue describing many other Useful Articles 


The Enterprise Mf8. Co. Of Pa soo evccisco Beascs 


104 Front St. 
Philadelphia, U. S. A. 


TUNUNUNUTUTUTUTUTUTUGTUGTUNUTUNUNUNURUNURURURURURU RU 


N. Y. Branch 
40 Warren St. 
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Are You Going to the 
St. Louis World’s Fair 





ee. - eS, >: 
oe et 


ey het t 
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side directly in front of Entrance No. 16. 








? 


If so, don't miss seeing Warren’s Model Hardware Store, 25x45 feet, in the first build- 
ing at the right from the main entrance—Varied Industries—located on the north 
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OUR WAY OTHERS’ WAY 


Short- Cut 
/Mill to Retail 

















Over 4500 Wide-Awakes 
Handle Our Blankets 


FROM M 





OK 


ILL DIRECT, TO RETAILER, 


Northern Ohio Wools 
“Are Always the Best” 


<= os 

oA “tr 
PS A ca 
aa. 3 ee 














FOR 1904 


Greatest Lines 
Best Values 





aa SS Ss 





and Sizes 








Fastest Colors 
Newest Patterns 











rryaeg 
NEEL A - We make and sell Wool Blankets—Not 
ions Calicos or Cattle Hairs. While we make 
all qualities, we do make 


The Only Good Cheap Blankets 


25% More Profit can be added to Northern Ohio Wools 
than to others and stil Eliminate Competition. 


A Complete Line of Stables-Our Make 


TAILOR MADE FIT BEST Al EVERY WAY 











SEND FOR CATALOGUE AND PRICES 


NORTHERN QHIO BLANKET MILLS 


LARGEST AND BEST EQUIPPED IN THE ‘UNITED STATES 


THE BECKMAN COMPANY : CLEVELAND, OHIO 


SELLING AGENTS 


F. M. LETTS E. L. BOWLES CHAS. G. JOHNSTON 
\ 304 Cherry Street, Philadelphia 49 Warren Street, New York City 281 Madison Street, Chicago 
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| DISssTON wood 4 AWS MEET ALL DEMANDS 



































THE THE 
FINEST STRONGEST 
IN AND BEST 
APPEARANCE. ON THE 
MARKET. 








FRAMES Perfectly seasoned, carefully selected lumber of a 
thickness especially calculated tor strength. 


SHAPES Designed for ease in handling, symmetrical in 
all proportions, and well finished. 
RODS Steel wire, threads square cut, loops strongly riveted, with heavy heads.— 
Will not strip or pull out. 
BLADES 1 Finest quality crucible steel, carefully hardened and tempered, accurately 
ground, filed and set. 


HENRY DISSTON & SONS, inc. 
KEYSTONE SAW TOOL STEEL & FILE WORKS. © PHILADELPHIA, PA. 


















ABSOLUTE PURITY 


IN KITCHEN UTENSILS 


FREEDOM From POISON 


































a 


The Blue Label on ewery piece proves our 
statement, 


When you buy Kitchen-Ware, buy 


AGATE NICKEL-STEEL. 


LALANCE © GROSJEAN MFG. CO. 
New York Boston Chicago 


——~ 
—— --— — 
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$ome hardware 
dealer$ write u$ for our 
catalogue$ out of curio$ity. 
a $ome becau$e their Enameled 
$teelware and Tinware bu$ine$$ i$ 


$lack. Other$ for other reason$. 
Perhap$ these rea$on$ become ea$ier to $ee a$ 
you read the$e line$. If you di$cover them of 
cour$e you'll $end for the catalogue$. Addre$$ 

our neare$t office. 


National Enameling 
. & Stamping Co. 


MILWAUKEE CHICAGO NEW YORK 
BALTIMORE ST. LOUIS 
NEW ORLEANS 


wwe 


“VOLLRATH WARE” 


“The Ware of Quality” 
‘HIGH ART” we2Cast tron WARES 


Are Characteristic in Dignity. 




































Mr. Merchant:— A FEW FACTS FOR OUR MUTUAL BENEFIT. A half century ago we first started to manufacture and introduce INTO 
THIS COUNTRY Gray Enameled Hollow Ware. To-day we are the largest exclusive sheet steel and cast iron enameled ware manufacturers in 
the world. Our wonderful success is due to our persistent efforts to promote the sale of only fine quality ware, to which our entire output is 
confined. Our ware speakes for itself,and has justly earned its trade mark, ‘“The Ware of Quality." If youare not already a customer of ours, ; 
send us your name for our mailing list and we shall be pleased to send you our latest catalog, and also regularly a net price sheet on our itt 
TWENTY DIFFERENT KINDS of ware. Vollrath ware, the pioneer ware, has been time-tried and fire-tested, and you can safely recommend Hee 
it to your customers and know that they will be satisfied. Yours, very respectfully, THE JACOB J. VOLLRATH MFG. CO. 


THE INTERNATIONAL ENAMELED WARE. 
THE JACOB J. VOLLRATH MANUFACTURING COMPANY ht 


Works and General Offices: SHEBOYGAN, WISCONSIN, U. 5S. A. 


—S=_— 
> ree 








CHICAGO OFFICES AND SALESROOMS: 175-177 E. Lake St.—Mail Order Department. 
BRANCHES: 


NEW YORK, 25 Warren St. MINNEAPOLIS ,'212-14 Commercial Bldg. 
SAN FRANCISCO, 409 Market St. ST. LOUIS, Block 7 B, Manufactures Bldg. 
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russ 5- ROOFING TINS 


If you had an idea of the quality. The fact that we make all 
our own plates explains why we eam furnish such materia) 
forthe price. A posial will get you sample set “A.” 





THE McCLURE COMPANY 


PITTSBURG PHI LPHIA 
VAG Lte: Weshiegion, Pa 








ETERS 
SHELLS 


Far-famed for 


RELIABILITY, UNIFORMITY, and 
GENERAL EXCELLENCE, 


The easiest ammunicion to sell and the 
most satisfactory to, use. 


PETERS CARTRIDGES 


are made by wide-awake men using up-to-date methods, and 
their equal,is not to be found. 


THE PETERS CARTRIDGE COMPANY, 
now Lee CINCINNATI, OHIO 








FoR 


Gn METAL 
Mister! CEILINGS 
write us. It will pay you. 


ILLINOIS ROOFING 
@ SUPPLY CO. 
23 Lake St., CHICAGO. 

















Champion Stove Clay 


The only Stove Lining made of crucible 
materials. 

Packed in 2}¢ Ib., 6 lb. and 10 Ib. paste- 
board boxes. 

Order it from your jobber. 

The best and most refractory lining made. 


BRIDGEPORT CRUCIBLE CO. 
BRIDGEPORT, CONN. 








THE “SALEABILITY” OF AN 
ARTICLE 


Mainly depends on twofactors: Qualityand 
Price, Additional features which empha- 
size the popularity of a n.anufactured prod- 
uct are: Protection in the legitimate 
profit accruing from each individual sale by 
rigid Price-Mainten&pe and Consistent Co- 
Operation. 

Dealers know what to expect from us as regards both 
Practical and Moral Support: that’s why they 
vigorously and at all times push the sale of the 
famous STEVFNS RIFLES, PISTOLS, SHOTGUNS 
and ACCESSORIES. 

Ask your Jobber and insist on STEVENS Rifles, Pis- 
tols, Shotguns. Mlustrated Catalog (136 pages) de- 
scribes entire output, and should be in the hands 
every Retailer. 


J. Stevens Arms & Tool Co, 
197 Main St., Chicopee Falls, Mass. 

















GOAT and HAT HOOKS 






4 BE pSaras ZZ __the Bradley 
Osgood Standard ean ua cobs hae bea 


SCALES. By 
ASK YOUR JOBBER ABOUT THEM. | ATLAS MFG. CO., New Haven, Conn.,U.S.A. 


The “Globe” Ventilator 


In Brass, Copper, Galvanized Iron, 
and with Glass Tops for Skylight 
purposes. 


For Perfectly Ventilating 

















HE : Schools, Churches, Halls, Mills, 
HGLOBE Factories and Audience Rooms 
‘AMAT Every Character. . 


Smoky Chimneys Cured. 


“Globe” Ventilated Ridges. 
Send for Pamphlet. 


Manufactured by 


Glebe Ventilator Co., Troy, N. Y. 








The drummer sometimes earns his dues: 
*Tis said the “Cat” will never lose; 

But Advertisements a/ways pay: 

They’re somehow always in the way. 





































If It’s 
Silver Steel 
It’s an 


ATKINS 





Branches: 


MEMPHIS, TENN. 


NEW YORK CITY 


ATKINS 2o.°425 HAND SAWS 


GOOD FOR THE DEALER GOOD FOR THE MECHANIC TRADE WINNERS 









Get Our Catalog— It's a Necessity—Free 38 S. Canal St. CHICAGO, ILL. 


ATLANTA, GA. E. Cc. ATKINS es COo., MINNEAPOLIS, MINN. 
TORONTO, CANADA Indianapolis, Ind. SEATTLE, WASH. 










ATKINS 
ALWAYS 
AHEAD 









Branches: 





PORTLAND, OREGON 
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